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From Infants’ Size 5 1/2 
Through Girls’ Size 9 


Weatner-Biro 
SHOES 


PETERS SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 











... such as Tandrite enjoys must 
nevertheless be translated day by 
day into the reality of Quality. 
The acknowledged success of Tandrite 
in this accomplishment accounts for 
its notable preference with creators 
and craftsmen of fine footwear. 


TANDRITE CALF, 















“ADELPHIA” 
on the Plaza last 
by 
Pearl-Preview Shoe Co. 
Phila. 31, Pa. 












Martinique 


Caslom MADE 


a cones 

A graceful anklet with closed toe, 

5/8" platform sole, 25/8 heel. 
Tandrite Calf No. 594 blue. 











E. HUBSCHMAN & SONS, INC., PHILA., PA. 























IN EVERY PAIR there is the undisputable evidence 
of how carefully Gilbert shoemakers guard the con- 
fidence which merchants and consumers alike have 


placed in shoes that bear the name, Kali-sten-iks. 


Fundamental business philosophies, too, have won 


. and held the confidence of Kali-sten-iks merchants 





throughout the land. 
. ~ 
Never a compromise on quality in materials or 


methods. 


Treating every account impartially, regardless of 


its volume. 


Maintaining service—Quality First, Quality Always. 














the complete line 
that retails profitably 


at $95 ‘G75 






STYLE 4209 





STYLE 4681 


rage: © heavy types for young men... 


French toes, Custom toes-everything you 
need for an across-the-board promotion to 
retail profitably at 8895 and 8995 


HOLLAND-Xaccne SHOES 


INCORPORATED 
HOLLAND, MICHIGAN 
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STYLE No. 8830 


“nana? 





4 ways to improve your children’s shoe business... 





| e feature a brand that mothers know 





2. promote your exclusive construction features 
F 3. give perfect fit for every foot 


“@ 
a 
* 
—— * balance your buy better 
eT / from one resource, for tots thru teens 
] 
Are you missing this strength in your present brand or brands? Then send 
4) for your Pollyanna salesman and see how the right resource can help you. 
A. S. KREIDER SHOE CO. ANNVILLE, PA. 
a —_ NEW YORK CITY SHOWROOM Marbridge Bidg., 47 W. 34 St. 
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‘ * e You can count on it with Walk-Over 
+ rae Main Spring* Arch Shoes! They're carefully 
ka 5 designed to satisfy the active man’s 
i need for comfortable, built-in support 
1 —styled to please his appetite 
| for smart appearance. 
| 


That exclusive Walk-Over 
blend of comfort and style 
makes truly satisfied customers 
—the kind who keep coming 


back for pair after pair. 





That’s why these handsome 





Main Spring Arch shoes 
are such a profitable line 
for Walk-Over dealers — 
a solid back-log of busi- 
ness they can count on 


through every season. 


Walk-Over prices from $12.95 


Main Spring Arch Shoes by 
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BOX TOE MATERIALS 








HOW GROSSMAN USES CUSHION CORK 


to increase flexibility of Pedemode shoes 


2%. The diagram above shows how Grossman 
**% adds extra comfort to Pedemode shoes by 
inserting Armstrong’s Cushion Cork in the 
leather insole. In Grossman’s opinion, Cushion 
Cork gives the Pedemode shoe 75% to 80% more 
flexibility than would solid leather construction. 
This Grossman open back sling pump is made 
on the Goodyear welt process. In the Pedemode, 
however, the conventional insole is die-cut to re- 
ceive the Cushion Cork insert. This insert is a full 
¥%” thick. Only a flexible sock lining separates it 
from the wearer’s foot. 
The Cushion Cork used in Pedemode shoes is 
a combination of springy cork particles and a 
sponged binder. This resilient insert helps absorb 


ARMS TRONG’S SHOE 


FLEXICORK 


FILLERS 


shocks and jars. It also reduces friction on the 
bottom of the foot, and this is especially helpful 
to those who suffer from callouses and tenderness 
in the metatarsal region. At the same time, the 
extra flexibility of the Cushion Cork construction 
minimizes breaking in. 

Tell your customers about the extra comforts of 
shoes built with Armstrong’s Cushion Cork. During 
the try-on, point out the advantages of this patented 
material. A few steps down the aisle will do the 
rest. Write today for a list of nationally known 
shoes that use Cushion Cork. You probably carry 
lines that give you this extra sales feature. ~ 
Armstrong Cork Company, Shoe Products 
Dept., 9605 Arch Street, Lancaster, Pa. 





CUSHION CORK AND FLEXICORK ARE REGISTERED TRADE-MARKS. 


CUSHION CORK 
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PRODUCTS 


CORK COMPOSITION 











SCULPTURED TO FIT YOUR FOOT | 











/ SMARTER STYLING 





Drew's new style tempo brings 
you impressively youthful pat- 
terns in the very newest foot- 
flattering creations. Drew styles 
are new styles. 











/  ‘BeAuTiFUL SHOES —/ 


The finest of leathers and the 
choicest of elegant fabrics are 
used by Drew's master crafts- 
men to give Shoes by Drew 
their distinctive character. 





Ff DREW’S BASIC LASTS 





Fitting control over hard-to-fit 
as well as normal feet is yours 
with shoes made over Drew's 
exclusive clinic-tested basic lasts 
and correlated patterns. 





/ VITA-PEDIC FEATURES 





Drew's Vita-Pedic features give 
women the smoothest walking 
they've ever had because these 
features promote foot function 
and proper foot balance. 





/ NATIONALLY KNOWN 





Drew's national advertising, con- 
sumer advertising aids, point- 
of-sale helps and a seventy- 
five year reputation for always 
making the finest footwear will 
bring added prestige and in- 
creased pairage to you. 










Midwoy Heel 
196 / 
Heel, IN STOCK AAAA to 
c $8.15 


No. 15168—Some as 32168 
only in Block Suede .$8.00 


No. 32194—THE FALL 
—Hubschmon's Mink Brown 
Colf, 95 Last, 14/8 Spectro 
Heel, Arch Rest Welt, Wolk. 
O-Bouwt Style, IN STOCK 
AAAA to 0 $7.50 
No. 12194—Some os 32194 
only in Bright Finish Char- 
coal Block Colf $7.35 


No. 11070—THE SERENE 
—Black Satin Mat Kid, Pot- 








THE IRVING DREW SHOE CORPORATION, LANCASTER, OHIO 


NEW YORK, 746 MARBRIDGE BUILDING 














ALSO MAKERS OF DR. HISS’ BALANCED SHOES... 
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THE PATTY for Play 


Merchants everywhere are amazed at the phenom- 
enal success they have in featuring KICKERINO'S 
great favorite *‘THE PATTY” for casual and vacation 
wear. Your stock should include ‘THE PATTY” in 
all colors. 


THE PATTY fer Duty 


KICKERINO retailers acclaim THE PATTY in All White 
as the best single selling style ever featured for 
nurses, technicians, receptionists, beauticians, wait- 
resses and all women who are actively on their feet. 
THE PATTY is “A BEAUTY FOR DUTY" — and should 
always be carried in your stock “‘clear across the 
board.” 


MERCHANDISING MIGHT 


15,000,000 KICKERINO messages are hitting every 
possible market — the high schoolers, the college 
girls, the career girls, the young married women, 
and the big mass market. Tie in your store with 
this merchandising might by featuring KICKERINOS 
and using KICKERINO'S many dealer aids. 


THE PATTY 
Slim Width — 6 to 10 
Norrow Width — 5 to 10 
Medium Width — 4 to 11 
In Stock in All White, 
Red, Brown and Black. 


‘ 
¢ 05 
Kic er Division MARILYN SHOE CO., 1229 W. Vine St., Milwaukee 5, Wis. 
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COMPO SHOE MACHINERY CORPORATION + BOSTON 14, MASSACHUSETTS 
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The shade of smoke from gilt 
Autumn’s burning leaves 3 






Fashion forecasts grays for Fall... Colonial presents 









the gray in its pliant, durable, quality Patent that makes 
such saleable shoes. This smart new design is piped 
in Platinum Patent to define the interest of its scal- 
loped edges. You can develop equally lovely patterns 
in Colonial Gunmetal Patent. Try it in combination 
with gray suede — it’s beautiful! Send for samples 


of Gunmetal #11 and other Fall colors today. 






COLONIAL TANNING COMPANY, INC. 
Boston 11, Massachusetts 
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Style 6510 


IN STOCK 
Immediate Delivery 


Its perfection is obvious... 
frosty, full nap . . . fine, firm texture . . . beyond imitation. 


And the treatment is typical of TAYLOR . . . generous use of creamy buck, 
soft, deep-yielding red rubber sole . . . grace-notes of authentic styling. 


Demand for these choice Imported Skins will be universal. 


Mimstabien is 


Styte 6510 will retell at about $12.95 
& €. TAYLOR CORP. MANUFACTURERS BOSTON, MASS. 


May 15, 1948 13 
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Man, you 
LUG Soles and Heels. 


cally shaped cleats, molded of . the finest 
rubber, combine fast-action comfort with sure-footed trac- by our Moun 
green or in the roughest men everywhere for golf, hunting 


ywhere! On fairway °F 


shoes .-- for resoles .-- for the entire family ! 
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where kids romp and Round 
you'll find we Sol 





—Women are right at home on wonderful Out— Where the wear begins, 

Soles, too! They like the ease, the casual style lay, famous wwe Soles are # match for the most 

ends so perfectly with any sport ensemble! active feet! Sturdy Goodyear Rubber, the toughest studied, casual look. y 

11 they like the way these outdoor soles treat ever made, adds lots of extra mhileage— makes these Fact is, they’? { solid footwear that teen- 
rs—without 8 scratch! soles long on wear and long on economy, too! agers £° for.-- 
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MEN! WOMEN! YOUNGSTERS! 


Yes—they're all learning about the benefits of Goodyear LUG Soles. And 
they go all-out for this great outdoor sole. Comfort and ease for men! 


Casual style for women! Sturdy wearability for young, active feet! 


GOLFERS! HUNTERS! HIKERS! 


On the fairway or in the woods—wherever sportsmen want better grip, 
fast-action comfort. firmer footing, they depend on LUG Soles. Whether 


it’s rough going or just plain ambling, they all prefer Goodyear. 





By Featuring Shoes with 
GOODFYEAR LUG SOLES 


LUG TM. ——THE anoOwraAr 





ee THE TIME to capitalize on Goodyear popu- the comfort . . . the added mileage . . . the smart, 
+ larity and demand . . . on its advertising and casual look of LUG Soles. 


sales support. And that means more business . . . extra profits 


With this full-page, full-color ad appearing in ... repeat sales for you! 
Life, millions of readers are pre-sold on LUG Soles. Order shoes with LUG Soles today—and step up 


n *. - ™ > - . ’ ° "J ° 
That's a natural, ready-made market for you! to bigger profits. For better business all around, 


A ready-made market of people who really go for _ feature quality shoes with Goodyear soles and heels. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 








May 15, 1948 15 











* Yields with every step 
*% Absorbs shocks, jars 


*% Keeps you foot-fresh 







Massagic Comfort and Smart Styling 
=) Pack Plenty of 


Sales Punch! 





WEYENBERG 








This famous line also sold and advertised 
under the name — Porto-Ped Air Cushion Shoes. 


That rare combination of genuine comfort plus to offer tomorrow’s styling today ...and their 
distinctive smartness gives Massagic Shoes their built-in resilient cushion and flexible Arch Lift 
hard-hitting sales punch. First sales come easy assure lasting foot comfort. No wonder Massagic 
.--but it’s their remarkable ability to build steady Shoes hit an all-time high in sales power! 
repeat sales that really counts! They enable you WEYENBERG SHOE MFG. CO., Milwaukee 1, Wis. 


Backed by consistent, month-after-month advertising in 
RIFE + SATURDAY EVENING POST + COLLIER’'S + ESQUIRE + TRUE + PIC + HOLIDAY 
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SHOES FOR MEN 





Smale Siples THAT BRING YOU EXTRA SALES 


Season after season, Jarman dealers are supplied with the leading styles of the style leaders — 
the smarter styles of men’s shoes that bring you extra sales and more profits. For Fall 
1948, Jarman again offers you tomorrow's styles today—smarter styles that feature the new 
bold look in shoes that the men in your community will be wearing next Fall. Backing 
Jarman’s smarter styles from August through December will be ten full page, full color 
national ads in Life, The Saturday Evening Post and Esquire ... and dynamic display and 
point-of-sale materials, professionally designed and produced for your store. It all adds up 
to more and more consumer demand for Jarman shoes and a proposition’ that outclasses 

all the rest. It’s Jarman again for Fall—with the smarter styles and everything else that 
bring you extra sales. 


JARMAN SHOE COMPANY ~+ DIV. GENERAL SHOE CORP. + NASHVILLE, TENNESSEE 











DONT WERLOOK THE YACHTEMAN- 
HE DEMANDS THE FINEST-HE DEMANDS TOP-SIDERS 


Designed by a yachtsman for yachtsmen, 
the Top-Sider Anti-Slip Footwear Line offers 
a shoe for every need afloat. 

























Wee the Top- Sider Crew! Top-Siders are backed by a complete, 
| 5 ae —_ 210 or every =, hard-hitting promotional program oimet 
-@E going purpose WP" slits wipe specifically at the yachtsman—national 
Tops Nootat : docks. Ask to see the label: St advertising, counter and window dis- 
pad, vol ; plays, folders, mats. 

Fair Traded, attractive mark-up, no 
obsolescence, no minimum stock require- 
ments—if you aren’t already enjoying 
the profits and new traffic that Top-Siders 
create (yachtsmen demand Top-Siders), 
drop us a line—chances are there is room 
for a dealership in your area. 
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Sperry Top-Sider Footwear 27 main street, Beacon Falls, Conn. 
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More GERBERICH-PAYNE SHOES 


Combination For More Customer Loyalty 


More GERBERICH-PAYNE DEALERS! 









STYLE No. 2402 


Brown Joy Veal 
Antique Finish 


Toby Last 


STYLE No. 0459 


Brown Veal 
Antique Finish 
Corrective Last 
Cookie Insole 





Heres a combination for expansion that’s mighty hard to beat; 
“More Gerberich-Payne Shoes for More Gerberich-Payne Dealers to Sell.” 
It’s a time-tested combination too, quite as sound when boys’ shoes selling 
must be promoted as it is when business is easy to get. 


For well over a generation we have been striving to produce enough 
Gerberich-Payne and Official Boy Scout Shoes to fill what seems to be 
an ever-growing demand for these “most popular boys’ shoes in 
America” . . . and to add new dealers to our long list of satisfied 
Gerberich-Payne accounts as fast as shoes become available. As we 
enter each new season, this will continue to be our definite purpose. 








STYLE No. 117 


Brown Elk 
Antique Finish 
Walker Last 










eg OS el Pu ee 
SNS RECS SS 


A SAS 








9 
INTHROP S 
COMPLETE ADVERTISING-MERCHANDISING PACKAGE 


Consumer inquiries, as well as dealer enthusiasm, confirm the effectiveness of 







Winthrop’s national advertising. e Winthrop’s schedule in the nation’s top publica- 

tions makes an estimated 60,000,000 male impressions each season. @ Winthrop’s 

“big shoe” advertising technique makes sure these impressions register and 

are remembered. @ Powerful promotional tie-in material helps dealers identify 

their stores as local Winthrop headquarters—thus crystallizing the urge to buy 
which the Winthrop national ads arouse. 


SANA 


bh," 


Yes, Winthrop offers a powerful advertising-merchandising 
package that steadily builds consumer demand for 
Winthrop, and profitable sales for Winthrop dealers. 


f 
Pi 


. 


‘Woruror Suoes for Men Winturop Jrs. for Boys 


$895 16 $1595 $695 10 $895 
(Some Higher) (Sizes 1 to 9) 
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a? , Regularly Advertised in ~ 
7 SHOES LIFE, SATURDAY EVENING POST, COLLIER’S, 1 
ee 


AMERICAN LEGION, ESQUIRE and PIC 


- 


‘3 


4 
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OF Winthrop Shoe Co. + Div: International Shoe Company « St. Louis 
~ . New York Sales Office, Room 914, Marbridge Building 
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INEZ TUFFLY. Craieman 
A. F. KUHLEMAN, PRES 6&6 “GOR 


FLY S) J. 6. TUFFLY, vice Pees « tTReEas 
MICHAEL MURPHY viCe PRES 6&6 SECY 
KRUPP & TUF 9 nec. J. H. SCOGGINS. vice races 
901 MAIN AT WALKER 


SHOE CENTRE OF SOUTH TExas 


HOUSTON 2, TEXAS 


20 April 1918 


Winthrop Shoe Company 
1509 Washington Avenue 
St. Louis 3, Missouri 


ATT: Paul Atkins 
Dear Paul: 


I have just been Paging through my latest copy of 
"Life". Your ad practically jumped off the Page and hit me 
between the eyes. This is nothing new, however. It happens 
every time I run across a Winthrop ad. 


In our opinion, your advertising is tops for effec- 
tiveness. And our Opinion is just the reflected opinion of 
plenty of our customers, who come in and ask for the Winthrop 
Shoe they saw advertised in Life or Saturday Evening Post or 


Aside from the value we place on your national ad- 
vertising, we like your co-operative local advertising 
arrangement and the effective tie-in materials you supply us 
with; such as newspaper mats, display material, radio trans- 
criptions, and mailing pieces. 


» we find Winthrop's advertising-merchan- 
aluable tool Steadily building consumer 
demand for Winthrop and consistently building more Winthrop 
Sales for our store. 


Keep up the good work! 
Sincerely yours, 


Vice President-Secretary 
KRUPP & TUFFLY, Inc. 
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ESSEX, TRENTON, N. J. 

















A toast to Plytex soles ... the new level of walking luxury. 
Look at this: Plytex soles are so limber they'll bend over 
double. They’re light as a feather with twice the wear of leather. 
They'll keep your shoes smart, by helping to hold them in shape. 
Plytex soles won't let you slip on a wet surface. But 

they have a wonderful gift-of-glide on the dance floor. 


Walk or waltz in them once, you'll be a Plytex fan for life. 


¥ Outlasts leather two to one 
¥ Lighter on your feet 
¥ Smarter 


Advertisements like this in TIME and VOGUE are tell 


millions of style-conscious, value-minded families about Plyt 
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For five generations, Edwin Clapp Shoes have 
been made to one unvarying standard: “Nothing but 
the best.” Now, more than ever, your customers will 
appreciate famous Edwin Clapp quality — for 

today the finest costs so little more. 


EDWIN CLAPP & SON, INC., East Weymouth, Mass. 
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They’re NEW. They’re SMART. They’re CLOSED 
TOE-CLOSED BACK. And most important, they 


have the look of sellers! As these high style shoes 


testify, there’s always a “new look” in United Last 


thinking and creating that can be put to good 
advantage by fashion-minded manufacturers. 


Ask your United Last representative. 


UNITED LAST COMPANY, BOSTON, MASSACHUSETTS 











THE STORE FOR MEN 
MARSHALL FIELD & COMPANY 














Wasbrmngton and Wabash Store Hours, 9:15 te 3:43 the teading 
Relatl flores 
Walk in Slipper Comfort with of Lmerica 


hoodies Builiah lalhone Load Shen ay 


with exclusive Syncro-flex construction Whilss Motion Filled 
$1490 


British Walkers are built with « patented 
Syncro-flex construction tv respond quickly to 
every movement of your feet. Ho breaking in 

is necessary...they're unbelievably comfortable 
+++80 flexible you can bend the shoe in half 
with one hand. Their shiny calf leathers and 
authentic British styling tone up your whole 
appearance. See these and others today... 
they're only here in Chicago. Sen's Shoes-- 





Second Floor 


“Made in U.S.A 














+ Wing tip bel brogee, in brow 

or bleck. 

Scotch grain, wing tip brogee, 

extra heavy sole, in brow. 

Plein toe bel, in tan or black. 

- Plain toe blecher with heavy sole, 
in brow. 

5S. Quarter brogee bal, in tan. 














@ This typical BRITISH WALKER 
newspaper promotion (actual size, 4 
col. x 14") by MARSHALL FIELD & 
CO., Chicago, brought heavy sales as 
usual. When HIGHEST VALUE IS NA- 
TIONALLY RECOGNIZED, price is 


not important to an exacting clientele. 


STYLE S-638—<a new, full-wing-tip Synchro- 
Flex-British Walker in Avenue Tan Calf on 
the Invader Last ... CARRIED INSTOCK. 


Made by the J. P. SMITH SHOE CO., Sangamon and Huron Streets CHICAGO 22, ILL. 
s May 15, 1948 27 





Handbag and gloves featured by Bergdorf Goodman. 


Calfskin Spectator Sports by Delman. 
6 
* 


77 Summer Street, Boston, Mass. 


Built-Up Heel Conference 
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STYLE 954 
Hand-Woven 
Aatiqued Brown 
Ghillie 


3 STYLE 1486 
Ae , Sandalwood Ghillie 
Heavy Crepe Sole 


~ DESIGNED FOR ACTION... 
ba WORN AT LEISURE 


» Get America’s finest shoe values at your 
* —CURTIS dealer. For his name, write us. 


. ‘ " : 
f4q LYLE. . 7 . ’ . rtis Shoe Co., Inc., Marlboro, Mass. 
> : NM 


_ Tae ™ AZINE FOR MEN . * - 
* - ’ 


AS MATIOMALLY AOVERTISE® i” 


Copyright 1948, Cuftis Shoe Co.. Inc 
z 








for women who “notice things” € 


Women are known to be particular about their footwear 
. . . how it is styled . . . how it is made . . . the quality 
of the materials . . . especially the leather . . . and 
% they are quick to recognize the beauty and utility of 


Rosebay Willow Calf in shoes for all occasions. 





AMERICAN HIDE and LEATHER COMPANY 
BOSTON 7" 


¥ y 
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Let Ss This Fiddle Shank is designed to provide maximum 


strength consistent with the style of the shoe. The 


L Le} e) k C | oO sely broad heel part of the fiddle design provides lateral 


stability and the narrow waist is ribbed for full 
at al support through the arch. The toe part is flattened 


— to eliminate excessive thickness at the ball line. 
Wel | titted To maintain accuracy of curve and fit, the Vita- 


co 





Tempering process imparts the structural strength and 


rigidity necessary for the proper support of a shoe. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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POSNER’S 


Hy -oint foundation for success 


in retailing children’s quality health shoes 






FOR BOYS FOR GIRLS 





gt POSNER. 
SHOES 









GIVE YOUR CHILD 
CORRECT BODY BALANCE 


To keep Dr. Posner dealers on the track—and 


in the black we make available this 5 point 


program for a successful junior shoe operation. 


Se 0 6 8 6 





e==2A BALANCED LINE. This means shoes 
“from crib to college days”. You start with 
Dr. Posner's Ritestarts—for tots...and keep 
mothers coming back for larger sizes and styles 
for 10 to 15 years. 


weeeAN IN-STOCK SERVICE. We guarantee 
each month, delivery of seasonable, as well 
as basic stock shoes. This means less stock for 
you tocarry—fewer lost sales—greater turnover 
—a sinaller investment with consistent profit. 


««==LOCAL SALES AIDS. Our “on the ground” 
experience covers every phase of retailing 
children’s quality health shoes... our system of 
sales helps makes new customers—holds your 
old ones...and keeps them both coming back! 


=«=<=NATIONAL ADVERTISING IN COLOR. 
For 60 years the name has been nationally pro- 
moted. Color ads are now appearing in Parents’ 
Magazine, Good Housekeeping, etc. 


====A NAME THAT LENDS PROFESSIONAL 
DISTINCTION TO YOUR STORE. The Dr. 
Posner name is known to millions of mothers 
and fathers who themselves wore these famous 
shoes. You start with the odds in your favor be- 
cause you tie your operation to a known factor. 


Hundreds of dealers have built a 
sturdy, profitable operation on 

Dr. Posner’s 5-Point Foundation. Whether 
independent, junior shoe shop or 

better children's shoe department . . . 
this basic foundation has given 


them the structure for success. 


We've been making and selling 
children’s quality health shoes for over 
60 years. We know many of the 
reasons for success—and some of the 
causes of failure—in retail 


store operation. 


Our cooperation has been helpful 
in guiding many o children’s shoe dealer 


to greater volume and profit. 


Due to expanded facilities, we con take on 
a limited number of new ~ccounts—serve 


them faithfully. inquiries are invited 


DR. A. POSNER SHOES, INC 


Show Rooms and Executive Offices: 116 W. 34th Street (opposite Macy's), New York 1, N. Y. 
Chicago Sales Offices: Merchandise Mart, Room 1046 « Pacific Coast Sales Office: Haas Bidg., Suite 1112, Los Angeles, Calif. 
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Tatdal- tid initial orders backed by 
in-stock service 


Today, more than ever before, 
in-stock service is important to 
retailers as a more positive means 
of controlling inventories. Godman 
offers the distinct buying 
advantages of in-stock service to 





its customers . . to back up initial 
Torsal-Tred orders. 


THE H. C. GODMAN COMPANY 
Columbus 16, Ohio 
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sales step lively 
when you 


count on CONTRO 





Watch your figures stride into the lead—when you start 
using Contro, Firestone’s quality elastic. backing. Because customers like the 
t=] 1 4 tl 


wonderfully comj/ortable way Contro adapts itself to the newest 





fashions. It holds firm, yet yields with every movement, 
because it’s vitalized with vitalin, the magic rubber vitamin. 


Specify Contro in your next order! 


restone Conliw 


the quality elastic backing 





*REG. U.S. PAT. OFF. 


34 Boot and Shoe Recorder N 














OXIDE KID OXALENE KIPS 
In Men’s, Children’s 


Black Glazed 
and Women’s 


' 
Suedes é 
Slipper Stock in Colors ¥ < ~~ Unlined Weights 


‘ 


YS 


(OXIDE ‘KID 


?;, Trade Mark th 
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BURK BROS. 


PHILADELPHIA 23, PA. 


Oldest Operating Chrome Tanners In the World 
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shoes elasticized with 


Siasheyo varn 


Designers say that closed shoes for this fall will be 
as comfortable as the more open styles. Lastex 
varn, in backing and special fabrics. provides the 
same easy foot freedom, with neatness and fit for 


the most exacting shoe fashions. 


For models, samples and prices of those types of shoe ma- 
terials made with Lastex varn which are now available, apply 
to ALFRED | AMOS, 406 Marbridge Building, New ) ork 
City. Alfred Vamos is the inventor and patentee* of Vamos 
Stretchable shoes and is the selected consultant for shoe 
manufacturers using materials made with Lastex yarn. 





*Patents assigned to United States Rubber Company 





REG. U.S. PAT. OFF. 


... the miracle yarn that makes things fit 


an elastic yarn manufactured exclusively by UNITED STATES RUBBER COMPANY 1230 Avenue of the Americas, New York 20, N.¥ 
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NEW! 
with 
open backs 





\ 
\7 / 


S, 


The casual ease of an open back, 
the quelity of Florsheim — 
perfectly, precisely detailed and crafted. 
These happy low-heelers are an inspirational choice 
for now through Summer—in stark 


white or gay colors. 


# 


} ' As advertised in Harper's Bazaar for May << 


The Florsheim Shoe Company - Chicago 
Makers of Fine Shoes for Men and Women 








rder May 15, 1948 87 








hime [red 


COVERS THE FIELD 








distinct types of shoes 
under ONE brand name 


Trim Tred is more than a brand name to help you sell shoes. 
It's a LINE of shoes that covers the field. High-style patterns, 
classics, comforts, casuals...all under ONE brand name... 
Trim Tred! This means easier selling and merchandising. 
It means you concentrate your entire promotional program 
into one compact effort. With Trim Treds you sell all four 
types at a popular price range...under ONE style-promoted 
\ brand name. It’s easy to sell your customers. It’s easy to 
keep them sold for the quality, value, styling and advertis- 


\ 
\ ing behind the Trim red shoe are outstanding. 






Z 
THE HIGH FASHION SHOE WITH | Wil a COMFORT FEATURE 





. . ° 
America’s Quality Leader 
steps out in Advertising! 
Here's the kind of advertising program Fad 
that really helps you sell shoes! More Hi 
than 16') million ads in CHARM, i 

: 
REDBOOK, TODAY'S WOMAN, ; 
H 

H 

: 





PHOTOPLAY running through- 
out the current year! Most of 


them full page size, in color! j=? 


s 


Trim Tred’s going places. Chart 





at right shows how our adver- 


tising support is soaring! 


Peeece. 
~~. 


ooo. 
ed 
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Roberts, Johnson & Rand DIVISION OF IMTERMATIONAL SHOE COMPANY ~ SAINT LOUIS 3, missouRt 


1943 1944S Gs? 1948 
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: NEW 
CUSTOMERS CUSTOMERS! 
How to make ! 
lo 
8 R CUSTOMERS coun! on your expert knowledge Other F, That Bri 
of shoes for the special, built-in features they can't ther : eature at ring , 
; : : Customers Back For More! 
see, but that make so much difference in comfort and 
wear. TUFSTA, the original unwoven, non-fray cotton base reinforcing 
moterial, gives extra strength to shoes wherever there 
. ° ° traps or cutout sections. 
F Features like the new Resproid #1000 for sock a A 
linings and heel pads. It’s a new, tougher material TUFSTA ovcncepane a a cotton bose 
c a ‘ plumper a er ightwei thers. 
that will outwear and outlast anything we've ever 
. PROID, the vinyl! plastic coot and quarter lining 
made. On an unwoven, non-fray, cotton Tufsta _ — pou age ad weet pr phon. — eg 
base, it’s coated with a heavy film of Resproid vinyl 
. : F ‘ ‘ DURAKALF, o highly efficient leather replocement for shoe 
plastic, unusually resistant to abrasion, scuffing and linings. 
perspiration. It ‘means longer wear for the shoes — DURAKALF NON-SLIP, designed ee 2 
greater satisfaction for your customers. It means high counter pocket in shoes. 
quality for medium and lower priced shoes. RESKRAF, o high quality pyroxylin-coated sock lining ond heel 
pad moteriol. 
It can mean customers who will think of you first on ae ar 
every time they need a new pair of shoes. Remember A 
| that next time you buy. 
ws | ISLAND 
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Alert... active . .. and increasingly budget conscious . . . we 
had the post-war woman in mind when we designed the new 
Onco Grade A Insole. Man-made and laboratory-controlled 
for absolute uniformity, it offers many definite new advantages. 


The Onco Grade A Insole is carefully made to specification 





to provide many new and important qualities: longer life, 
new fibre strength and greater flexibility. Made right, it stays 
right—has the shoemaking qualities which will fit your 
manufacturing methods. For better shoe construction, choose 
Onco Grade A Insoles. 


* 
SMART STEP FOR BUYERS...SPECIFY Chess INSOLES! 


Your customers will tell their friends about the greater 
comfort of their shoes, without knowing it’s due to the Onco insole. 
They will boast of long wear, never realizing the insole 


has been specifically created to resist curling and cracking 


and to wear far longer. Surely it’s good business 


to specify Onco Grade A Insoles when you order! 


BROWN COMPANY 


500 FIFTH AVENUE + NEW YORK CITY, N. Y. 


ONCO INSOLES—ONCO BASE for Sock linings and Heel pads—ONCO PLUMPER *€ 
STOCK for backing and reinforcement purposes—are products of Brown Company. 


ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 


10 
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Thot’s the lead-off day for the first event of its 
kind in footwear history—a full-scale, full-color, 
coast-to-coast, continuous advertising campaign for 





Here’s a shoe with a Celastic box toe that was imbedded 

in a cake of ice for 64 hours. When it was removed the toe 
still maintained its lasted contours . . . further evidence of 
the support and durability which Celastic gives the toe of the 


shoe in wear. 


fh 


\ptaiovdeeetal 
{ ay Sule Moe 


4 ; 
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MATCHED PAIRS... trim on the foot — true to the last 
BOX TOES 


Uniteo SHoe Macuinery Corporation - BOSTON, MASSACHUSETT 


*"CELASTIC” is a registered trade-mark of the Celastic Corporation 




















IN SHOES 
FOR ALL THE 
FAMILY IT'S 


With Sundials, you promote a complete line 


of shoes for all the family ... for men, 
d 
women and children . . . under the one brand 
e toe 
f mame ... SUNDIAL. Everywhere, dealers 
oO 
of the enthuse over the money-making effectiveness 


of “one-name” merchandising and the money- 


saving simplicity of “one-name” stock control. 


t 
Sundial EASTERN DIVISION 


May 15, 1948 


International Shoe Company 


Manchester 


New Hampshire 


43 





*"CELASTIC™ is a registered trade-mark of the Celastic Corporation 









HAND LASTED 


MOCCASINS 


designed by nature for babies. 
Made by R. J. Potvin Company 





Ji 


M 
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*PATENTS PENDING 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY Est. 1857 


May 15. 1948 
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...@ wisp of a scuff that hugs 





your foot in light embrace. 







Whatever your size, the novel 


little elasticized loop in the 






new Puff molds it lightly to your 






foot and holds it snugly in place. 






Gay, bright hues in feather-soft 






satin. For the girl who likes 






leisure hour loveliness—at better 






stores everywhere, 
about $4.00. 





For better Slippers 
look for the store featuring 













PFEIFFER’S, INC., 77 Beacon Stree, Worcester Mass. 
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. 
CORRAL PATTERN IN CHERRY RED 
SELBY SHOE COMPANY, PORTSMOUTH, OHIO 
CKO NUK AE RES OC Ok OF RUN Oy Fi2' 6) 
Ps "d ’ Jped F r,’ 7 J ir / 47 ; 
: i ’ 7 ; . 4 
FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A. 
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Hand-moulded \\ insole, cannot crack or at) 
Air-cushioned shock-proof heel and. instep 
I-piece Cork insulation for foot comfort 





Moni 


IS THE WORD FOR STYLE! 


Wait till you see the sensational new 
AIR-O-MAGIC line! Every new idea you're looking 
for...and a few you never dreamed could be incorporated 
in a line at our value-prices. Add the famous AIR-O-MAGIC 
exclusive features...plus a tremendous national advertising 
campaign ... and you have the answer to every selling 


problem. AIR-O-MAGIC gets the call for Fall! 


MARION SHOE DIVISION, 309 West 2nd Street, Marion, Indiana 
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ow to Select the 


Correct Cement 


For Attaching Soles 
Like These 


When Soling materials 
are to be adhered to a stitched on 
midsole of the same material 


Outsoles of synthetic 

rubber or crepe can be 

attached with Supergrip Sole 

Attaching Cement to midsoles of the 

same material. An easy spreading Supergrip 
cement for hand application to both units is ideal. 


Attaching is completed with Goodyear Sole 


Outsoles of natural 

rubber .or crepe can be 

united to midsoles of the same 

material with quick-acting and fast- 

drying Be Be Bond cements. The bond is com- 
pleted in the Goodyear Improved Sole Laying 
Machine Model F, fitted with the proper pads. 


Laying or Cement Sole Attaching equipment. 


FOR EITHER TYPE OF SOLING MATERIAL THERE’S A CORRECT CEMENT 


Your United representative can help you determine the cement you need 
Call the United Branch Office 


SUPERGRIP and BE BE BOND 


Products of 
B B Chemical Company 


UNITED SHOE MACHINERY CORPORATION wis’: 
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The difference lies in the 
Tanning Technique 


Naturally, tanners who are jealous of the reputation of their 
products buy the best hides the market affords. This is cer- 
tainly true of American Oak. 


But from then on the quality of the finished product depends 
on the tanning technique. 


Through more than sixty-five years of scientific research and 
practical experience The American Oak Leather Company 
has developed tanning technique to a superlative degree. 


That’s why manufacturers find that bends tanned the American 
way not only provide better soles for their shoes but also cu/ 
to better advantage. 


Retailers find that their customers notice the superier quali- 
ties of American Oak soles, whether the famous ROCK OAK 
vegetable tannages for maximum foot comfort or the moisture 
proof, extra long wearing Chrome Retans. In short they 
have discovered that an American Oak sole makes any shoe a 
better shoe. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI ST. LOUIS 


CHICAGO BOSTON 
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VALUE REMAINS 


May 15, 1948 








SEND FOR NEW “IN-STOCK” CATALOG 
STACY-ADAMS - Brockton 62, Mass. 


LONG AFTER PRICE 


IS FORGOTTEN 
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Whenever it’s wet and cold, there’s a solid block of 
votes for stadium type boots — with a tremendously 
increasing demand for the LaCrosse “Eskimo” boot. 
It swings the women’s vote because it’s warm, water- 
proof, properly styled, and will fit most any type shoe 
or heel. Made in Women’s, Misses’, and Children’s 
sizes — all in four colors: black, brown, red, or white. 
Equally important, you can retail the “Eskimo” at a 
popular price and still be assured a good profit, thanks 


to the LaCrosse merchandising plan. 


LA CROSSE RUBBER MILLS COMPANY 


LA CROSSE, WISCONSIN 











Boot and Shoe Recorder 


ae on 


SR Rs RE ae E 


a 


i i eT ee 










E AUSTRALIAN KANGAR 
is “BEST sy TEST” 


WHEN TANNED IN AMERICA 


tems QUALITY GROUP 




























N-the past 60 years this group of experienced tanners has pro- 

duced the fine leather which has earned for Kangaroo its 
; treasured reputation of strength, lightness of weight and dur- 
, 4 ability. Working with carefully selected GENUINE AUSTRA- 
LIAN KANGAROO skins and with the know-how and special 
techniques of their own devising, they have produced a finished 
leather which is 17% stronger than any other leather used in 
shoes, and yet is easier on the foot. 


Because of its extremely tight grain, KANGAROO Leather takes 
a more brilliant polish and looks better longer with a minimum 
of care. On every pair of shoes made of GENUINE AUSTRA- 
LIAN KANGAROO, tanned in America by these experienced 
tanners, you will find the identifying tag reproduced below. Look 
for it and educate your customers to appreciate the superiority 


er 








GENUINE 
AUSTRALIAN 


. ANGAROO \ of product for which it stands! 


LIGHTER - STRONGER - MORE DURABLE 
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“Shoe Personality” 


That Pulls for You 


A Young Minded Organization 
GENERAL With Young Minded Ideas 


SHOE Makes Young Minded Shees Z 


fer Young Minded Americans 


High among the reasons for the nation-wide popularity of General 
Shoe shoes is the “Corporate Personality” which its people and its 
products have created. General Shoe is a company of young ideas, 
of imagination, challenge and leadership. That personality has heen 
transmitted into the shoes we make. Fifteen thousand dealers caught 
that point. So did 16 Million men, women and children who last 
year walked into these stores and went out wearing General Shoe 
brands. Ours are shoes with a personality that appeals to young- 
minded people of all ages. Let the personality of our lines pull for 
you like they are pulling for 15,000 other dealers. Check up on 


these lines. Then check with us, by wire, phone or letter. 


GENERAL SHOE 


co 8 PSS Sa OF 


General Shoe Building Nashville 3, Tennessee 





SALES DIVISIONS 


Jarman Shoe Company 
Richland-Daridson Shoe Co 
Dominion Shoe Company 
ABS Shoe Company 
Cedar-Crest Shoe Company 
Edgewood Shoe Company 
Barrett Shoe Company 
Fortunet Shoe Company 
Bellwood Shoe ( uompany 
Acrobat Shoe Company 
Sterybook Shoe Company 
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Gutmann & Company 


Tanners * Chicago 
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LISBON 
Stock No. A-615 


Code: Pearl. Shortback Last 
277. Ix Black Kid, Open 
Toe Tie, 17/8 Kantscuff 


Heel. 
AAAAG -11 = A5%-11 
AAA5Y%-11 B84 -10 
AASY%-11 C4%-9 


05-9 


Stock No. A-614 
Code: Opal. Shortback Last 
277. \x Black Suede, Open 
Toe Tie, 17/8 Svede Cov- 


ered Heel. 

AAAA 6¥,-10 AS -10 
AAA 6¥%,-10 B4Y,-10 
AA6 -10 C 4%-10 

D5-10 


Beta Rise sy 





Ne. 2 LISBON 
Stock No. A-616 


Code: Ruby. Shortback Last 
257. Ix Black Kid, Closed 
Toe Tie, 17/8 Kantscuff 


Heel. 
AAAA 6%-10 A 5-10 
AAA 6%-10 B4%-10 
AA6 -10 cs # 

Dé 9 

MARWOOD 

Stock Mo. B-610 
Coge: Marwood. Shortbock AAAAA7Y2-10 B4%-11 
dast 314. 2x Black Kid, AAAA 64%,-10 C4%-10 
Vamp and Quarter Patent AAAS -11 D4Y%-10 
Tip and Fox, 14/8 Patent AA5%-11 E4%-10 
Celluloid Heel. AS -11 EES%9 


STRAND 
Stock No. B-613 
Code: Strand. Shortback lost AAA 6-10 cs -t? 
283, 2x Black Kid, R & L AA6 -11 D 44-10% 
Counter, 12%/8 Leather A5%-11 ES -10 
Heel, % Certex Topilift. BS -11 EE5 9 % 
Sa EEE 5%2-9% 


THE JULIAN 


May 15, 1948 
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mode over 
our exciusive 
Shortback* Last 





ARLINGTON 
Stock No. B-612 
Code: Arlington. Shortbock AAAAT7 -11 BS -tI 
Lost 253, 2x Black Kid AAAS -11 c4y%-11 
Vomp, Quarter ond Tongue, AA 5%-11 D 4%-10 
12%/8 Leather Heel, % AS +11 ES. .-10 
NEA 
Cortex: Tepiitt. ; + Megumi ee!  *Reg. U.S. Pot. Of 


OLUMBUS 


15, OHIO 
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Arch-Cradie shoes have been produced in volume. Their 
construction is protected by U. S. Pat. No. 2,188,182. 


THOMAS TAYLOR & SONS, 


incorporated 


Hudson, Mass. 


ARrCH 


 Cracee 
CONSTRUCTION 


REQUIRES NO NEW LASTS, 
PATTERNS, OR DESIGNS 





CH SUPPORT 


enile's shoes 


@ Arch-Cradle construction creates a 
beneficial, resilient arch-support that is 
comfortable, flexible, and adds no weight to 
the shoe. It is a great improvement over 
former bulky, rigid supports, and consists 
of a strip of specially woven SHUGOR 
stitched at the proper points and suspended 
at an angle, as shown above. 

The new simple Arch-Cradle construction 
can be easily incorporated in the shoes 
you are now making. Arch-Cradle develops 
a constant exercising action on the inner 
longitudinal arch and tends to keep this arch 
in natural alignment. Chiropodists say it 
maintains balance, and tends to prevent 
fore-foot angulation, acts as a stabilizer, 
and promotes straight line walking. It 
automatically adjusts itself to each 
individual foot. 
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Copyright 1948, Thomas Taylor & Sons, inc. 
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Why these shoes mean 


EXTRA SALES to Retailers 











4 PATENTED COMFORT 
FEATURES 


Patented Shank 


Metatarsal Raise A Moccasin- 
Front Oxford 
in Polished 
Brown Calf. 


Flat Forepart 
Correct Arch Fitting 





Some shoes are designed to sell the Style Market. Some 
shoes are built to sell the Comfort Market. Arch Preservers 
sell both! 

Arch Preserver is the “one shoe for two markets” shoe. 
It’s the shoe with extra sales point. It’s the shoe that wins 
extra retail profits . . . and repeat sales. 


We're not telling you ... that’s what Arch Preserver re- 
tailers are telling us. 


E. T. WRIGHT & COMPANY. INC. 
Rockland, Mass. 


Exhibiting Cincinnati Shoe Show May 15-19, HOTEL GIBSON, ROOM 568 





: Mal arch health Sho . 
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UALITY MERCHANDISE is not just a talking point. Your con- 
sumers make the final decision as to whether or not your name is 
worth remembering. Dealers throughout the ¢ountry are becoming 
-incréasingly-enthusiastic about satisfactory results they are achieving 
with “FLEET AIR” Childrens shoes. They tell us that their most 
critical consumers are highly pleased with the comfort, style, correct 
fit and the rugged wearing qualities which are basic features in the 
construction of “FLEET AIR” Normal Arch Shoes. 
The Eby.prompt and courteous IN-STOCK SERVICE Is Justly 
Famous Throughout the Trade. 


ORPORATION 


BOSTON SALES OFFICE — 83 LINCOLN STREET 




















presents 
the 


most 


‘ 


powerful © | 


promotion 


indoor 


footwear 





Full page, twe colors, oppearing in LIFE, June 7 


OOMPHIES, INC. 


137 VARICK ST., NEW YORK, N. Y. 











BY P. W. MINOR & SON, INC. 
BATAVIA + + «+ NEW YORK 
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CONFORMAL SHOES 





Where you can give something “extra” you can face all 
opposition in the growing competition for the consumer 
dollar. In Conformal you get that something “extra” — 
the biggest “extra” of this shoe age. The built-in plastic 
insole — exclusive, patented Conformal comfort 

feature — creates 2 unique appeal and salability 

which no other line can claim. Getting Conformal into 
your store merits your immediate consideration. Write us 


and we'll arrange to talk it over. 


Made by the World's Largest Shoe Manufacturers 
CONFORMAL SHOE CO., ST. LOUIS 3, MO. : 
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IT’S UNIFORM « IT’S DEPENDABLE 
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NEXT Fall and Winter style WILL BE MORE iM- 
PORTANT THAN EVER IN HIGH-GRADE SHOE 
SELLING. Fall lines are trimmer, cleaner cut and 
simpler than they have been in years. Richness 
of materials and the fashion correctness of their 
surfaces and colors dominate Fall Styling. 


Although still restricted in availability, SUR- 
PASS, the Fashion-Right Kidskin will highlight 
the finest Fall lines. Specify SURPASS Genuine 

TM. REG. U.S. PAT, OFF. Glazed Kid, Suedes and Capre for your richest 
Fall Styles. Even though all your patterns cannot 
be developed in SURPASS Kid Leathers, it will 
_pay you to continue to make them your 
preference. 


Of we Be ee ee ey RESTRECTES 


ee URPASS LEATHER COMPANY 


9TH & WESTMORELAND STS., PHILADELPHIA 40, PA. 
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Westport 


the balanced line in 


sports and casual shoes. 


Brown Shoe Company 
makes them. Leading 
stores sell them. 
Better get in 

the act... 


If you are interested, write Westport D 
Brown Shoe Company, St. Louis. 
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(a/ | Something ENTIRELY NEW 
in Cazu-Welt Construction! 
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GOLLY—comes in nine color 
combinations, AAA to C 
widths, sizes 410 10... 
retails for . $6.95-*7.95 


Here’s GOLLY, created by Golo designers and craftsmen 





to combine casual comfort and appearance 
with welt fit and wear! The secret 
hides “inside the shoe”—many of the country’s 
leading stores have seen it and placed orders 


for Fall promotions . . . you'll be wise to 


WRITE TODAY FOR FULL DETAILS! 





GOLO OF DUNMORE CREATIONS Famous built-in quality featured 
Genuine Goodyear Welts—Every Inch of the Way in 12 fast-selling styles, all superb 


Goodyear welts with channelled 
prime flexible insoles. 


uly OF DUNMORE « Division of Golo Footwear Corp. 


LOOK twice their cost...WEAR as well as they look! 


FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE: 129 Duane St., N.Y. 13, N.Y. 
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IN STOCK... 
ZOCKE SUES 


DESIGNED AND APPROVED BY DR. M. W. LOCKE 
































Kid Vomp & Quorter, 
Tip, 14/8 Patent 





B4 -11 

c4 -u 

D4 -1 

A4%-11 E 444-10 
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2x Black Kid, 12%/8 
Heel, % Certex Toplift, 
AAA 6%-10 cs ai 
AAG -31 
A5Y-11. 
BS -11 








LEXINGTON 


Lest 33 Stock No. L-2603 
Code: Lexington 

2x Black Kid Vamp, Quarter ond 

Tongue, 12% /8 Leather Heel, % 

Certex Toplift. . eth 

AAAAS -10 





LOCKWEDGE DIVISION—THE JULIAN & KOKENGE COMPANY—COLUMBUS 15, OHIO 














Miller adjustable pack flat tree 





Plant this TREE in the 


minds of your customers! = / 


Once you've sold shoes to the customer, you've got fertile soil 
for a sale of shoe trees — and an additional profit! Just tell him (or her) that 
Miller trees help shoes maintain that “new look” far longer . . . are easily 
adjusted for both length and width ... and one tree size accommodates 
several shoe sizes and widths. Millers are designed to allow for metatarsal pads, 
and foreparts are modeled like a shoe last. For extra profit possibilities 


get the facts on how money grows on Miller trees. . . today! 


O. A. Miller Treeing Machine Company 


PLYMOUTH, NEW HAMPSHIRE 
Branch of United Shoe Machinery Corporation 
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NAN NURSE 


















166 Last 12/8 White Ivory Heel 


6111-1—White Elk, Unlined, 
White Neolite Sole 








AAAtoEE | 
Sizes 3 to 10 









| VIOLA 
TIT 116 Lost 17/8 Heel 
- iN . P-3712-1—White Kid Strap, 


% Inch Platform, 
50c extra 


AAA to D 
_ Sizes 3 to 10 


JOY 
166° Last 12/8 Heel 


3110-1—White Kid, 
Covered Heei 


AAA to EE 
Sizes 3 to 10 


Ben Sameison, 1202 Haas Bidg.. 
: Los Angeles, Calif. 
California, Washington, Oregon 






Bob R. Newcomb, 
857 Berkley Ave., Toledo 12, Ohio 
Michigan, Ohio 


TO RETAIL AT 


6* 


with 





Jack Bates, 302 Lumber Exchange Bidg., 
Minneapolis, Minn. 
Minnesota, North Dakota, South Dakota 


Philip Stern, 4239 College Ave., 
Indianapolis, Ind. 
Indiana, Illinois 


There may be a franchise on LIFE~-GUARD Shoes open in your town. 
If interested, contact representatives listed above. 























WAIT Ie 


Nationally advertised LIFE-CGUARD SHOES 
Size up your stock every week from these shoes. 





We Use Levor's White Washable Kid 






FOR IMMEDIATE SHIPMENT 


Platform 


"7.95 
















ADELINE 


116 Last 17/8 Heel 
P-3711-1—White Kid, 
Covered Heel 


¥% Inch Platform, 50c extra 


AAA to D 
Sizes 3 to 10 


145 Last 15/8 Heel 

3210-1—White Kid, Covered Heel 
AAA to EE 
Sizes 3 to 10 


145 Last 15/8 Heel 
3301-1—White Kid, 
Covered Hee! 


116 Lest 16/8 Heel 

1710-1—White Suede, Tan Calf 
Trim, Covered Heel 
AAA to D 


AAA to EEE Sizes 3 to 10 


Sizes 3 to 10 


YOLANDE 


116 Last 17/8 Heel 
3421-1—White Kid, Elasticized 
Pump, Covered Heel 


HARRIET 


116 Last 17/8 Heel 
3419-1—White Kid, 


Covered Hee! AAA to D 
mm AAA toD Sizes 3 to 10 
C/ Sizes 3 to 10 


j 








B. R. Boyle, 900 6th Ave. 
Red Ouk, lowa 
lowa. Kansas, Nebraska, Utah 
Wyoming 
Al A. Epstein, Box 217, Austell, Ga. 
Georgia, Florida, South Carolina. 
Louisiana, North Carolina. 
Alabama, Tennessee 


IN STOCK SERVICE: 
All New England 
States 
Pennsylvania, New 
York, Maryland 
DIA-TRED SHOE CO. 
139 Duane St 
New York City, N. Y. 






















: a 
a Ae 
i | Six 





The 


- SPECIAL = 





Bece merchants all over America prefer the 
Adrian—not only for its outstanding performance and fine appear- wi 
ance —but also because they know the Adrian stands up best— al 
gives many more years of dependable trouble-free service. Here’s sal 
proof—many of the first Adrian 
machines after more than thirty no 

years of faithful service — are - 
still in good operating condition. 









The Adrian “Special” is a deluxe mod- 
el priced in the standard bracket. Write — 
for new catalogue and full information — ahe 
no obligation. 





X-RAY N Y 


2507 S. HOWELL AVE. MILWAUKEE 7, WIS 
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Tit 
BLIND MAN 








—Tap-tap-tap-tap- 





—My friend the blind man is coming up the street. 


—Tap-tap-tap-tap- 


—_— 
QS 
oan 
~“ ee Ss es 


—He’s slowly feeling his way toward the broad 





> ; avenue. 

= —Tap-tap-tap-tap- 

” { —Hello, old friend, can I help you on your way?” 

S + —*No, thanks,” he replies, “I’m getting along all 

1 j right. I’m blind, you know, but I can hear and 
sense things—a bit better than most men. Right 

4 now I can hear the shouts of mad men, and the 

2 ) rumbling of distant wars.” 

—But I can also hear the whirl of thousands of 
factory wheels and the cheery sounds of busy days 

- ahead. 

e —“Why is it, that you who can see, cannot see far 

- ahead, and we who are blind can sense a better 
and safer world in the making?” 
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NUM P/ NGRUACKS 


gOFT Sines FOR Hany WEAR 





PROFIT-WISE DEALERS 
SELL JUMPING-JACKS 


Jumping-Jack dealers are the envy of the 
trade—the shoe they sell is exclusive, 
unique, and a producer of extra profits, 


extra customers .. . high repeat business. 





PREVENTS FRICTION © RETAINS SHAPE BUILDS CONFIDENCE FOR “FIRST STEPS” 
Number one (left) Potented Jumping Jocks 


’ hel, t onkles f 
ffm, frm ond friction due to ~ = 
improper bo lance. 
Number two (right) 
shows foot freedom, 


turning ...cssure more 
the stort. Extre sotis- 
ond equal diswibu- 


fection assured by sv- 
perior craftsmanship 


healthful wolking from 
tien of weight. ond moterials. 





VAISEY-BRISTOL SHOE COMPANY, INC 
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THE FLORSHEIM SHOE COMPANY + CHICAGO +» MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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by EUGENE J. HARDY 


Foreign trade officals in Washington are minimizing the possibility 
of immediate detrimental effects of the signing of the Czechoslovak trade 
agreement on April 21. By this action, U. S. tariff rates on certain types 
of footwear were cut substantially. (BOOT AND SHOE RECORDER, Dec. 15, 1947, 
p. 56). Scanty information leaking through the iron curtain indicates that 
the Czech nationalized shoe industry, including the great Bata plants, has 
sufficient orders from Soviet satellites, such as Romania and Poland, to 
take up any excess production for at least the remainder of this year. 

This is not to say that if the Moscow-manipulated government 
decides that there is an urgent need for dollars in the Czech economy that 
this excess production could not be immediately diverted from Eastern Europe 
and dumped on U. S. markets. This is more than a remote possibility since 
all of Europe behind the ironcurtain, including Czechoslovakia, has been 
forced to forego participation in the European Recovery Program. 

Actual exports of hides, skins and leather to Western Europe under 
the European Recovery Program during the e first 15 months of the program 
will be lower than total shipments of these commodities to the same 
destinations during 1947. 

The most reliable figures indicate that such shipments will be 
less than three per cent of domestic supplies (domestic production plus 
net exports). 

U. S. exports of these commodities to Western Europe during 1947 
amounted to 45,700,000 pounds of hides and skins and $1,400,000 worth of 
leather. 

~~ In addition, U. S. funds will undoubtedly be used to finance 
additional purchases of hides, skins and leather in other countries, notably 
Latin America. 

Thus it can be seen that the maximum quantities to be shipped from 
the United States are so small that the effect on the domestic industry will 
be negligible. 

To further minimize possible harmful effects of shipments abroad 
under the program, Paul Hoffman's Economic Cooperation Administration will 
set up commodity divisions within the organization, which presumably would 
include one covering hides, skins, and leather. An attempt will be made to 
obtain the services of industry personnel to staff these divisions. 
Industry advisory committees are also planned so as to have the fullest 
cooperation between industry and government in carrying out the program. 

In cooperation with businessmen, ECA is also compiling a booklet 
to aid industry meet the ERP requirements. It will outline in detail the 
exact steps to be taken in obtaining foreign orders, making shipment, 
obtaining payment, etc. 
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DEALERS EVERYWHERE 
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Larry” J. HORAN of J. & J. 
Slater, New York, addressed a Fash- 
ion Group luncheon recently and 
said: 

“It is true that women are more 
price conscious this Spring than they 
were last year, even when they buy 
clothes in the upper brackets. I do 
not think, however, that they will 
so much curtail their purchases of 





accessories as that they will choose 
them more carefully, watching val- 
ues. They will buy for a reason, not 
casually. This makes it doubly im- 
portant, too, that fashion people give 
the customers the color reasons, the 
style reasons for the clothes and ac- 
cessories they offer for sale. 

“I'd like to urge upon all of you— 
whether you design, manufacture, 
buy, sell or write about fashion—to 
promote coordination throughout the 
fashion industry, whenever or wher- 
ever you can. Fashien coordination 
has come a long way but it can goa 
lot further. Shoes must be part of 
any style picture A woman can’t 
leave her feet in the closet. She must 
wear something on them and what 
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she wears affects her whole appear- 
ance. The reason I stress fashion co- 
ordination so strongly is because of 
what happened to shoes during the 
recent transition from wartime styles 
to present day clothes with the fa- 
mous ‘New Look.’ Shoes, in certain 
quarters, were given third place, if 
any place at all, in the fashion story. 
Emphasis seemed to be placed solely 
on the length of dresses, coats and 
suits. During the battle of the hem- 
line, shoes, hats and other accessories 
were lost in the struggle. 

“Color is more important in Spring 
and Summer accessories than in any 
year I can remember—pastels, Mexi- 
can combinations and ombres. _ In 
shoes I see color of first importance 
in leathers, linen, shantung, straw, 
satin and meshes.” 


* * 


Haron W. COPELAND, sales 
manager of Geo. E. Keith Company, 
says: 

“What do YOU buy today that 
costs less than a year ago? You will 
think a long time before you can 
name a single important item. Is it 
meat? Perhaps two cents less a 
pound. You can’t buy chewing gum 
with the saving. Is it fuel oil or 
coal? Automobile? Furniture, Elec- 
trical equipment? Building? Cloth- 
ing? They all cost MORE. Labor 
and wages? Certainly not!! The 
public, and now some men even in 


(pool and. 


aS: wo 
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the stores, are expecting shoe prices 
to come way down. 

“Sure, shoe prices are too high, 
but so are ALL prices too high. Shoes 
alone can’t come down as some people 
so ridiculously think. In comparison 
with other commodities, shoes never 
were priced up where labor and ma- 
terials involved justify. Shoes basi- 
cally or percentage-wise are a better 
value and not so much out of line as 
many articles already named. 





“We must not talk down our own 
industry and our own business. No 
self-respecting business man in the 
shoe trade should let anyone put the 
hex on him and him alone. Shoe 
manufacturing and retailing consti- 
tute a legitimate business at a legiti- 
mate fair price. It could not be oth- 
erwise in an industry so highly com- 
petitive. We of the shoe trade must 
maintain a sense of proportion and 
not be jockeyed into the position of 
being alone singled out to cut prices 
below cost when other commodities 
are even increasing. 

“Retailers and manufacturers will 
do all in their power to bring the 
price of shoes within the reach of 
more consumers. However, in so 
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doing, those who face the consumer 
particularly should remember the 
fact that as an industry our position 
pricewise, in comparison with others, 
is absolutely fair.” 


% * * 


Harry L. WEISMAN, mer- 
chandise manager of the Accessories 
and Small Wares department of The 
Hecht Company, Washington, D. C.., 
says: 

“The biggest thing in hosiery in 
years was the introduction of color 
a year and a half ago. It was no acci- 
dent. Women always wanted color; 
but until the introduction of 15 or 
20 denier nylons, a colored hose did 
not look well on a woman’s leg. 
Now with the sheerer deniers, color 
is flattering and the customers took 
to them like a duck to water. 

“Let us examine the Summer pic- 
ture in hosiery. Will women wear 





colors? Will they turn to lighter, 
neutral colors? That is up to us. If 
we want more business, we will try 
to sell them color because color is 
an extra sale. Dark tones look beauti- 
ful with pastels or white; navy blues 
with white or pink costumes are 
flattering; pastels in the pink, beige 
and gold beige should blend well with 
Summer dresses. Many buyers report 
that they are getting returns on the 
15 and 20 deniers and customers are 
complaining but I think that is due 
to a lack of education on our part. 
We should sell customers 30 deniers 
for afternoon and walking and sell 
the 15 and 20 deniers for dress and 
evenings. 

“There is a definite need for a 
wardrobe of hose and customers will 
buy them if we promote them in this 
fashion. Why do you suppose ankle 
straps in shoes will be terrific in one 
and two straps? Because women 
want to attract attention to that 11” 
of leg still showing. Of course they 
will choose a hose that will attract 
attention also and a lot of that hose 
will be in color — especially when 
she dresses up.” 


* * ok 


Jack WEILLER of the National 
Hide Association told a recent meet- 
ing of the National Independent 
Meat Packers: 

“The hide industry, representing 
both you and the tanner in the econ- 
omic function, and acting as the co- 


ordinating link, is right out in the 
middle of the great big stream. Let’s 
face the facts squarely. Any tanner 
or hide man who attempts to tell you 
that he knows your business from A 
to Z is strictly ‘off the beam.’ He 
doesn’t know your business any more 
than you know his...and any 
packer who says he knows the ‘ins’ 





and ‘outs’ of the tanning industry, 
what to do, when and how, has a 
twist somewhere in his thinking. 
Likewise, any combination of packer 
and tanner who may think they 
know hides from nose to tail, are 
liable to be sorry as well. 

“We who wrestle with the every- 
day problem of hides and skins of all 
shapes, grades, sizes, descriptions and 
quality, are best qualified to work 
for both you and the tanner in the 
coordinating operations that are a 
‘MUST’ to save this industry millions 
of dollars annually. It is my firm 
conviction that this must become an 
absolute reality before fears, sus- 
picions and distrusts are lessened. 

“There is no fun going through 
life being afraid of your neighbor, or 
the fellow you are doing business 
with, or your friend. This industry 
is no different than any other, except 
in the history of its mental processes. 
For too many years it has not been a 
story of ‘Love thy neighbor,’ but 
rather a story of ‘Slug thy neighbor 
or he will so slug unto you.’ 

“These are not the meanderings of 
an idealist. I dwell no more in fan- 








tasy than you do; but I am convinced 
that your credo, ours, and that of 
the consumer can easily be formed 
into the phrase — ‘LIVE AND LET 
LIVE.’ ” 


bg ca ~ 


Jay D. RUNKLE, vice-president 
and general manager of Crowley 
Milner and Company, Detroit, Mich., 
says: 

“Working capital is of prime im- 
portance to any business and even 
more so to a small merchant. One 
reason why so many merchants to- 
day have a poor working capital po- 
sition, is that they have let the manu- 
facturers run their business for them 
the past few years. 

“We cannot any longer permit 
manufacturers to tell us how and 
when to buy. We can’t cater to a 
manufacturer just to hold his good 
will. 

“In planning today, it is necessary 





to look ahead and not just figure in 
terms of today’s business. Cutting 
prices drastically for immediate sales 
may set a pattern for the future, if 
we have to face government controls 
again. The selling pattern of your 
business today may be the basic pat- 
tern you will have to operate under. 

“I don’t think it’s very wise to bat- 
ter prices down to a very low level. 
You have to increase volume a lot 
to make up for the cuts. Especially, 
don’t shift the best selling price lines 
down too fast.” 

















“Oglethorpe—lIt isn’t necessary to do that every time you bag a sale!” 
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Impressions of the Shoe Fair 


SINCE its inauguration in 1936, the National Shoe Fair 
has come to be recognized as a market opening of the first 
magnitude, rivaling the biggest seasonal merchandise open- 
ings in any field, and taking top rank among the apparel 
industries. Last month’s shoe show in Chicago was no ex- 
ception. While not as largely attended as some of the 
Autumn shows, it nevertheless attracted more retail mer- 
chants and buyers than were present at the first Spring 
fair, held a year ago in New York, and the number of 
exhibitors was close to the all-time peak. 

Whatever the actual tangible results in dollars and cens 
sales or pairs of shoes purchased may have been, it seemed 
to be the consensus of a substantial majority of those pres- 
ent that this Shoe Fair contributed helpfully toward a 
clarification of ideas and a stabilization of market condi- 
tions in a year when the industry has been beset by con- 
fused and chaotic cross-currents. That kind of accom- 
plishment is, perhaps, the most valuable contribution that 
an institution like the Shoe Fair can make to an industry 
in times like these. 

True it was, the gathering in Chicago did not supply all 
of the answers. It did not develop a cut and dried formula 
which all merchants can follow in the months ahead. Nor 
did it resolve all of the doubts and uncertainties that have 
perplexed the shoe trade. It brought the fashion picture 
for Fall into fairly sharp focus, but it left the outlines of 
a price pattern still somewhat fuzzy and indistinct. That 
wasn’t so very surprising in a season like this, when price 
movements are subject to so many conflicting influences 
that they have become to a certain extent unpredictable. 

Anybody who goes to a Shoe Fair, whether he happens 
to be a buyer, a seller or a more or less detached and there- 
fore objective observer, like a reporter for a business pub- 
lication, is pretty likely to come away with a variety of 
impressions. He talks with a lot of people and finds they 
size up the situation from different points of view. In con- 
sequence of their differing viewpoints, they arrive at con- 
clusions that vary widely, both as to the existing situation 
and the shape of things to come. 

This seemed particularly true at this April show in 
Chicago. Some people said prices were down. Some said 
they were holding firm. Some said buying was good; 
others complained that business was slow. All of these 
impressions could have been accurate, and from the view- 


May 15, 1948 


point of particular observers probably they were. It was 
difficult to define a trend. 
stood out clearly. 

Hardly anybody who had analyzed the implications 


Shoe merchants, by and 


Nevertheless, certain facts 


wanted to see higher prices. 
large, were eager for a price level more in line with the 
prevailing ideas and present purchasing power of con- 
sumers. Manufacturers, apparently, were striving toward 
this objective but encountering the resistance of a cost 
structure that still remains pretty rigid and unyielding. 
So the price adjustments were relatively minor and insufh- 
cient to afford any very powerful stimulus to advance 
buying. They did, however, create renewed interest and 
will help to build a basis of stability for future business. 

Events move rapidly in these days, but business people 
have not entirely forgotten the sharp break in commodity 
prices that occurred last February. Since then, however, 
developments in the national and international fields have 
considerably changed the outlook. Prospects of large gov - 
ernment expenditures, favorable crop reports, tax reduc- 
tions and the pickup in retail trade have given the broad 
business picture a more favorable look. Shoe stores will 
need merchandise to meet a Fall demand that prom... to 
be substantial. Some retailers may feel inclined to test 
the market a little farther before making commitments 
for their full Fall requirements. But before many weeks 
have passed it seems certain they will be prepared to buy. 

On the convention or educational side, the Shoe Fair 
management packed into two luncheon sessions as much 
factual information and background material about the 
shoe business, in relation to the present national and inter- 
national situation, as the average shoe man could absorb 
and digest if the sessions had lasted two days. Elsewhere 
in this issue are summarized the addresses given by Presi- 
dents Sheppard and Hess, of the manufacturers’ and retail- 
ers’ associations respectively, and by Representative Hart- 
ley and Business Analyst Elmo Roper. All of these talks 
contained much food for thought, the first two on the 
shoe situation, the others on general conditions with which 
every far-sighted shoe man should be familiar. The ad- 
dress of Mr. Roper made a powerful impression, and his 
survey of shoe buying and consumption is commended to 
the consideration of every merchant and manufacturer to 
whom it is available. 
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Buying Spotty at Chicago Gathering, Many Merchants Assuming i 
Hesitant Attitude on Fall Commitments — Well Established bce 
Lines Fared Best — Department Store Buyers Restrained from = 
Placing Advance Orders — Prices Mostly Steady with Many . a 
Lines Slightly Lower — Atmosphere Definitely Optimistic. ‘ ie 
bbe 
Everysopy remembers the one about the traveling with the thermometer in the mid-80’s and folks sunning ; - 
salesman just back from a selling trip. The sales manager themselves in bathing suits on the beaches of Lake Mich- a 
asked him how business shaped up. “Well, I didn’t do as igan, .-= 
much as I expected,” he replied, “but then I didn’t expect Aside from all that, the retailers who came to the show ™ 
to.” Maybe that sums up the story of the National Shoe brought with them a haunting memory of inventories _ 
Fair held in Chicago the last week in April. Few of the back home that flashed a caution signal when they got 
firms that showed their Fall lines sold as many shoes as down to actual business, as most of them did at some time low 
they had hoped to sell. But nobody seemed to be greatly during their stay. Recognized lines with names that are cer 
surprised or disappointed. Their hopes had in most cases firmly established had the best play. Many of the manu- low 
exceeded their expectations. facturers reported buying fairly active Monday, but gen- the 
Registration figures indicated that the attendance of erally speaking it was slow in getting started and showed be 
merchants and buyers was considerably greater than the a tendency to slacken after the first two days. Depart- 
total chalked up at the New York Spring show in April, ment store buyers for the most part were held back by ing 
1947. On both occasions buying was cautious and re- the policies laid down by their merchandise managers fac 
strained. There were a number of reasons, but the reasons from making Fall commitments so early in the season. tw 
were not in all cases the same. The atmosphere of the show seemed optimistic and 27. 
Price was a factor both times, and so, perhaps, was the cheerful regardless of the actual volume of business, sales- tail 
fact that retailers, for some reason, do not seem to feel men receiving many assurances of orders to be placed spe 
the confidence and enthusiasm in April that activates when they call on their retail accounts in their own stores. @ tio: 
them in October. There’s a long Summer ahead and Sum- A number of salesmen told your reporter they prefer to : iv 
mer psychology somehow lacks the pep and energy that do business that way, because the buyer is in a better posi- : pur 
galvanizes retailers and consumers to action when the tion to size up his stocks and determine his requirements : 
weather is crisp and cool. There wasn’t too much stimula- in his own store. They feel that a lot of mistakes and head- @ cor 
tion in the brand of weather Chicago served up this time, aches are avoided that way. é 
; ma 
3 era 
Officials of the National Shoe Retailers Association get together Co-sponsor of the Fair was the National Shoe Manufacturer of 
early in the course of the Fair to talk things over. Left to right: Association. Here three of its officials were snapped. Left te s 
L. E. Langston, executive vice-president; E. C. Orr, past- right: Harold Quimby, secretary; Lawrence Sheppard, tec 
president; George Hess, president. president; W. W. Stephenson, executive vice-president. 7 WI 
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The Shoe Fair undoubtedly contributed to a clearer per- 
ception of the price picture. Retailers keenly desire a 
lower price level for shoes, and manufacturers have been 
sharpening their pencils in an effort to give it to them. 
The price concessions they had been able to arrive at were 
modest; on some shoes even minor concessions had not 
been forthcoming. An unyielding cost structure has stood 
in the way. International Shoe Company which announced 
price reductions in March, was compelled by advances 
in raw materials markets to mark up some of the shoes 
they had reduced, although not to the point where they 
stood before the reductions. 

Retailers who came to the Fair expecting a generally 
lower price level for Fall shoes went away feeling less 
certain that Fall shoes can be retailed at substantially 
lower prices. But after all they saw and heard in Chicago 
they probably felt more confident that consumers will 
be able to buy at the prices they will be compelled to ask. 

Aside from the merchandising clinics, the actual meet- 
ings in which the rank and file of retailers and manu- 
facturers’ representatives participated were confined to 
two luncheon sessions Monday and Tuesday, April 26 and 
27. George B. Hess, president of the National Shoe Re- 
tailers Association, was the chairman on Monday. Other 
speakers were Lawrence B. Sheppard, president of Na- 
tional Shoe Manufacturers Association, and Representa- 
tive Fred A. Hartley, of New Jersey, who explained the 
purposes and operation of the Taft-Hartley law. 

Mr. Sheppard’s address was a brief statement of present 
conditions in the shoe industry as he sees them. He said: 

“My responsibility to speak to you on behalf of the shoe 
manufacturers has weighed heavily on my mind for sev- 
eral weeks. Because of this I have given an unusual amount 
of time and thought to the conditions which vitally af- 
fect the affairs of shoe manufacturers and retailers. 
While my deliberations have produced no cure-all an- 
swers, I have developed some deep convictions on two or 
three points which I believe are basic and fundamental. 

“First, without assuming any knowledge of whether 
shoe prices will be higher or lower I am certain that every 
shoe manufacturer in this country knows that competi- 
tive conditions have returned in full force and that he 
must sell his shoes on the closest possible basis that will 
allow him to get his cost back and stay in business. The 
kind of competition that we know so well from prewar 
experience will permit profits to be earned solely on op- 
erating efficiencies. 

“Second I am convinced that many of our problems 
today and during the past year are due to self-engendered 
causes. Our recurrent periods of pessimism and over- 
optimism have caused lulls and rushes which have been 


extremely costly. After a spell of pessimism we all wake 





Tops 4¢ Spring Show 





Registration was early and active at the Hotel Morrison as well 

as the Stevens, the Congress and the Chicagoan. Here a group 

of retailers sign up at the Retailers Directory desk in the 
Morrison. 


up at the same time and create a traffic jam at each trade 
level. When one of these delayed buying rushes starts, the 
manufacturer dashes madly to the tanner and the tanner 
plunges into the hide and skin market. Prices go up, qual- 
ity and efficiency go down and the shoes reach the retailer 
after a good portion of the selling season is past. Then fol- 
lows a period. of digestion and frustration. 

“What happens here this week will set the pattern for 
many months to come. Over-optimism and speculative 
buying will mean a period of sluggish digestion later on. 
Delayed buying will mean a mad rush to catch up, high 
prices, delayed deliveries and all the resultant inflation- 
ary pressures and inefficiencies which were experienced 
last fall. 

“Finally, we should not disregard the new inflationary 
dangers which accompany the industrial activity of a 
major defense program. There is no economic law which 
under these circumstances prohibits cheap money from 
becoming cheaper. 

“The American public will need shoes and will have the 
money to buy them. It is our responsibility to meet this 
need in an economical, efficient and orderly manner.” 

Mr. Hess said among other things: 

“The average retailer is more confused right now than 
ever before and he realizes that we are embarking on an 
economic phase that has no historical precedent. New and 
different factors have injected themselves into the jig- 
saw puzzle and it is evident that many intangibles which 
cannot be weighed, will affect our entire structure. It re- 
mains to be seen whether the broad trend toward lower 
prices which had become almost unmistakable six weeks 
ago, will be reversed by the consequences of international 
events. (Turn to Page 156, Please) 
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VARIETY Keynotes 


Merchants Had a Chance to Choose from a Wide Range of Styles 


at Chicago. 


the Show. Two-Color 


Highriding 


Combinations. 


Straps, Boot Effects and Flats Were Sensations of 


Contrasting Piping. 


Backs, Low-cut Vamps and Scalloped Toplines. 


By ELEANOR M. RUTTY 


Tue retailer at the Chicago National Shoe Fair who 
was “just looking”, like the retailer who placed orders, 
had plenty of styles to look at or to choose from. The 
best part of this wide choice, in our opinion, was the 
number of really wearable shoes among so many that 
were new and, at times, very novel in design or treatment. 
Generally spea‘king, restraint and good taste were dis- 
played to an unusual degree. 

Strap shoes, for example, appeared in many interpre- 
tations, but very few were what might be called “dizzy” 
shoes. Many played on the asymmetric theme, usually with 
two, three, or even four, straps placed slantingly across 
the instep or the vamp. The ankle strap appeared in both 
single and double versions in a number of wrap-around 
interpretations. Cross and wishbone straps and some new 
patterns, resembling these but a little different from 
either, also were shown. On all these highly styled strap 
shoes buttons looked newer than buckles. 

Boot effects were achieved through the use of high- 
riding straps. Sometimes one wide ankle strap gave the 
desired effect; sometimes four or five straps were placed 
one above the other until the top strap was ankle high. 
A few manufacturers had made closed patterns, ankle 
high. One of these had an asymmetric top line with a two 
or three eyelet side-lace. Another was fitted around the 
ankle by a piece of goring. 

With all these strap and boot patterns, however, let 
no one think that pumps have passed their heyday. There 
were plenty of pumps at the Chicago Fair. Pumps on high 
heels, tailored heels, flats and, newest of all, Louis heels 
in all heights with special emphasis on the medium or 
“baby Louis”. Pumps with open toes and backs. Closed 
pumps on long slender lasts and medium or high heels, 
or pumps on baby toe lasts, usually on flats, for the 


young trade. There were pumps on platforms, usually 
no higher than half an inch, and pumps on thin, delicate 
looking soles. There were also pumps with big ornaments, 
no trimming at all, or flat treatments, such as piping, 
cutouts, perforations, underlays, overlays, stitching, steel 
and jet embroidery. Besides the strap, boot and pump 
patterns, a few manufacturers showed dressy oxfords in 
suede, frequently with closed toes and backs and some 
sort of cutouts in the vamp. Side lacing emphasized the 
importance of asymmetric treatments. 

Aside from new patterns there were other features of 
the new shoes that were of real style interest. New lasts 
with the more slender, longer looking vamps helped to 
create the delicate, lady-like look that is considered so 
important today. In the same vein were the curved Louis 
heels; the intricate, lace-like patterns of some of the strap 
shoes; the fine piping, tucking and draping; the little 
buttons; the scalloping; the use of bronze kid; the jet 
and steel trimmings; all very ladylike and reminiscent 
of the years preceding and immediately following the 
first World War. Spat and boot effects recalled the days 
when real spats and boots were the smartest footwear a 
women could wear. Today there is a revival of interest 
in spats and one manufacturer showed spats styled to 
match his shoes at the Chicago Fair. 

As to colors, black suede is still way out ahead, as much 
as 75 or 80 per cent, according to some manufacturers. 
Next to black is brown, with continued interest in some 
of the repeated shades and growing demand for the new 
dark brown cafe, with its warmer, redder tonality. Claim- 
ing very small percentage in the over-all picture, but 
probably number one among novelty colors, is Continen- 
tal Green with its rich blue cast. 

Some manufacturers came out with what they called 
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SHO FAM STYLES... 





Photographed in the famous Merchandise Mart, noted Chicago fashion 

center, against an impressive mural of Chicago, this model is wearing a Fall 

1948 Gabardine suit, an Eisenberg Original made by Eisenberg & Sons in 
their factory in the Mart. 


a copper red or rust. This again amounts to next to noth- 
ing in total percentages but has style interest as a new 
shade in the red family. Dark grey, known variously as 
“charcoal’ or “slate”, was an interesting color, as was a 
very dark purple, colled by one manufacturer “jet purple”. 


May 15, 1948 





In the reptiles, which were shown frequently at the 
Fair, the brighter reeds and greens continued to claim at- 
tention. However, new and darker shades were shown in 
lizards and some snakes and alligators. Contrasting col- 

(Turn to Page 156, Please) 
























Typical of the best Fall sandals, this graceful 
asymmetric strap shoe in black suede trimmed 
with gunmetal patent leather on *% inch plat- 
form from Beleganti. 
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make a delicate airy shoe of a 
this closed pump from Premier. 
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Reflecting the trend to two- fo 
tone shoes for Fall, this grey 
suede pump with rows of black : 
braid creating the effect of a a 
second color and surface, from an 
Zuckerman & Fox. 
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Retailers in the New York Market Recent- 
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ly Found Everything from Classic Opera 
Pumps to Ultra High Style Boots and Strap 


* Patterns. Between the Two Extremes Many 





Charming Styles with the New Feeling for 
More Delicate, Ladylike Shoes. 








On first viewing styles for Fall recently shown in 
New York, it seemed as though the coming season would 
be one of contradictions. Heels are both flat as pancakes 
and towering as skyscrapers. Soles tower to two inches 
on platforms and very thin soles are back again. Toes are 
slim and tapered or round and full with typical baby 
toe contours. Vamps are cut as low as is possible to keep 
the shoe on the foot. Boot tops rise to cover the ankle. 
Some of these high-riding silhouettes completely cover 
the foot and ankle; others are skeleton beots consisting of 
multiple straps and strippings. Patterns are very simple, 
no more than a shell on the foot with no ornamentation. 
Ar the other extreme, there is no end to the intricate 
designs achieved with straps, cut-outs, asymmetric and 
two-tone effects. 

Plain black suede or dark brown are the number one 
colors but dark green and navy and reptiles in brilliant 
and pastel shades are the subjects of much interest. Added 
to these colors are the areas of contrasting colors which 
were frequently seen in the New York showing. Gold is 
especially popular on black, but it is also being shown 
on cocoa, on the new dark green and on brown. Silver 
appears frequently enough to be noted. Gunmetal is very 
often used on black and looks very smart on grey as well. 
Some all-over gunmetal — platinum or steel — shoes 
were also seen in New York lines. Bronze is being used as 
1 trimming and also in entire shoes. 

Summing up the whole style picture for Fall, however, 
we find not so much contradiction as a great variety from 
which to choose the styles best suited to the town, the 
store and the individual customer. More and more, as 
the shoe industry returns to normal conditions, the shoe 
merchant will have to base his buying en these three 
standards rather than on what someone else in some other 
store, in some other town, considers good. At the same 
time let us not underestimate the influence of the press, 
the movies and the radio in creating nation-wide demands 
for certain styles. 

The goal which all style-thinking women’s shoe manu- 
facturers are aiming at is the creation of shce wardrobes 
and the stimulation of the woman’s desire for such a 
wardrobe. Lines shown recently in New York amply il!us- 
trated this objective. Probably never in the shoe industry 
had such a variety of types and styles been seen. For, 
although high style, quality footwear dominated the 
show, shoes in lower price brackets and of a more practical 


or casual kind were also included. 


Wide instep strap, back bow and bronze kid all 
make for unusual style interest in this low heel, 
13/8, shoe from Fawn. 


The unifying thought behind all these styles and kinds 
of shoes, the idea of making shoes prettier, more feminine 
and more flattering, was apparent throughout. If some- 
times resiraint was thrown to the winds or inventiveness 
was stronger than good taste, we can be glad that style 
restrictions do not choke the real creative shoe designer. 

The shoes that carry the really new theme of the coming 
season were the shoes with the delicate, refined look which 
we have chosen to illustrate here. They do not depend on 
tricks of silhouette or trimming or color contrast. They 
are all comparatively simple, depending on fine workman- 


ship and fine detailing for their appeal. 


Charming example of the deli- 
cate, ladylike shoes for Fall, 
this closed pump on 23/8 
moditied Louis heel with scal- 
loped throat line from Fox. 
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SHOE FALR PICTORIAL 


Left: It’s a system that really works. 
Shoe Fair Manager George Gayou, 
right, displays his well-known smile 
as he proudly shows his smoothly 
operating visual index method of 
assigning exhibit space to Harry A. 
Fontius, left, Denver retailer and 
past-president of the National Shoe 
Retailers Association. 
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RECORDER'S Cameraman Had a Busy Time of It for the Four F 
Days of the National Shoe Fair in Chicago, Snapping Shoe Men ; 
as They Made the Rounds of the Four Hotels, Studying Manufac- F 
turers’ Offerings cnd Planning Their Purchases for Next Fall. 4 


Ss SF + yw 


Right: Back at the Stevens again, re- 
tailers from coast to coast convene for 
a four-day session in Chicago. This was 
a familiar scene in all the Shoe Fair 
hotels, as retailers, manufacturers and 
others connected with the industry lined 
up, waiting their turns to register. 





Left: Early arrivals at the Fair and in- 
terested spectators of the buying scene 
are, left, J. Michael Murphy, vice-presi- 
dent and secretary of Krupp & Tuffly, 
Houston, Tex.; and A. F. Kuhleman, 
right, president and manager of the same 
store. 
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Strong advocates of branded shoes are Paul 
Chun and H. S. Young, partners in Chun Kim 
Chow, Ltd., Honolulu. Founded by Mr. Chun’s 
father 48 years ago, the firm now operates 
three stores, the Kim Chow, Smart and Eco- 
nomy Shoe Stores. 





§ 
3 A. Premiere, proprietor of the Fifth Avenue 
Shoe Shoppe, Manila, P. I., shows a sample of 
his local advertising to William Cash, Nobil’s, 
Norwalk, O., and James Kansier, Nobil’s, 
Monroe, Mich. 








Right: Picking a winner from the RE- 
CORDER DAILY is J.C. Fedler, Boston 
Shoe Company, Louisville, Kentucky, 
as he lines up his buying appointments 
in the privacy of his room, before facing 
the long trek through the corridors. 


corder May 15, 1948 





The board of governors of the National Shoe Travelers 
Association met in Chicago at a pre-convention gather- 
ing. Here, left to right, are Jack Clark, secretary-treas- 
urer, Midwestern Shoe Travelers Association; Norman 
Souther, secretary-treasurer, National Shoe Travelers; 


and Harry J. Evans, NSTA president. 
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Designed to make retailers better informed on the prob- 
lem of fitting crippled feet was this display of the Na- 
tional Shoe Foundation for Disabled Feet, sponsored 
by the NSMA. 
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Spring shoes literally walked down a pathway in this recent window by James Gosling, display 
director at R. H. White & Co., Boston. Background was cut out of cardboard; gloves and scarves 
were included for color ap peal and co-ordination. 


Shoe Window Promotions Sound, 


Below: Boyd's of St. Louis used this 

display in their windows recently, as 

a tie-in with the opening announce- 

ment of their campaign to feature 

Stacy-Adams shoes in their shoe de- 
partment. 


j 

Left: This Johansen shoe dis- 

play reflected the “Bermuda : 

Background” setting of a recent P| 

showing of Dancing Twins ; 

hosiery colors by Scott & } 

William at the Waldorf-Astoria 

Hotel, New York. | 
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Early Spring Windows Are Good Extra-Sale Promoters. It's a 
Smart Retailer Who Makes His the Gayest of the Year. 






Below: Coordination of shoes and handbags in 
matching leathers and colors was featured by 
Walk-Over, Waco, Texas. Right: Sprays of 
flowers and birdcages added a decorative note 
to the Spring atmosphere of this window at the 
Princess Slipper Shop, Jackson, Miss. 


lied upon to put customers in a buy- 
ing frame of mind as soon as the snow 
is off the ground — and the gayer 
the shoe, the faster it sells. That the 
settings in WwW hich these shoes are 





show n provoke extra sales is no cause 
for wonder. The first Spring win 
lows can always be counted on to 
stimulate impulse buying—and that 
makes them some of the most im- 


portant windows of the year. 


theme at the new C. H. Baker Shoe Store in Glendale, 
Cal. The display was planned and executed by Morris 
Geyer, Baker display head. 


' I rl ll i) 4 () (} eee One of the main lobby window displays featuring a Spring 


S PRINGTIME is promotion time 
in the shoe business as it is in almost 
every other line of apparel. Even 
before the first gentle breeze, enter- 
prising shoe retailers the country over 
are receiving their first shipments of 
Spring shoes and are planning their 
gayest promotions of the year. 

Thus it is not surprising that, even 
in a year when the Weather Man de- 
lays the first warm breath of Spring 
as long as he possibly can, shoe stores 
ind shoe departments are early birds, 
offering lightweight colorful shoes in 
dainty settings. Both in-store and 
window displays claim their share of 
attention, and the traditional bird- 
cages and flower baskets put in an 
appearance, even while icy winds still 
bluster and more fur coats than top- 
pers are to be counted on passers-by. 

Not a moment too soon are these 
lighthearted displays; an early Easter 
and a long, hard Winter can be re- 
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Men's Shoe Store 





Above — The women’s department, equipped with a 

full-length mirror on either side of the accessories 

bar. Chairs are blond wood with white plastic cover- 

ing. Walls are light blue, while the floor is covered 
with red rust carpeting. 


Right — The children’s department is highlighted by 

a unique floor covering featuring nursery rhymes and 

Pink poles of twisted wood and a canopy 

extending over half of the section, give this depart- 
ment a playrocm atmosphere. 


pictures. 


One of the outstanding shoe 
stores in the intermountain country 
is the new, beautiful, and modernistic 
Swanson’s shoe store in Ogden, Utah, 
which opened its doors last Fall at 
2462 Washington Boulevard. Prior 
to this opening the Swanson store 
was located in the Eccles Building, 
Ogden, operating a men’s shoe busi- 
ness for three years. 

The store, designed by Peter M. 
Moyes of Salt Lake City, is owned 


Has Unique 


by W. C. Swanson and Albert Jacob- 
sen. It now carries men’s, women’s 
and children’s shoes. 

Mr. Swanson has been in the shoe 
business most of his life and has been 
practicing chiropody since his grad- 
uation from the Illinois College of 
Chiropody in 1926. His chiropody 
office is located in the new store. As 
for Mr. Jacobsen, he is a veteran in 
the shoe business, having conducted 
the business in Salt Lake City and 





Adopts the Whole Family 


Swanson’s Modernistic Store in Ogden, Utah, 
Children’s 


Department’ with 


Nursery Rhyme Rug and Pictures, Candy Sticks 
of Twisted Wood and Canopy. 





Ogden for many years. 

The over-all length of the store is 
140 feet and 22 feet wide. It is 
divided into three departments, with 
men’s shoes in the front of the store, 
women’s in the center and the chil- 
dren’s section in the rear. 

The color scheme in the men’s de- 
partment is leather brown on the 
walls in what is termed as cowhide 
photographic paper, with burnt 

(Turn to Page 112, Please) 


A full view of Swanson’s 
shoe store with the men’s 
department in the fore- 
ground. Note the shadow 
boxes, made of weltex wood, 
buff colored. All the shadow 
boxes in the store are lighted 
with fluorescent tubing and 
can be controlled separately. 
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Offer 


@ A name known and trusted by American women for 50 years. 








tore is @ An acknowledged reputation for the utmost in value due to 
It ib ‘ insistence on quality materials and expert craftsmanship. 
> wit 
store, | @ A perfectly balanced line including types and styles for every 
e chil- possible need and taste. 
Se te @ A perfectly styled line with painstaking attention to fit and 
= die comfort. 
c 
ywhide @ Forceful national advertising appearing regularly in the na- 





burnt | tion’s leading publications.* 


| 
ie @ The backing, resources and experience of the world’s largest 
shoe manufacturers. 





Our representatives are now on 


Only Queen Quality can offer all of these 
the road with Queen Quality’s 


safe © | brilliant line for Fall. Just drop all-important advantages. 


us a line, and one of ihem will 


_— call to tell you more about what 











andl Queen Quality’s advantages can 
low mean to you. Or drop in to see us 
od, the next time you are in St. Louis. 
jow ; <x = *Regularly advertised in: 
ited F > Life 
7LZCCLVI 
om ‘ GC —_ D4 g 4 Ladies’ Home Journal 
3 SN Woman’s Home Companion 
— SS 7 — Mademoiselle 
Vogue 
Glamour 





QUEEN QUALITY SHOE COMPANY «+ DIV: INTERNATIONAL SHOE COMPANY e¢ SAINT LOUIS 
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Windows tied in with newspaper advertising campaign. Props included colossal gold nuggets, gold 
prospectors’ picks, pans and shovels, strips of gold leather. Entire side of the store was given over 
to the gold display. 


Gold Promotion Pays OW... 


Innes Shoe Store of Los Angeles Strikes It Rich with a Campaign 
Aimed to Appeal to Every Woman and Girl in That 
City, No Matter What Her Age or Tastes. 


THere is still a lot of gold to be unearthed in the 
shoe business—if you go out and dig for it. So Paul Seigel, 
head of California’s Reliable shoe chain, discovered when 
he prospected for increased sales by staging an exciting 
promotion. 

Shortly after the Reliable firm purchased the Innes 
Shoe Store in Los Angeles some months ago, Mr. Seigel 
searched for a promotion that would capture the imagina- 
tion of the women of the town, an advertising and sell- 
ing campaign with a theme that would appeal to women 
from 16 to 60. 

What he needed was a type of footwear in keeping 
with the California way of life, styled and priced to win 
the approval of the teen-ager as well as her grandma. 

Innes has been popular with Southern California wom- 
en for more than three generations. The store has a come- 
back patronage of which it can be justly proud. Although 
Mr. Seigel was interested in a series of promotions that 
would appeal to the older clientele, he was particularly 
anxious to develop the patronage of the younger crowd, 
to put over the idea that Innes was eager to please youth. 

“We have what I believe to be the largest second 


floor of any shoe store in America,” Seigel said. “And I 
felt that a series of good promotions could make it the 

most popular second-floor department in America.” 
“Let’s go all out for gold,” Mr. Seigel decided. “It has 
already caught on with many of our customers, but I am 
[Turn to Page 112, Please] 


Introductory ad which appeared in the Los Angeles 
Examiner made use of a mail order coupon 
and brought amazing results. 
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| know 
a bargain 
when | see 


one... / buy 


SHOES 
$595 , 5995 


“I've hunted high and low for smart-looking, quality shoes at a 
sensible price. Shoes with a brand name that I recognize and have confidence in. 


JOLENE is just what I've been looking for... now I can afford two pairs!” 


American women are looking for honest ra/wes in everything they buy today. 
Take advantage of this demand by featuring JOLENE Hollywood Inspired SHOES. 
For higher unit sales and steady, year-around business, sell JOLENE Shoes, one of 


America’s outstanding shoe values. 


LIFE + VOGUE + CHARM 
HARPER'S BAZAAR + GLAMOUR 
PHOTOPLAY +- SEVENTEEN 


for complete information on how you con sell the lucrotive moss market, write or wire today! 


TOBER-SAIFER SHOE MANUFACTURING COMPANY « SAINT LOUIS 
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THE GREATEST ADVANCEMENT IN THE HISTORY OF SHOE DESIGN 


— Style in Wider Widths 




















White Suede —6700 
White Kid —6701 
Blue Calf —6704 
Red Calf —6706 
Patent Leather —6708 
Green Calf —6709 
Black Calf —6710 
Red Alligator —6712 




















White Suede 
White Kid 
Red Calf 

Blue Caif 
Green Calf 
Patent Leather 





KEEP POSTED WITH 
NU-WAY — AMERICA’S 
LARGEST SPECIALTY 

HOUSE FOR WIDE 
WIDTHS 











Philadelphia—Showroom 32 No. Fourth St.—Al Lonker 
Miami Beach, Fia.—- 1129 West Ave.—Harry Berk 


IT’S HERE 
IT’S NEW 


WIDTHS 


$425 


Sizes 942 and 10 
25c per pair extra 
Sizes: 4-10 
in D, E, and EEE widths 


Now you can offer glamorous style to 
your wide width customers. Fashion 
Step WedgEEEs are the result of 
years of design and fashion ex- 
perience. They’re styled right! They 
fit right! They sell fast! 

ORDER NOW! Our IN STOCK 
DEPT. will fill and size-up your 
orders immediately. Be the first to 
get your share of these profit making 
shoes. An eager market awaits you! 





EXPORTERS 
Sales Offices and Show Rooms 
142 DUANE STREET, NEW YORK 13, N. Y. 
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White Suede —6702 
White Kid —6703 
Blue Calf —6705 
Red Calf —6707 
Black Calf —6711 


Pp — Gry) —a iD 
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White Suede —6730 
White Kid —6731 
Red Calf —6732 
Black Calf —6733 
Also available in Closed Back 
Black Calf —6734 





ADVERTISING MATS 
AND POINT-OF-SALE 
AIDS AVAILABLE 
FREE 











Detroit— 166-24 Woodingham Dr.—Leo Choden 
Chicago—Julius Weiss—Tel.: Superior 7243 


America’s Largest Distributor of Arch Footwear Since 1919 


Copyright 1948 Nu-Way Shoe Co., Inc 
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Where Footwear Still Means 
Handicraft 


S UPPOSE the first four patrons to come into your place 
of business tomorrow morning were to be (1) a 250- 
pound lumberjack who demanded a pair of buckskin shoe 
pacs, size 14; (2) a budding ballerina who ordered a two- 
ounce pair of dancing slippers; (3) an Alaskan sourdough 
who needed 30 pairs of shoes for the feet of his string of 
sled dogs; (4) a proud father who insisted on having 2 
thimble-sized pair of elkskin moccasins built for his trwo- 


week-old daughter. 





A few items chosen from the Gosselin brothers’ creations. 
At rear left, tough cowhide moccasin with lacing to keep it 
on the foot. Center, buckskin shoepac, worn by trappers. 
Right, moosehide moccasin, more than a quarter-inch thick. 
Lett front, novelty baby moccasin, soleless, and shoe, no 
longer than a cigarette. Center, specially-designed baby 
shoe. Right, dog shoes. Black cowhide model for Alaskan 
sled dogs, white elkskin for well-dressed city canines. 

Would you (a) quietly faint? (b) take a Bromo- 
Seltzer to make them all go away? (c) start looking for 
1 job as an apprentice blacksmith? ‘ 

If you were one of the Gosselin brothers of St. Paul, 
Minnesota, you’d give each of the four just what he asked 
for. After your quartet of satisfied customers left, you 
would say to your two brothers and partners, “Routine, 
routine! I wish we'd get a chance to sell some unusual 
merchandise for a change!” 

To David, Alfred, and Richard Gosselin, such sales are 
commonplace. During the 77 years their family name 
has been connected with the shoe trade in St. Paul, the 
saying has been, “Give the Gosselin brothers a piece of 
leather and an idea, and the result will be something new 
in footwear.” 

This unusual footwear is both hand-made and retailed 
by a firm composed of people who have an unusual 
attitude toward the shoe business. It is a family enterprise 
carried on in their home by the three brothers. It is a 
retail store that does not advertise, keeps no books, and 
makes such terms as “mark-up” and “overhead” sound 
like something in a foreign tongue. It is a factory that 
deals with no jobbers, has no time clocks, and uses no pro- 
duction schedules. 

In short, the Gosselin brothers have ignored the In- 

(Turn to Page 111, Please) 
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© YOUR MOST 
IMPORTANT 


) 


CUSTOMERS 


ome of them can’t talk. Many of them can’t even walk. 

But they're your very best customers, just the same, be- 
cause if you treat them right they'll buy their footwear 
from you for the rest of their lives. That's why it’s smart 
to fit your tot trade with “Little Judith” Foot Forms. 
Their mothers will be eternally grateful for your profes- 
sional care in recommending shoes for their children which 
have been tested and recommended by Parents’ Magazine. 
Their youngsters will tingle with joy and your cash 
register, too, will keep on tingling all through the years. 

“LITTLE JUDITH” SHOES FEATURE 


FREE WINDOW DISPLAYS 
EXCLUSIVE MOLDED FIT 
RUGGED CONSTRUCTION 
GOODYEAR WELTS & COMPOS 
POPULARLY PRICED 


Write for the facts and figures. 


ROMENADE SHOE (7oRP. 


NATIONAL ADVERTISING 
80 SIZES AND WIDTHS 
“SHOW OFF” STYLING 
FINEST MATERIALS 








BROADWAY - NEW YURK is, N.Y 
ies amd Dealer Franchises Available. 


18 WEST 
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SHES @ weer” with a ooo She buys all kinds of ese ded buys more of each 


family that keeps her busy buying goods... for family, home, herself kind of goods... more frequenily! 


Shue buys more (rintoot 
Sort-sole Shes teat any wher 
natiolidlly advertised bratd 


You reach the profitable Mother Market more 
easily—when you feature best-selling Trimfoot Shoes. 
Month after month, advertisements in 20 publications 

are helping to create a buying habit that continues to 
build sales for you as youngsters start with Trimfoot 
Baby Deer Shoes right at birth and graduate into Trimfoot 
Pre-School and School Shoes. There’s a Trimfoot Shoe 

to fit every child’s need, from birth to teens. And that 
means extra profits from year-after-year sales for you. 


a TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 


BABY DEER SHOES > PRE-SCHOOL SHOES » SCHOOL SHOES 
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Twin City Merchants 
Promote Summer Shoes 


Minneapolis 


Menrcuants are continuing ex- 
tensive promotion of Summer shoes. 
High styling, color and accent on 
new silhouettes constitute promotion 
features which are finding good ac- 
ceptance. The very high narrow heel 
is in good demand. Although black 
is still prime favorite, Summer colors 
are beginning to move into the pic 
ture. Gray is proving popular in sott 
suede. Demand for blue exceeds 
stock in many stores. Green has 
taken the place of red, mahy shoe 
stores report, although there is some 
demand for red, particularly in the 
reptiles with matching handbags. 

Response tu gold shoes which was 
expected to be high, is spotty. Some 
merchants report good sales in this 
color, while others feel the interest 
is short-lived with only fair demand. 

While conservative styles lead in 
sales, there is good interest in orna- 
mented stylings. |Young-Quinlan 
featured suedes in gray or avocado 
green with a buckle of tiny suede 
petals and high-riding heel. This de- 
partment also featured a pump with 
gold piping on black, gray or coca 
suede with Cuban heel. 

There is some demand for white 
which is being shown quite freely, 
although full sale is not expected in 
white for some weeks. Roy H. Bjork- 
man showed very high-heel white 
suede d’Orsays with platform sole. A 
black doeskin d’Orsay with bow or- 
nament was featured at C. M. Sten- 
dal. This store also stressed high 
quality doeskins with cut-out vamp 
and doeskins with gunmetal kid plat- 
forms and heels. 


Saint Paul 
Cuipren’s shoes have been 


moving well, and stores generally 
have had promotions featuring qual- 
ity makes for long wear and correct 
cuts for growing feet. There is lit- 
tle resistance to price in children’s 
shoes, with customers showing clearly 
that they are aware of the connection 
between price and quality which 
means greater length of wear. Some 
stores, however, have announced a 
cut in price in certain children’s 
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shoes, and noted good response in 
sales. 

A Woman’s Institute program, one 
of the city’s features, brought many 
out-of-town persons into the city. 
Leading stores staged style shows in 
all of which shoe styles were tied-in 
with a noti¢eable good result in later 
sales. 

Black, blue and gray are reported 
to be in high favor in that order. 
Suede is a preferred leather. 

Heels are in the news, the low in- 
curving Louis heels vying with the 
slim very high heels liked for the 
longer skirts. There is good demand 
for low and medium heels for street 
wear in calfskin. Navy and tan are 
both selling well in this type of shoe. 
The Emporium featured calf pumps, 
one style with a mid-high heel and a 
saddle stitched wing over the toe in 
black or brown and another in navy 
in sling back platform with a softly 
draped bow caught in a gold ring. 

Macey’s featured reptiles in a large 
variety of colors, sling backs and 
open or closed toes. Very high heels 
are favorites with customers of this 
store. Newman’s played up the slim 
high-back pump which, with addi- 
tion of a strap, becomes an anklet. 


Bright Colors Wanted 
In Philadelphia 


Tue sale of brightly colored shoes 
is keeping even pace with the large 
selections appearing in practically 
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Famous “Doring Dip” 










Pump Goes Spectator 


For Summer 





5 





A new silhouette gives a new look 
to an old classic. Bloomingdale's in 
New York featured their “Daring Dip” 
spectator early in May. 





every shoe store in Philadelphia. The 
standard bright shades of red and 
green are still in the lead in both 
casual play shoes and highly styled 
dress shoes. Now these are closely 
followed by a definitely new varied 
range of colors such as purple, pink 
and maize in both reptiles and leath- 
ers which seem to be attracting many 
customers in their direction. Multi- 
colored shoes ranging from vivid 
combinations to pastels have also 
taken precedence with the buying 
public ever since the Easter heavy 
demand for navy. Brown and white 
»pectators are taking a large share of 
display space everywhere, but it is 
the colors that are making sales at 
present. 

Adding to the attractiveness of 
the shoes themselves are the matching 
bags which are being prominently 
displayed in many shops where pre- 
viously they were kept in separate 
departments. Gimbel’s is one store 
whose shoe department notably has 
added a circular glass case with a se- 
lection of matching bags in the cen- 
ter of its large first floor shoe depart- 
ment. Claflin’s has added a similar 
accessory case which stands directly 
behind the glass window separating 
the street window from the store. 
The bags can be viewed as well from 
the street as from the store. 

In certain shoe stores selling lower 
priced shoes but handling a small bet- 
ter stock, an increasing number of 
customers are becoming more inter- 
ested in the better priced shoes when 
the difference in price is not too 
great. Although increases in the bet- 
ter stocks are in order for these stores, 
it is often necessary to continue both 
lower and higher priced shoes so that 
customers can be satisfied with see- 
ing the difference between them. 


* + © 


Business Good in 


San Francisco 


S Hor merchants in the San Fran- 
cisco area report that business is good 
—not as good as last year, of course, 
but very good and getting better. 
Several factors are contributing to 
the optimistic attitude. First, pay- 
rolls are back to normal after a 
twenty per cent cut in payrolls last 
month due to the power shortage. 
Heavy April rains in the valleys and 
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snowfall in the mountains have both 
filled the reservoirs and improved the 
agricultural outlook. Power restric- 
tions have been removed and factories 
are running full time again. 

The second important factor is the 
industrial expansion and fast growing 
population in the San Francisco Bay 
area. Officials report that new resi- 
dents are coming into the state at the 
rate of twenty thousand a month. 
These new families all mean more 
business for shoe merchants as weil 
as others, and dealers are using heavy 
advertising expenditures to attract 
new trade. 





The demand for suede in all colors 
is good with kid in the darker shades 
and gold running a close second. 
Women are taking to colors and some 
novelty numbers in an effort to ex- 
tend the new look to their footwear. 
Strap sandals and sling pumps are 
going well. 

A growing tendency has been re- 
ported among buyers to pay more 
attention to the wearing quality in 
addition to style. This trend is espe- 
cially noticeable in shoe purchases for 
men, young people and children, but 
the women, too, are looking for good 
quality in materials and workman- 
ship. 

The outlook for Summer business 
is good with increased vacation travel 
expected. 


New York Feels 
Lull in Business 
Bap weather teamed with price 


resistance accounts for the genera: 
lull in the retail shoe business, ac- 
cording to a number of shoe buyers 
in New York. Although, in many 
cases, April figures held their own, 
shoe merchants expect May to be a 
better month business-wise. 
Opened-up patterns continue to 
sell well, with the greatest interest 
in ankle straps on pump type shoes 
with single soles or on 24/8 to 26/8 
heels with 3/4-inch platforms. Closed 
toe shoes with open backs and open 
toe shoes with open backs are run- 
ners-up, buyers agree. Another good 
selling shoe is the plain pump with a 
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V-throatline which buyers report 
also sells well with an ankle strap. 
Walking types continue to attract 
sales. 

White shoes have started to sell in 
some stores. Sling pumps with modi- 
fied platforms and plain pumps in 
suede and linen are leaders in early 
sales. Plain white linen pumps and 
sandals to be dyed attract business 
as do gold-trimmed pumps with 
matching handbags. Brown and white 
spectators in walking types are also 
selling, shoe buyers agree. Sales have 
been noted in all-over white walking 
shoes with wall toes, as well as in ox- 
fords and stepins with Cuban heels. 

While black suede still is a number 
one seller, navy blue calf and suede 
are runners-up. Navy calf handbag: 
in dressy types are selling about three 
or four to one pair of navy calf shoes. 
Shoulder strap bags to go with tail. 
ored walking types of shoes are in de- 
mand, according to one shoe buyer. 
Some Tom Brown is selling, with red 
and green in calf and cobra bringing 
in extra sales. 

One merchant reports strong in- 
terest in straw shoes on both medium 
heels and flat heels in play types. 
One good seller is a V-throat sandal 
in straw. Several buyers say that 
gold kid strap sandals and ballet shoes 
with single or double ankle straps and 
a V-throatline, are popular. Cotton 
ballet shoes are being dyed to match 
colorful cotton dresses, according to 
a shoe buyer of a department which 
caters to the young set. 
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Marshall Field & Company, Chicago, 
promoted “pussy-willow gray suede” as 
a new Spring material for their dressy 
types of shoes. 


Chicago Stores Promote 
Shoes Heavily 


Tue Chicago retail shoe market 
continued its traditional policy of 
staging an all-oat advertising promo- 
tion coincident with the National 
Shoe Fair. Sunday and Monday pa- 
pers the week of the Fair carried shoe 
advertisements from practically all 
department stores, independent re- 
tailers, and chains in the downtown 
shopping area. 

Goldblatts ran a full-page adver- 
tisement entitled, “Goldblatt’s Steps 
Up to Salute the Shoe Manufacturers 





of America,” and devoted the ad to 
six national brands for men, women 
and children. This advertisement 
was also supported by a series of shoe 
windows each devoted to several 
brands. In addition to several smaller 
fashion advertisements, Marshall 
Field & Company used shoes in a full 
page for its “Everybody Envies the 
Shopper who Knows a Good Value” 
series. Florsheim Shoe Shops ran a 
full page for men’s shoes and several 
smaller ads for women’s. The Fair 
had a full page devoted to wedge 
types, and Mandel Brothers a half- 
page of white and spectators in dressy 
types, as a “Prelude to Summer”. 
Carson, Pirie, Scott & Company’s full 
page was also devoted to shoes. 

Joseph Salon Shoes ran a series of 
quarter-page advertisements spread 
through the papers featuring a wide 
style and price range, with spectators 
receiving special attention. 

Temperatures near 70 and 80 most 
of the last two weeks of April gave a 
welcome spurt to shoe business. 
Lightweight styles and lighter colors 
have been moving at an accelerated 
pace. Anklets continue strong in de- 
mand and so do sling back pumps. 
Cobras in matching bag combinations 
are still good. 

Beige is beginning to sell. It is re- 
ceiving special emphasis in the Flor- 
sheim shops, referred to as “‘some- 
thing new in neutrals, Tahiti Suede 
—a fragile tint of beige with warm 
undertones in soft velvety suede”. 
Marshall Field & Company has been 


(Turn to Page 113, Please) 
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ROCK ISLAND 


MEW YORK FF 


Gray non-marking, crepe type outsole... 
sturdy diamond designed all around fox- 
ing... sanitary Serv-Arch insole... an all- 
purpose outdoor Pla-Shu. You'll ring up 
scores of sales on this low priced, scien- 
tifically constructed canvas rubber-soled 
shoe. Stock it today. Be ready to sell the 


shoe your customers want. 


Strong black duck upper . . . quarter re- 
inforcement with four thicknesses of duck 

. webbed duck backstay . . . dusky red 
molded non-slipping outsole . . . special 
high sun-tone foxing to edge of sole with 
sturdy toe cap and ankle patch to match 

. duck insole with molded cushioned 
arch and heel . . . a Pla-Shu that assures 
you of greater profits and your customers 


of absolute satisfaction. 


ILLINOIS, U.S.A 


CE AND WAREH SE 330 OF ADWAY Niw ¥ e* ~ Y 
AMD LAMBERTVILLE, Ww 


THE SERVUS RUBBER C0. 
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Walk-Over Shoes Are Airline’s Choice 





Window display of Walk-Over Shoes which were selected by American Airlines 
as the official hostesses’ shoes. The plane in the window is a model of the airline’s DC-6 
plane. A stewardess in each store modeled the shoes for the customers. 


Brockton, Mass.—Walk-Over dealers 
are now featuring the Walk-Over shoes 
selected by American Airlines as the 
official footwear of the 900 hostesses 
of that system. 

The idea back of this promotion by 
the Geo. E. Keith Co., located here, is 
that air travel makes the finest vaca- 
tion spots in the world easily accessible, 
and colorful posters have been provided 
to carry out this idea and to promote 
sales of the shoes. 

In those cities where American Air- 


Boldrick’s Names 
New Manager 

San Diego, Calif. — Named to head 
one of the well-known shoe organiza- 
tions o nthe Pacific coast, Andy Smith 
last month assumed charge of Bold- 
rick’s Fine Shoes, large pioneer foot- 
wear concern here. Mr. Smith is experi- 
enced in the shoe business, starting 25 
years ago in Washington, D. C., with 
Woodward & Lothrop. After five years 
with that organization, Mr. Smith 
moved to Seattle, Wash., where he be- 
came associated with the Bon Marche 
department store. He was connected 
with this concern when they moved 
from Second Avenue to their new loca- 
tion, and went there as assistant man- 
ager under Jack Conrad. 

After eleven years with the Bon 
Marche, Mr. Smith moved to Oakland, 
Cal., as manager and buyer for Kahn’s 
department store of that city, under 
the direction of Harold Boggs and John 
J. Riley. After four years with Kahn’s 
Mr. Smith came to this city as partner 
and assistant manager of Boldrick’s 
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lines has sales offices, dealers are fea- 
turing model airplanes, and steward- 
esses from the airlines are devoting a 
part of their off-duty hours to modeling 
their new shoes. Newspaper adver- 
tising and radio announcements are 
also being used by dealers to publicize 
the promotion. 

Details of the promotion were worked 
out between D. E. Alexander, adver- 
tising manager of the Geo. E. Keith 
Company, and Stanley Washburn, Jr., 
sales promotion manager for American 
Airlines. 





ANDY SMITH 


where with A. J. Slade, partner and 
manager, he has played an active part 
in the business life in this city. With 
the resignation of A. J. Slade, the re- 
maining partners have bought Mr. 
Slade’s interests and have named Mr. 
Smith manager. 





Shoes Sought for Needy 
War Children 


New York—Sylvie Hamilton of Fash- 
ion-Mating Service, who is chairman 
of a committee for the shoe industry 
which is cooperating with the Foster 
Parents’ Plan for War Children, Inc., to 
help put shoes on the feet of the thou- 
sands of unfortunate child war victims 
throughout the world, has asked the 
cooperation of BOOT AND SHOE RE- 
CORDER in bringing this matter to the 
attention of shoe merchants. Miss Ham- 
ilton says: 

“There is still time to save the limbs 
of thousands of men, women and chil- 
dren in Europe and Asia, this coming 
Winter. Last year many amputations 
occurred due to infected frost bite. With 
the lowered resistance of the people 
abroad, frost bite, becomes a serious 
problem. Last year, we received this 
heartbreaking cable: ‘Bleeding feet 
leave tracks in the snow. Please send 
us shoes as quickly as possible.’ 

“By placing a carton or barrel in your 
store with this poster attached we are 
sure you can help relieve the misery 
abroad. The poster will ask your cus- 
tomers to ‘Walk Out in Your New Shoes 
so They Can Walk in Your Old Shoes.’ 
You are asked to invite your customers 
to wear their new shoes out of the store 
and leave their old ones in the barrel. 

“National publicity will be released 
on this drive. Your local papers will 
carry a notice of it. When you have 
sufficient shoes, will you please be good 
enough to send them to the warehouse 
of the Foster Parents’ Plan for War 
Children, Inc., at 122 East 34th Street, 
New York City. If you wish, you can 
send your carton, C.0.D., Men’s, Wom- 
en’s and children’s shoes are needed. 
The children who will receive these 
shoes range up to eighteen years of 
age, so all sizes are required. Even 
single shoes are needed because there 
are many one-legged children who need 
a shoe. Please try to send only those 
you consider worthy of repair. You do 
not need to do any repairing or sorting. 
This will be done at the warehouse. 
Please ‘write at once for your poster.” 





Shoe Departments Merged 
In Chicago Store 

Chicago — All the conveniences of a 
complete family shoe store are now 
offered in the New Boston Store here 
with consolidation of all shoe depart- 
ments in one location. 

An unusual departure for a down- 
town department store, ali shoe sec- 
tions have been removed from their 
previous specialized locations in dif- 
ferent areas of the store. Men’s, wom- 
en’s, and children’s shoes now occupy 
a large portion of the fourth floor. 

Largest area is occupied by women’s 
shoes. There is also a slipper and 
leisure footwear shop, and a chiropo- 
dist’s office. Brand names are featured 
prominently in well lighted back- 
grounds. 
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design for selling 


@ in sketching a modern blueprint for building 
sales, Fortune gives you sharp styles in quality shoes that 
belie their down-to-earth prices. Upon this cornerstone 
Fortune expands the design to include seven full page, 
full color national ads, featuring four dynamic fall promotions, 
to reach the millions of readers of Collier's and Pic. Atop 
this powerful support Fortune sets the capstone to 
embrace professionally-produced dramatic window displays 
and point-of-sale aids, plus direct mail 
advertising and mats for your local 
newspaper advertising. All these are 
included in Fortune’s design for selling 
—a complete forceful program to insure 
steadily increasing sales and, extra 
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profits on your Fortune'ine. 
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Get Ready for it NOW! 


SEE TO IT that you are well stocked with this fast selling combination offer—Dr. Scholl’s 

PEDICREME and Dr. Scholl’s FOOT POWDER —85¢ value for 59¢, Fair Trade. Nationally 

advertised in THE SATURDAY EVENING POST, AMERICAN WEEKLY and COLLIER’S. 

Write for this Attractive Counter Display Card packed with each dozen combinations. Order a 
FREE good supply for this big sale NOW! $4.80 a dozen wholesale. 


Window SEE TO IT that you have our new Window Trim for DR. SCHOLL’S FOOT COMFORT* 
WEEK. It’s free and sent prepaid. Order now/ 


Material wares SEE YO IT that you are amply stocked with all the different Dr. Scholl's Aids for 
SENT PREPAID! the Feet you will need for this great annual promotion! 


THE SCHOLL MFG. CO., Inc. 


213 W. Schilier Street, Chicage 10, I. 62 West 14th Street, New York 11, N. ¥. 
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Noe Market Is Far from Saturated 





ELMO ROPER 


THE businessman of today must understand a good 
more than just his own business problems. It is almost 
axiomatic to say that he must be ever on the alert to 
find out new facts and new trends. Having facts is basic 
to an intelligent comprehension of the world as we know 
it. I don’t want to overstress the importance of facts. 
Facts, of course, can’t reason for you. But, neither can 
you reason wisely nor well without the facts. 

As you know, our organization recently completed 
two surveys for the joint committee of the National 
Shoe Manufacturers Association and the National Shoe 
Retailers Association. In these studies, we found out 
many basic facts about the shoe buying and shoe wear- 
ing habits of the American consumer — and something 
about the reasoning back of those habits. 

It has been known for a number of years, for example, 
what the sales of shoes were. But very little has been 
known about the pattern of ownership of shoes. 

Many people report that they are at the moment well- 
stocked with shoes. As might be expected, women have 
more pairs than men, and the prosperous more than the 
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Excerpts from an Address by Elmo Roper, 
Well Known Business Analyst Who Re- 
cently Conducted Two Surveys on Con- 
sumer Preferences in Shoes, Before the 
Tuesday Luncheon Meeting Held April 
27th at the National Shoe Fair in Chicago. 


less prosperous. Younger people in the twenties own more 
shoes than do their elders. But teen-agers are about on 
a par with the national average. 

Most pairs of shoes are reported to be in regular use. 
The only exceptions to this rule seem to be special kinds 
of footwear such as tennis shoes, evening slippers, and 
sport shoes. 

From the age of the shoes still being worn, we became 
convinced that one big problem was how to get people 
to throw away worn-out shoes. The average consumer’s 
“best” shoes are usually a relatively new pair. But there 
is a whole series of stages through which “seconds” or 
“next best” pass. Too many are still considered by the 
public to be an integral part of their shoe wardrobe, al- 
though the age and description of the shoes indicate that 
they have outlived their usefulness a long time ago. 

This reluctance of the public to relegate worn-out 
shoes to the rubbish heap accounts for the high number 
of shoes so many people report having on hand. New 
shoes, or shoes bought within the past year, account for 
only a fraction of the shoe wardrobe of America. There- 
fore, as “laymen”, we conclude that the average con- 
sumer’s shoe closet is not overly well stocked, if it can 
be called well stocked ar all. 

Closely related, of course, to the number of shoes peo- 
ple have on hand are their shoe-wearing habits. From the 
standpoint of future shoe sales, the number of times a 
day the consumer changes his or her shoes is important. 
We found that hardly more than five out of ten people 
change their footwear even once in the course of a normal 
day. The young, the prosperous, and the educated are 
more apt to change shoes than are other groups in the 
population. When a change is made early in the day, it 
is usually for reasons of comfort. Later in the day and 
in the evening, the change is likely to be made because 
some special activity demands it. 

But to us, at least, one future market for expansion 
would seem to lie in selling people on the need for chang- 
ing shoes one or more times a day. Increasing the number 
of changes per day should increase the variety and per- 
haps the size of the average shoe wardrobe. 

As far as the kind of shoes which people buy is con- 
cerned, there seems to be considerable room for investiga- 
tion in the realm of the “all-purpose” shoe. 

It may be that the shoes themselves are all right, and 

(Turn to Page 110, Please) 
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means repeat sales for you 


9 out of every 10 men who buy Matrix come back to 
buy Matrix Shoes again. Smart good looks . . . and 
the supple, supporting comfort of ‘‘your-footprint-in- 
leather’ make Matrix their favorite! That's why the 
Matrix franchise is so valuable to you! 
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Dates to Remember 





Fall Shoe Show, Midwestern Na- 
tional Shoe Travelers’ Association, 
Paxton Hotel, Omaha, Nebraska. 

May 15, 16, 17, 18, 1948 


Fall Showing, The Ohio Shoe Trav- 
elers’ Club, Hotels Gibson and 
Netherland Plaza, Cincinnati, O. 

May 16, 17, 18, 19, 1948 


Michigan Annual Summer Shoe Fair, 
Michigan Shoe Travelers’ Club, 
Hotels Pantlind and Morton, 
Grand Rapids, Mich. : 

May 16, 17, 18, 19, 1948 


Second International Store Modern- 
ization Show, Grand Central Pal- 
ace, New York City. 
July 6, 7, 8, 9, 10, 1948 


Charity Golf, Tournament, West 
Coast Shoe Travelers Associates, 
Lakewood Country Club, Long 
Beach, Calif. July 14, 1948 


Shoe Show, Tri-State Shoe Trav- 
elers, Hotel Statler, Buffalo, N. Y. 
July 18, 19, 1948 


Shoe Show, West Coast Shoe Trav- 
elers Associates, Haas Building, 
Hotels Biltmore and Lankershim, 
Los Angeles, Cal. 
November 20, 21, 22, and 23, 1948 


Edison Bros. Open New 


Store in Fort Worth 


Fort Worth, Tex. — Edison Bros. 
Stores, Inc., of St. Louis, opened a 
Burt’s Shoe Store at 301 Houston 
Street, here, recently. 

Occupying a corner in the heart of 
the women’s shopping district, its most 
striking feature is a television side wall 
affording full view of the 33x70-foot 
street level sales floor to passersby 
on the street. A second floor is devoted 
to storage. There are two large display 
windows. 

Inside, walls above merchandise 
shelves are in the same orchid shade 
as the boxes that contain pairs of the 
company’s shoes, Fixture units are 
blond maple. Medium piled green car- 
peting covers most of the floor space. 
Modern indirect lighting fixtures are 
installed in the ceiling, and in shadow 
boxes on the right side, opposite the 
television wall. There are chairs for 75 
customers. 

Store Manager Jack H. Rhodes has 
been with Edison for 10 years. He 
came to the new store from San Anto- 
nio, where he served as a Burt’s man- 
ager. There are 15 employees. 


Shoe Findings 
Catalog Ready 


Chicago, Ill.—A modern shoe-findings 
catalog is soon to be distributed by the 
Reick Langendorf Co., 31 S. Wells 
Street, in this city. The new catalog 
known as The Findings-Keeper is maga- 
zine-size, fully illustrated, indexed, and 
easy-to-read. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Ma Maclay and Me hes 


Boston 


W eu more retail stores are now in need of certain 
types of shoes than they have been for many weeks, and 
even months in some cases, they are, nevertheless, not 
open to buy since their stocks of other types are excessively 
large and must be thinned out before cash will be avail- 
able to buy any types. 

This is the picture being painted by salesmen on the 
road in many parts of the country but the effect on New 
England shoe manufacturers is less than might be ex- 
pected under the circumstances since there is a growing 
demand for shoes in the volume price range. To date, this 
demand has been confined largely to ballet types, low 
wedge heels, saddle patterns and flats. It is believed that 
the demand may spread to higher-heel styles since many 
merchants, particularly those who have specialized in 
“sensible” shoes, now are beginning to add more high- 
style lines in an attempt to boost dollar volume. The 
current demand, however, is not sufficient to make for 
economic manufacturing. 

To this condition there is one outstanding exception. 
Manufacturers making footwear for infants, children and 
growing girls are finding it necessary to continue quota 
practices and are unwilling, some of them unable, to take 
on any new customers. 

Large buyers—chains and mail order houses—have not 
yet placed many sizeable orders for early Fall delivery 
though more of them have come to the Boston market 
than were expected so soon after New England Shoe 
Market Week and the National Shoe Fair at Chicago. 
Wholesalers with large stocks are conducting clearance 
sales of the same types of shoes on which prices are cur- 
rently being cut at retail. 


Chicago 


‘ex National Shoe Fair failed to produce the much- 
talked-about and (on the part of retailers) much-hoped- 
for price reductions. Although Chicago manufacturers 
and wholesalers generally report that they booked satisfac- 
tory business at the show, there was disappointment in 
several sectors. 

Despite the fact that marked reductions did not come, 
price remains a prime consideration. Manufacturers con- 
tend that their mark-up this season will be less than last, 
due to rising costs, and insist that further price reductions 
are not possible. Retailers, on the other hand, can’t forget 
their mounting inventories. Some shoe sections in depart- 
ment stores, for instance, are well stocked with shoes that 
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aren’t moving. Thus far, they haven’t been able to secure 
permission from merchandise managers either to clear 
them out at marked reductions or to place any sizable 
new orders. 

The day of clearance sales, however, has definitely 
returned. There have been a number of them in Chicago 
even in the better stores since Easter, and there is every 
indication that they will increase both in numbers and in 
percentages of price reductions. Many shoe men regard 
this as a healthy sign and point to clearance of old stocks 
to make way for new shoes as a definite sign of normalcy. 

Shoes in the $10.95 to $14.95 price range seem to be 
in the most favored position locally, since that is being 
generally accepted as the moderate price range. It is shoes 
selling above this figure that are feeling the pinch most, 
and it is here that competition is particularly keen. 


St. Louis 


Mi seracrens in the St. Louis market feel 
that the orders they did not obtain at the Chicago Fair 
will be made up at regional shows and by salesmen as they 
cover their territories. A relatively accurate expression 
of this feeling was voiced by a manufacturer who said, 
“With the nation’s employment at 61 millions, an all- 
time high, we aren’t inclined to be very pessimistic about 
the status of business during the remainder of 1948.” 

Uncertainty on the part of retail merchants concern- 
ing the future of prices was cited by some producers as 
probably influencing a lack of selling at the Fair, while 
others said it was due primarily to heavy inventories and 
the belief on the part of retailers that they could obtain 
on-schedule deliveries, evén when placing their orders 
at a later date. Still other manufacturers stated that the 
tempo of selling at the Fair was merely an indication of 
a return to normal buying habits, which the increased 
availability of shoes had produced in the minds of buyers. 

As this is written indications are that prices will not 
change substantially in either direction from the levels 
made known at the Fair. With production costs still 
moving up, and no prospects in sight for a softening of 
the leather market, a number of manufacturers have 
pointed out that it may be difficult to hold prices. 

As elsewhere noted, International announced increases 
averaging 10 cents a pair at the Fair which came only a 
few weeks after reductions late in March which averaged 
20 cents a pair. Brown Shoe Company reduced prices on 
its women’s smooth calfskin shoes 10 to 35 cents at the 
Fair, without changing prices on suede calfskins and 
other types. 
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Light weight makes GRO-CORK: 
sell work and sports shoes 


Genuine cork combined with Gro-Cord’s quality compo- 
sition creates an amazingly light-weight shoe bottom 
with long-wearing qualities. Used extensively on high- 
grade work shoes, Gro-Cork* has the expected non-slip 
feature made famous by Gro-Cord.* 


This sole and heel in extra thick styles are used now by 
shoe manufacturers for boys and men’s sport shoes, too. 
They add a selling feature for they feel good on the 
foot—they’re smooth and pliable, yet the cork makes 


We will gladly furnish a list of shoe ~ them non-slip. 

manufacturers using this Gro-Cord* 

sole and heel design. The Gro-Cork* trade mark fits this design into the 
Gro-Cord* family perfectly—the reputation and adver- 


*Trade Marks Reg. U. S. Pat. Oft., on d 
G-C R. Co. tising of 28 years automatically add more sales power. 


GRO-CORD RUBBER CO., LIMA, OHIO 
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Shoe Market Is Far From Saturated 


(Continued from Page 105) 


that there are sufficient quantities of the right kind 
available if people — especially women — knew how to 
select and use them. The relative high percentage of 
women (especially older women) who report they hvae 
foot trouble may simply mean that, historically, women 
have placed undue emphasis on style rather than com- 
fort, in their selection of shoes. Perhaps absolute style 
and absolute comfort do not blend well in one shoe; or 
perhaps this was the case some time ago when some of 
today’s feet were going bad. However, the tendency to- 
wards lack of variety in many women’s shoe wardrobes, 
particularly older women’s wardrobes, makes us think 
that some of the trouble may derive from thinking of 
shoes too much in terms of an all-purpose shoe. Perhaps 
the shoe industry itself may have furnished a good deal 
of impetus towards an all-purpose shoe by stressing the 
linking of appearance and comfort — regardless of type 
of shoe — in its promotion. Young people — whose 
wardrobes show considerable variety as between low- 
heeled sport type, moccasin or walking shoes, and higher 
heeled dress shoes — point to one logical answer, whether 
or not they realize it yet themselves. Their activities 
have evidently forced many of them to the conclusion 
that there is no all-purpose shoe and that some shoes 
should be thought of in terms of activity and comfort, 
while others are thought of in terms of dress and ap- 
pearance. Since the young women, as much as the older 
women, still say it is hard to get shoes which are both 
comfortable and attractive, it seems that their actions 
and their philosophy about shoes are at some variance. 

A quick look at the shoe market among consumers 
today then, would be this. 

Some people have more than six pairs of shoes; but 
over a third of the women and half of the men don’t. 
And many of these shoes are in such condition I’m sure 
you would say they should be thrown away. Some peo- 
ple have more than three different types of shoes; but 
more than half the population has less. Some people buy 
shoes at less than six months’ interval; but many people, 
and particularly men, do not. Some people buy more than 
two pairs of shoes a year; but over a third of the women 
and half of the men bought only one or two pairs last 
year, and 9 per cent of the women and 17 per cent of 
the men bought none. Some people find it easy to get 
good-looking and comfortable shoes; but about half 
the women and a third of the men do not. 

When thought of in terms of “good customers” today, 
the market for shoes is far from saturated. 

The last three years of American business have, as 
everyone knows, been better than perhaps anyone ex- 
pected them to be during the war. We rode out the prob- 
lems of reconversion and retooling and are still, on the 
whole, expanding. We have without question today at- 
tained the highest living standards the world has ever 
known. And we can see no reason why business should 
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not continue to get better, or at the least, stay as good. 

But in many ways, I think the war years spoiled a 
good many business men. And as we now enter into what 
looks like a buyer’s market again, perhaps it would be 
well to think about some of the changes we are likely 
to see. 

It is true that increased armaments expenditures and 
Marshall Plan spending will form some kind of a cushion 
underneath the economy. They will give a good many 
businesses the same kind of blanket, government-under- 
written market they had during the war. 

But, in many areas of industry, the Marshall Plan and 
military expenditures will have little effect. These busi- 
nessmen now have to go out and sell their product again. 

And, this is undeniably good for the American system. 
We must get back to competition. We can’t depend on 
Uncle Sam to do our selling and our buying for us. | 
don’t think American business needs a crutch to lean on. 
I think, if all our domestic industry would become really 
competitive again, we could not only serve our own 
people’s needs better but we could in the end send more 
abroad. 

Bur this means that we will have to show a good deal 
more ingenuity in our business methods than has been 
demonstrated since the end of the war. It puts a pre- 
mium on better methods of production. The public will 
no longer buy second grade goods at first grade prices. 

Added to the change in psychology among the buying 
public has been the change in the buying power of the 
public. People no longer have the large back-logs of per- 
sonal savings which they had at the end of the war. 
They are no longer starved for consumer goods which 
they had gone without for so many years. 

Prices have risen too high, and from what I have 
gathered from the recent action of U.S. Steel, Westing- 
house, General Electric and some others, a part of big 
business, at least, sees the handwriting on the wall. You 
just can’t go on selling at the top price you think you 
can get for your product. As our most recent economic 
history shows us, when you do it you eventually price 
a fair part of your buyers out of the market-place. And 
that reduces our own physical volume of sales and gives 
us a smaller potential market. 

There’s been a tendency on the part of a good section 
of business, especially in the past year, to keep a firm 
eye on the dollar income side of the ledger and to wink 
away the physical unit sales side. Let’s not kid ourselves. 
In many items in many department stores, the physical 
number of items sold has dropped off. Dollar sales have 
increased. But that is a mirage, because the increase has 
been more than wholly accounted for by price increases. 

I don’t know where the price spiral is leading. But I 
do know, and you know, that prices can’t continue to 
rise forever. In the end, every producer must depend on 
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a certain number of consumers. And this might seem to 
be an exaggeration, but the fastest vanishing animal in 
North America today is the consumer of non-essentiats 
in the lower and lower middle income brackets. 


Now i think this job of halting the upward trend of 
prices and of keeping our economy stabilized at a work- 
able, prosperous level is primarily the job of business. 
But, in recent years, we have learned that if a depression 
comes upon us, everyone suffers. And though business 
is perhaps primarily obliged to lead us to prosperity and 
away from a decline, avoiding a depression is really some- 
thing everyone can work towards. In recent years, 
whether you like it or not, the role of the President of 
the United States has had an important bearing on our 
economic life. 

And the part of government in our economy is likely 
to continue to have an important influence on our eco- 
nomic lives. Whether taxes are high or low makes a lot 
of difference in terms of prices and investment. Whether 
we retire the debt fast or slow affects the spending of 
the government, and the rate of dollars available for 
purchasing power. As I mentioned a few moments ago, 
increased military expenditures and increased aid to 
Europe will affect many thousands of businesses, and the 
economic fortunes of millions right here in America. 

In effect, today, we have four pillars in our economic 
life: business, labor, farmers, and government. Part of 
our trouble, perhaps, has been due to a real lack of joint 
planning by all these groups. And certainly the quickest 
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way to economic chacs and a crash is for any one of the 
groups to think that another of the groups is more of an 
enemy than is a depression itself. 

I think we need cooperation between labor, manage- 
ment, farmers, and government, and competition be- 
tween individual businesses to bring prices down. I think 
the key is a common confidence and the willingness to 
put the welfare of all the people before the welfare of any 
single group. This isn’t idealism. This is good business. 

No part of the shoe industry can separate its welfare 
from the welfare of the entire industry. And the shoe 
industry cannot separate its well-being from the rest 
of business. And business will boom only as long as con- 


sumers are well off. 


Where Footwear Still Means Handicraft 
(Continued from Page 107) 

dustrial Revolution and clung to the methods of the 

ancient European bootmakers. To them, footwear is 

something that begins as a piece of leather and ends on the 

foot of a satisfied customer without leaving their one- 

room store and workshop in the process. 

That problem of shrinking markets has been nicely 
handled, too. The brothers have reasoned that although 
trappers, lumberjacks, and sled dogs are vanishing, vaca- 
tioners, lovers of ultra-soft lounging slippers, people with 
foot trouble, and babies are not. Hence, soft white “elk- 
skin” moccasins and baby shoes continue to be fast- 


moving items. 








Gold Promotion Pays Off 


(Continued from Page 94) 


convinced that we haven’t even scratch- 
ed the surface yet. I want every woman 
in Southern California to feel that she 
has to have a pair of gold shoes. And 
I want to put over the idea that Innes 
is the one store where she can find 
that particular gold shoe that is best 
suited to her.” 

Gold had limitless possibilities, Ralph 
Carson, the store’s advertising coun- 
sellor, agreed. It was an exciting, color- 
ful theme that lent itself easily to news- 
paper and direct-mail advertising and 
could be developed in window displays 
and on the selling floor. 

Together Mr. Seigel and Mr. Carson 
hit upon the idea of an advertising pro- 
gram with the theme of gold as “a 
fashion must in every wardrobe. Shim- 
mering gold—for daytime with a bal- 
lerina skirt...for evening with the 
dressiest gown.” 

“We needed thousands of pairs of 
shoes and a lot of different styles in 
order to back up our tremendous ad- 
vertising and promotional campaign,” 
Mr. Seige! pointed out. 

From one manufacturer he ordered 
twenty patterns, each different, so 
that there was bound to be a style to 
appeal to every taste. Variety of style 
was a most important feature, because 
as Mr. Seigel pointed out, he wanted to 
give women the idea that Innes was 
loaded with gold. 

Mr. Seigel wasn’t going to miss a 
sale because a customer could not be 
fitted, so he stocked every length and 
width that the manufacturer could 
produce, These ranged from 3 to 10 in 
slim, narrow, and medium widths. 

With severa] thousand pairs of gold 
shoes occupying practically every 
available shelf on the huge second 
floor, the sales force primed for action, 
window and interior displays ready to 
be unveiled, Mr. Seigel broke the first 
newspaper announcement on Sunday, 
February 15. This consisted of a half- 
page advertisement in the society 
section of the Los Angeles Examiner, 
the newspaper with the largest Sunday 
circulation, 

One section of the advertisement 
contained a mail-order blank. It was 
pointed out that the shoes were from 
“our new enlarged second floor, the 
Promenade Shop.” This new name for 
the old section, together with the 
youthful, stylewise footwear, had a 
wonderful psychological effect, Mr. 
Seigel was soon to discover. 

From the moment the doors opened 
the following day, he realized that he 
had a sell-out on his hands. The first 
newspaper advertisement resulted in 
an avalanche of business. Some 100 
mail orders were placed during the 
first two days, these orders alone more 
than paying for that first advertise- 
ment. 

Full-page advertisements were run 
in the three other daily newspapers 
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during the week, followed by more full- 
page announcements in the Sunday 
newspapers for February 22 and 29. 

In order to make the second floor a 
mecca for the younger crowd, advertise- 
ments were run in college newspapers 
and magazines. In these, college girls 
posed as models, showing the versatility 
of gold kid in campus wardrobes. This 
was the first direct appeal to the young- 
er set that Innes had ever made, and 
it succeeded in attracting droves of 
schoolgirls. 

Creating a minor sensation were 
window displays gleaming with gold. 
Occupying the entire side of the store 
on Olive Street, these windows carried 
out the theme of the newspaper ad- 
vertisements, illustrating the diversity 
of styles and their all-occasion wear. 
For props there were gold prospectors’ 
pans and picks, colossal gold “nuggets,” 
and large strips of gold leather. Gold 
handbags and belts enhanced the strik- 
ing display. 

No matter where the customer 
looked, she could not escape the fact 
that gold was the stellar attraction at 
Innes. On the elevators, glossy repro- 
ductions of the newspaper advertise- 
ments were posted. As she stepped 
out of the elevator, she could see tables 
stocked with neat displays of gold, en- 
abling her to choose quickly the styles 
she preferred. 

As the promotion continued it gained 
impetus, New styles were added and a 
constant stream oi advertisements 
helped keep gold in the public eye. 

Mr. Seigel had to reorder every one 
of the patterns daily. “I thought I had 
stocked plenty, but plenty is not enough 
when they are selling like hotcakes.” 

Who bought gold? “Old women, 
young women—in fact, anyone who 
wears a skirt,” Mr. Seigel exclaimed. 
“It doesn’t seem to matter what her 
taste in clothes. Every woman wants 
gold on her feet, even though she 
might not have the new look in her 
dress.” 

Today the gold rush is still on at 
Innes. “There seems to be no let-up in 
sight,” Mr. Seigel said. “I still feel 
that we have barely scratched the sur- 
face in gold, and that is why we are 
continuing to promote it heavily.” 


Men’s Shoe Store Adopts 
The Whole Family 
(Continued from Page 92) 


orange plastic covered chairs of blond 
wood. Shadow boxes for shoe displays 
are made up of weltex wood, buff col- 
ored. The entire stock in the store is 
hidden. The department is managed by 
Bill Raymond, who has been in the shoe 
business for a number of years and is 
well known in Ogden. 

The women’s department has light 
blue weltex walls with eggplant shadow 





boxes on each side. There are full- 
length mirrors on both sides of the 
accessories bar, and blond wood chairs 
are covered in white plastic. The ac- 
cessories bar and cashier’s desk are 
matching blond oak wood. 

The walls behind the cashier’s desk 
and in the chiropodist’s office, located 
directly across from the desk, are cov- 
ered with dark oak photographic paper. 
Managing the women’s department is 
William Hotchkiss, formerly of L. R. 
Samuel’s in Ogden. 

The children’s department, under the 
management of Bud Unck, is high- 
lighted by a gay and unique floor cov- 
ering. It is a linoleum rug, which was 
ordered especially with nursery rhymes 
and pictures. The children enjoy it so 
much that it is hard to keep them 
seated on the continuous blue jeather 
covered bench that runs along one side 
of the department. 


This section is topped off with a 
suspended cloud, which is inset with 
four floodlights; at a lower level a 
canopy extends over half of the depart- 
ment. Pink poles, which appear to be 
candy sticks, are made of a twisted 
wood. These are used throughout the 
shadow boxes and run from floor to 
ceiling in the forepart of the depart- 
ment. The stockroom is directly off 
this section. 


The shadow boxes throughout the 
store are lighted with fluorescent 
tubing and can be controlled separately. 
Main store floor covering is a red rust 
rug extending from the men’s depart- 
ment to the children’s, 


As for the entrance to the store, the 
window on the left runs straight and 
the one on the right is on an angle 
which gives the lobby a roomier ap- 
pearance. Both windows extend into 
the store about six feet, with the door 
and side lights made of solid glass. The 
customer can walk into the front of the 
store and point out the shoe he or she 
wants without having to go out into the 
lobby. 





New Slipper Shop Opened 


Jackson, Miss. — The new Princess 
Slipper Shop, 415 East Capitol Street, 
held its formal opening here recently. 
Roy E. Champion is owner. 


A complete and gala program was ar- 
ranged for the occasion, including the 
showing of the newest in women’s foot- 
wear by attractive local models, radio 
broadcasts direct from the store and 
many other interesting events. 


A number of leading shoe manufac- 
turers and their representatives at- 
tended the formal opening of the 
locally-owned Princess Slipper Shop. 
They included E. L. Boneau, sales man- 
ager of Kane, Dunham and Kraus, Inc., 
of Washington, Mo.; Jack Davis of 
Moulton-Bartley, Inc., St. Louis; Ace 
Brown of Hamilton, Scheu & Walsh; 
representatives of Internationa] Shoe 
Company, and others. 
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Review of Retail Trade 
(Continued from Page 100) 
placing fash:ion stress on “pussy-wil- 
low gray suede” described as “A 
warm subtle tone for a fashion sea- 
son addicted to color afoot ... a hue 
to complement your pretty Spring 
pastels, a tint to echo tones from your 
Summer prints, to play a color coun- 
terpoint with your shantungs and 


silks.” 


St. Louis Cautious 
In Fall Purchases 


From all indications in St. Louis, 
buyer strategy in promoting Fall 
shoes will place a heavy emphasis on 
stocking up with types for which 
there is a known demand, rather than 
on ultra-new patterns which are un- 
tested from the standpoint of con- 
sumer acceptance. Buyers plan to 
buy carefully for Fall, committing 
themselves for only a few weeks 
ahead of their needs, and in that man- 
ner, maintaining a strong cash re- 
serve with which to go into the mar- 
ket at various intervals and make 
purchases for the needs of the mo- 
ment. 

Buyers are not going overboard on 
any one particular type of shoe, it 
would appear; most of them feel that 
many of the variations of the “new 
look” in footwear will continue to 
run a step or two behind older fa- 
vorites for some time to come. Closed 
shoes for Fall, for exampie, probably 
will not exceed 17 or 18 per cent of 
total stocks, one buyer said, “al- 
though we expect them to make defi- 
nite headway in demand preference 
as the season progresses.” 

The platform, likewise, is another 
old favorite which is expected to con- 
tinue to run high in sales for Fall, 
although the half-inch platform of 
other years is expected to give way 
to the quarter-inch heights which 
have moved upward in popularity in 
the Spring selling season. Various 
applications of strap treatments, of 
course, will figure heavily in the plans 
of buyers for Fall, but even here, 
caution is the watchword. 

Flats at the moment have created 
a problem. They are not moving too 
fast during the Spring selling period, 
and buyers here expressed some doubt 
as to whether or not they will go 
very heavily on these types in making 
their purchases for Fall. Some buy- 
ers flatly state that they do not be- 
lieve the flat will ever attain much 
demand as a shoe for dress-up wear, 
while others concede that there is a 
place for the dressy shoe on a low 


heel. 
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For shoe values that beat the 
and for “fill-in” serv- 


Increased sales with less stock inventory . . . ania 
profits with lower inventory risk . . . faster turnover and 
better stock control . . . all made possible for you 
through 40 TRADE BUILDER wholesale distributors 
whose over-night service covers every foot of the country 
from coast-to-coast. 
toughest kind of competition .. . 
ice that beats anything you've ever experienced . . . 


TIE UP WITH TRADE BUILDERS. 
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FOR THE NAME OF 
YOUR NEAREST TRADE 
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BUD: Genuine Black Kid 


oxford, steel arch support, 
half rubber heel and Oak- 


bend sole. 
Width Sizes 
0-1 7 to 12 
1-2 7 to 12 
2-3 éto 12 
3-4 Sto 12 
45 Sto 12 
6-7 Sto i2 












DAVE: 
Same as Bud 
only in Brown 


- 


Kid. a 








M. T. SHAW, INC., COLDWATER, MICHIGAN 
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Ze NEW BALLERINA 
With Removable Ankle Strap 


Elk Leother 
V Throot pattern 


Durable sole 








“hi, 


Aa 
CCLYALG, 


THE n 
By GERD 


bs 


. 
SS 
$8 


rm 
=s = 
WWWiwanant 


“ca Box toe 
é 6132—Block Elk 
@ — 6332—Biock Suede “gt 
P0432 —White Etk $2.35 ty 
6632—Red Elk ZZ 
% 6732—Green Elk 4£E 
gr $832—Gold Elk $2.60 ty 
Z Sizes 4-9 M Width “hy 
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& Samples on Request tt“ 
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Z Golure boxes , 
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PY Truly the tops in fashion, the new Ballerina, in plump elk, by Gerda, is just the shoe Oo 
4 you need to increase your sales. A removable ankle strap makes it an all around shoe [ff 
24 for street wear, dancing or the beach. Light, gay and so irresistible that your “aA 
24 customers will want them on sight. Another sales promoter for you — from Gerda, %: 
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Warns Men To Take 
Care of Their Feet 

Rockland, Mass. — Men can prevent 
some of the foot faults from which 
women are suffering if they will avoid 
some of the mistakes wormen have made 
in the selection of their shoes during 
the past year. According to Dr. Joseph 
Lelyveld, chairman of the National 
Foot Health Council, there has been a 
tremendous increase in the number of 
foot ills among women attributed to 
the wearing of tie-less shoes for gen- 
eral purposes. 

The popularity of these casual, slip- 
on shoes is growing among men, too, 
but Dr. Lelyveld warns that they should 
not be worn on the street or to business; 
they are a special purpose shoe for 
occasional wear, and as such have a 
place in the shoe wardrobe of every 
man. But to wear these loose fitting 
shoes to business will cause weak feet, 
fatigue, and all the symptoms of ar- 
thritis in the knees and back. These 
days men cannot afford to slow down. 
To keep on their toes, abreast of com- 
petitive business, men need good feet. 
And so do the women folks, too, accord- 
ing to Dr. Lelyveld, but it is almost 
hopeless to impress on school, college, 
and business girls that the foot protec- 
tion of an oxford tie is essential to the 
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the House of Hits, where “prices are down and volume is up.” , 
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GERDA Footwear co. INC 
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normal development and support of the 
feet. 

The careless selection of shoes is re- 
sponsible for 90 per cent of all foot 
troubles, said Dr. Lelyveld, who is also 
chairman and the founder of National 
Foot Health Week, to be observed May 
22 to 29 throughout the United States, 
Alaska, Canada, England, Australia, 
South Africa, and several other coun- 
tries. 





Modern Shoe Department 
Opened by Brown-McDonald 


Colby, Kansas—Grand opening of the 
large Brown-McDonald company store 
was held here recently, and a large 
crowd attended. This firm, which has a 
modern shoe department, also handles 
other merchandise. 

The new Colby store brings to nine 
the number of stores operated by 
Brown--McDonald in Kansas, and is 
among the largest of all their stores 
in communities of like population. 

In addition to Kansas stores, the 
company with its general office located 
at Hastings, Nebr., has 28 stores in 
Nebraska, two in Colorado, and one in 


Iowa. 
Hugo E. Windolph is manager of 


the Colby store. 





Mark Edison Heads 


Chain Store Group 


Chicago — Mark A. Edison, vice- 
president and treasurer of Edison 
Bros., St. Louis, was elected president 
of the National Association of Shoe 
Chain Stores at the association’s an- 
nual meeting held in the Hotel Stevens 





MARK EDISON 


at the National Shoe Fair. Other offi- 
cers elected are as follows: D. W. Herr- 
man, Miles Shoe Stores, New York, 
first vice-president; Frank J. Schell, 
Sears, Roebuck & Co., Chicago, second 
vice-president; George L. Smith, G. R. 
Kinney & Co., New York, treasurer. 
Edward Atkins was reelected executive 
secretary, and Benjamin Seligman was 
renamed general counsel. 

Five directors were elected for three- 
year terms, as follows: Dan M. Collier, 
The Dan Cohen Co., Cincinnati; Mark 
Edison; Lawrence Merle, Endicott- 
Johnson Corp., Endicott, N. Y.; Alfred 
L. Morse, Morse Shoe Stores, Boston; 
Frank J. Schell. One new director was 
elected to fill an unexpired term. He is 
Morton B. Weiss, Triangle Shoe Stores, 
Wilkes Barre, Pa. 

Among actions taken at the meeting, 
approval was voted of a report by a 
joint committee of plans for the joint 
sponsorship by the New England Shoe 
and Leather Association and the chain 
store organization of A Program of 
Volume Shoe Shows to be called Volume 
Shoe Shows of America. These will be 
held in New York twice a year. 





Presents Line to 


Fashion Press 

Chicago.—Miss Verne Clarke, of 
Town and Country Shoes, presented 
the new line of Fall shoes to a large 
group »f retailers and members of the 
fashion press at the Embassy Room 
of the Morrison Hotel during the Na- 
tional Shoe Fair. Several wedge pat- 
terns and a new walking shoe, a closed 
shoe made on a new last, were shown. 
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"The United Finishing Specialist 
Shows Us How to Finish the Different 
Leathers Coming Through”. . . 


“EVERY DAY a wide range of shoes using 


different leathers comes through our finishing agagas P| ; 
room ... and we look to the United for the | NI (Fi) 
help of its finishing specialists. In this way we YU wut 


secure a more uniform final finish—more uni- Ir] AATIIAL A 
form lustre — on our complete line.” f | i |S i rs 
More and more finishing room foremen are ) : 


relying on the United Finishing Specialists for PRODUCTS 
help in solving their difficult problems. OF 





If you have a finishing problem .. . call for 


a United Finishing Specialise. B B CHEMICAL CO. 


FINISHES FOR UPPERS + SGOTTOMS * HEELS © EOGES 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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Really Worth Selling 


SHOE MANUFACTURING CO. 
MILWAUKEE 10 WISCONSIN 


GOODYEAR WELTS EXCLUSIVELY 


PARE NTS 
“3 NATIONALLY ADVERTISED 
: NUMBER 845 
Tan and Brown 
Orthopedic Saddle 
A 8% to 12....A, B,C, D 
Fs 12% to 3....A, B,C. D 
zs ALSO AVAILABLE IN 
} GROWING GIRLS’ 
* SIZES 
ALL IN STOCK 
NOW! 
¢ e@ Thoroughly Tested Orthopedic Lasts 
e Orthopedically Designed Coordinated Patterns 
af e@ Matched Left and Right Quarter Patterns 
@ Solid Leather Long Inside Counters 
3 e Left and Right Spring Steel Shanks 
re e Wedged Thomas Orthopedic Heels 
e Smart Styling and Beautiful Leathers 
e Outstanding Craftsmanship 
be - Increased production makes a 
- Child Life Shoes limited number of Child Life 
; franchises available. 


NEW YORK OFFICE ‘y 
2260 Sherwood Rd., 
Bywggeae San Marino, California 


NO. CALIF., WASH. & ORE. 
C. F. Bearce 














WCSTA Approves Plan for 
Widow’s Fund 

Los Angeles, Calif.—Due to the ab- 
sence of President Jimmie Thompson, 
Jack May, second vice-president, acted 
as chairman of the March meeting of 
the West Coast Shoe Travelers Associ- 
ates, recently. Many prominent shoe 
men were in attendance, among them 
E, V. “Red” Stewart; M. K. Weil of the 
M. K. Weil Shoe Co., St. Louis; Roy 
Reynolds, buyer for J. W. Robinson Co.; 
L. C. Eisele, buyer for We herby-Kay- 
ser; Manny Eisen, California Shoes, 
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Ltd.; Frank Crapo, Desmond’s; and M. 
Thomas Hurley, buyer for the May Co. 

A plan to have a widow’s fund was 
presented by Jack Newcomb, member 
of the board of directors. Meeting with 
the unanimous approval of the shoe 
men, this plan wil] present a member's 
widow with $200 or more on the day of 
his death. Although emphasis was 
placed on the fact that it will not be 
obligatory, each member and every as- 
sociate member will be asked to pledge 
$2.00 initial payment, and upon the 
death of a member, the associate auto- 
matically is assessed with a $1.00 








charge. It was agreed to have the wel- 
fare trustees act as administrators. 

Gil Winneguth suggested that the 
board consider having the associates at 
San Francisco, Portland, and Seattle 
shoe shows, which follow the WCSTA 
convention here. He pointed out that 
this did not have to be a convention, but 
rather a market week or gathering of 
the associates at these shows. Such a 
move, he felt, would allow those buyers 
who did not attend the Los Angeles 
show to see the traveling men and 
would do much to aid the organization 
as a whole. 

The following men were admitted as 
members: Vic H. Dressen, Los Angeles, 
Grinnell Shoe Co., Grinnell, Iowa; Jo- 
seph J. Rathy, Rathy Shoes, Inc., 
Pomona, Calif.; Jerome Garber, Jayson 
Shoe Co., Los Angeles; I. Vin Baker, 
Athletic Shoe Co., Chicago; Charles A. 
Estey, Glendale, Calif., Kromark Mfg. 
Co., Brooklyn; Atton D. Snyder, Glen- 
dale, Trimfoot Co., Farmington, Mo.; 
V. M. Curtis, Sherman Oaks, Calif., 
Hamilton, Scheu & Walsh, St. Louis; 
A. E. Furguson, Marshall, Meadows & 
Stewart, Inc., Auburn, N. Y. 

New associate members are A. D. 
Bellamy, Bellamy’s Shoe Co., Idaho 
Falls, Idaho; Edward Brown, Dr. A. 
Reed Arch Shoe Store, Los Angeles; 
Emil Olson, A. L. Brown Shoe Co., 
Salinas, Calif., and Jack Behr, Los An- 
geles, BOOT AND SHOE RECORDER. 





Cannot Predict Future 
Level of Shoe Prices 


St. Louis—According to Arthur H. 
Gale, Jr., secretary of the St. Louis 
Manufacturers Association, an accurate 
forecast of the future level of shoe 
prices is virtually impossible, due to 
the packing house strike and the pos- 
sible effect on prices following enact- 
ment of the European Recovery Plan. 

The former, if extended, would bring 
about the slaughter of fewer cattle and 
a resultant stiffening of hide and leath- 
er prices, while the European Recovery 
Plan, through its making available of 
more dollars for purchase of American 
goods, conceivably also could have a 
firming effect on prices. 

Still another factor, which he men- 
tioned as making it difficult to predict 
the future of shoe prices, was military 
requirements in the event of Universal 
Military Training or re-enactment of 
the draft or both. 

The liquidation and movement of a 
number of shoe plants in New England, 
he emphasized, likewise could not be 
taken as an indication of lower shoe 
prices. 





Opens New Store 


Buffalo, N. Y.—-A new store, known 
as Schumaker’s Footwear, owned by 
Samuel Schumaker, a former salesman 
for the Jay and Richard’s shoe com- 
panies, has been opened at 3161 Bailey 
Avenue, in this city. 
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THE ORIGINAL 
X-RAY SHOE FITTER 


Yes, the Simplex fairly 
sparkles with features 
that can be measured 
in terms of Positive 
Safety ... Finer Perfor- 
mance... Better Shoe- 
manship... Greater 
Convenience... for you, 
your customers, and 
your sales people! Ask 
your Simplex Repre- 
sentative or write for 
details. 


SAV; 
X-RAY 
SHOE FITTER Yenc. 


3533 NORTH PALMER STREET 
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Frederick A. Miller Dies 

Columbus, Ohio—Frederick A. Miller, 
chairman of the board of the H. C. God- 
man Company here, died at his home re- 
cently after an illness of a month. He 
was 63. 

Mr. Miller joined the firm in 1901. 
He became president on the death of 
his father, William Miller, who had 
founded it. He became chairman of the 
board four years ago. James O. Moore 
succeeded him as president. 

Mr. Miller served as president of the 
National Shoe Manufacturers Associ- 
ation from 1935 to 1936 and as chairman 
of the board from 1937 to 1938. 

Mr. Miller was an active philanthro- 
pist. During World War I he was presi- 
dent of the “Three-million-more war 
chest” and also chairman of the cam- 
paign to raise building funds for the 
Y.M.C.A. At the time of the 1924 Lo- 
rain tornado, Governor Donahey ap- 
pointed him head of a committee to 
raise and administer one million dollars 
in relief funds. He was also a former 
chairman of the Columbus Community 
Fund. 

He is survived by his widow, Mrs. 
Roberta M. Miller; a son, Edward Wil- 
liam; a daughter, Mrs. Webster Bran- 
don; and a sister, Mrs. Katherine 
Morse. 

Services were held in the Weir Fu- 
neral Home. Burial was in Green 
Lawn Cemetery. 





Berland’s Open New 
Store In Oakland 


Oakland, Cal. — Berland’s recently 
opened a new shoe store here on Tel- 
egraph Avenue at 18th Street, the 
latest branch of the nationwide chain. 

Many new construction ideas have 
been incorporated in the new building. 
From the front inset entrance with its 
unique clear-vision display windows 
and throughout the interior itself the 
store exemplifies the latest and newest 
ideas in shoe merchandising, including 
one of the largest “suspended island” 
displays in Northern California. All 
merchandise sold in the store is shown 
in cases suspended from the ceiling, 
and all stocks of shoes are kept in 
concealed store rooms. The interior 
of the salon is decorated in soft pastel 
shades with comfortable chairs for 
customers arranged in a series of 
pleasant groupings. 

The store has been under construct- 
ion for the past year, and was built 
at a cost of over $75,000. 

James Kernes of Oakland has been 
appointed manager of the new store. 
He has been employed by the company 
for the past 15 years. 





Boot Shop Redecorated 

Harrisburg, Pa.—Remodeling work to 
the London Boot Shop, 38 North Third 
Street, here, owned by Fred Friedman, 
was recently completed. 

The interior of the men’s shoe store 
was redecorated and a new lighting sys- 
tem installed. 











PUT 
HEALTH SPOT SHOES 
ON YOUR 
BEST SELLER LIST! 


wi4s 
Black Kid 
$9.50 







There’s a continuous demand for 
these famous comfort shoes, an im- 
mediate need for added Health Spot 
distribution points all over America. 


Not subject to fad, fashion or sea- 
sonal markdowns, Health Spot 
Shoes bring you steady repeat sales 
and fair profits month-after-month. 
It’s the only complete line of men, 
women and children’s shoes made 
with thick, mellow channel inner- 
sole. 


For footwear of recognized quality, 
for an established, nationally known 
name, for promotion assistance and 
dealer aids, nothing tops Health 


Spot Shoes. 

so12 
Tan Calf 
$9.50 







Investigate the possibility of adding 
Health Spot Shoes to your stock .. . 
write today for full details, The 
Health Spot Shoe Company, 1240 
West Lawrence Avenue, Chicago 40. 
Exclusive franchises available in 
cities of 25,000 or over. 


HEALTH SPOT SHOES 


THE WAY TO 
FOOT COMFORT 


Shoes for 
MEN - WOMEN - CHILDREN 


1240 West Lawrence Avenue 
Chicage 40, tlinols 
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Do you know 


BELLEVILLE 


or white leather. 





PRIMA, 
705 Ann St., 
| 








Columbus 6, Ohio 














A CHOICE OF WIDTHS IN TAP SHOES! 


Boost your tap shoe sales by offering your customers a choice 
of widths! Prima quality features all over patent leather con- 
struction, aluminum toe taps included. Choice of black patent 


Child’s Sizes, 844-12, one width, $2.35 
Misses’ Sizes, 1244-3 A & C widths, $2.60 
Girls’ Sizes, 344-9, AA & B Widths, $2.85 


There is a service charge of 10c 
per pair on orders of less than 
12 pairs. Terms: Net 30 days. 


Od er iw / 


Inc. 











California’ s Oldest 


Shoe Firm Reorganizes 





Harvey R. Herold, Phil B. Herold and Chester Herold, signing a new partnership 


agreement. 
Herold's. 


Calif. — What has been 
Herold Shoe Company in this city, is 
now simply Herolds, a_ partnership 
formed by Chester Herold, Harvey R. 
Herold and Phil B. Herold, son of 
Chester Herold. 

The business was founded in 1869 
by the late Phil Herold, and until now 
carried on by Chester and 
Phil Herold is now an 


San Jose, 


had been 


Harvey Herold. 
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The trio recently changed the name of the Herold Shoe Company to 
The company is one of California's oldest shoe concerns. 


active partner, making the third gener- 
ation in the store. 

In this, their 79th year; the firm’s 
business has grown. The women’s and 
children’s store has been enlarged and 
remodeled, and an exclusive men’s store 
has been opened a few doors North of 
the present location. 

Chester Herold and his son, Phil, 
have been in the market frequently, 
while Harvey looks after the store 
operation. 


Their two slogans, “California’s Old- 
est Shoe Concern” and “The House of 
Unusual Sizes” have earned for them 
a wide reputation. 





Golf Tournament Planned 


By WCSTA 


Los Angeles — The Sports Commit- 
tee of the West Coast Shoe Travelers 
Associates, headed by Carl Winneguth, 
has just completed arrangements for 
the annual charity golf tournament 
which will be held at the Lakewood 
Country Club, Lakewood Village, Long 
Beach, on July 14. There will be prizes 
galore whose total value will run into 
several hundred dollars for the winners 


in the tournament. Climaxing the af- 
fair will be the award of a new 1949 
Ford to the winning contestant. Fol- 


lowing the dinner will be dancing until 
midnight. Tee-off time is set for 9 A.M. 





New Slipper Shop Opened 


Jackson, Miss. — The new Princess 
Slipper Shop opened its doors to the 
public in a gala formal opening in 
March. The new shoe store is located 
at 416 East Capitol Street, and is 
owned by Roy E. Champion, with Allen 
B. Epps, manager. The store will fea- 
ture many nationally famous names. 


Boot and Shoe Recorder 








TODAY, more than ever it’s - 














f 

n 

: 

r 

it 

d 

E Advertised in 

; NATIONAL 

: PUBLICATIONS os 
#) 

a 

n 

NATURAL BRIDGE SHOEMAKERS hy 
n 


Division of Cranvock-Terey Suoet Corporation, Lyncnsurc, Vircinia 


May 15, 1948 119 
































7 
C 
E 
s 
f 
tl 
T 
re 
it 
Pp 
ts 
g 
te 
te 
b 
5 
S 
in 
sk 
th 
re 
th 
cl 
m 
re 
of 
tr 
tic 
| co 
| E: 
se 
Yes, you and the England-Walton FIBRE-SORTING | 
! 7) £ 7 
expert are both looking at leather cross-sections. For you, | &? eglar ed- Wallon 
they’re greatly magnified to show the fibre structure — | 
but his trained eye needs no aid. ; FI B R E = S O R T E D 
In the photomicrographs, note that sections A and B ! S O L e i 
are a lot alike in fibre structure, while C is very different. 
The England-Walton craftsman sees this instantly — | Cut soles and sole leather 
just by looking at the cut edges. So, he pairs A and B and Pure oak bark tanned 
Rades quatag ante fr ©. | England-Walton Division 
That’s how England-Walton soles are FIBRE- 
SORTED — accurately matched for flexibility and | A. C. LAWRENCE 
longer, more even wear. And that’s why, with England- LEATHER COMPANY 
Walton fine sole leathers, you can line up steady repeat 
business — by providing the extra value that makes a hit ! Bo 
with today’s bargain-minded shoe-buyers. - 
Tr 
Ja 
As: 
‘ Msg 
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hoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 
NSTA Board of Governors Meets in Chicago 


Group Re-affirms Opposition to Proposed Legislation Barring Salesmen 
From Some Social Security Benefits. 


Chicago.—A full attendance of the 
Board of Governors of the National 
Shoe Travelers Association was present 
for an executive session Saturday, April 
24, at the Hotel Morrison, just prior to 
the opening of the National Shoe Fair. 
Twelve affiliated associations were rep- 
resented. 

The group went on record to re-affirm 
its stand opposing House Bill 296 pro- 
posing to remove salesmen from cer- 
tain social security benefits. The or- 
ganization recently sent a vigorous pro- 
test to Congress in this regard, con- 
tending that this resolution, if adopted 
by Congress, would exclude from 
500,000 to 750,000 persons from Social 
Security benefits and that this would 
include many thousands of traveling 
shoe salesmen who are now covered by 
the act. The association also went on 
record at this meeting as opposed to 
the Senator Aiken bill for Army pur- 
chase of leather and hides for ship- 
ment abroad. The organization also 
re-affirmed its stand to urge removal 
of the 15 per cent tax on domestic 
travel. 

A vote was taken to lodge an objec- 
tion before the interstate commerce 


commission opposing the request of the 
Eastern railroads for raising of pas- 
A resolution was 


senger railroad fares. 


taken objecting to any firm’s lowering 
salesmen’s commissions to take care of 
price cuts on shoes or to increase wages 
for factory employees. 

Members discussed the possibility of 
forming a coalition with other national 
salesmen’s organizations to gain 
strength in securing satisfactory legis- 
lation in Congress, or if this does not 
prove feasible, to appoint a man to han- 
dle such matters. 

Norman N. Souther announced that 
the national organization recently put 
into effect a group hospital and health 
insurance policy for all members 
through the North American Life & 
Casualty Company of Minneapolis. 
There is also in effect a new group life 
insurance policy placed through the 
Banker’s National Life Insurance Com- 
pany of New Jersey. 

The organization will continue to seek 
new members and also affiliated travel- 
ing groups. Harry J. Evans, president, 
of Los Angeles is active in develop ng 
and forming new groups on the West 
Coast. Samuel S. Weiss, of Detroit, or- 
ganization vice-president, is in charge 
of this activity in the East. Newest 
group to become affiliated has been the 
Southeast organization which joined the 
National in January. 

(Turn to Page 139, Please) 





Board of Governors, National Shoe Travelers Association. Seated, left to right: Harry J. 
Evans, president; Norman N. Souther, secretary; Samuel S. Weiss, vice-president; 
Standing, left to right: Warren Crandall, lowa; Keith Pickerell, Middle Atlantic; Ed 
Trench, Northwestern; J. D. Mittlebach, Central States; Herbert Smeltzer, Indiana; 
Jack Walsh, Chicago; Duke Harris, president, National Women’s and Children’s Apparel 
Association; Jack Clark, Midwestern; Jimmie Thompson, West Coast; Dick Barnes, Ohio. 
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Spring Shoe Sales Reported 
High in Wyoming 

Casper, Wyo.—Spring shoe sales have 
been unusually good here in most 
stores, with a noticeable trend toward 
early buying of shoes which will be 
needed for later in the season. One 
store reports a heavy demand for spec- 
tators even at this early date, apparent- 
ly due to the fact that many customers 
who waited until later last year were 
disappointed. These sold well, not only 
in the traditional brown and white, 
but also in black, red, green and blue 
and white. 

Platforms, with extremely high heels, 
sold well in all colors and materials. 
One store reported an unusually heavy 
demand for suedes, with Balanciaga, 
gray and black outselling most others. 
Pastels and high colors have been much 
in favor. 

One store found black patent most 
popular for Easter wear, with red run- 
ning a close second. Open toes continue 
to sell better than closed styles in most 
stores. 

In spite of the exceptionally early 
Easter season, sales were generally 
good and there has been no great drop- 
ping off of business since then. One 
shoe man attributed this to the fact 
that customers who failed to make pre- 
Easter purchases, due to the early sea- 
son, after seeing new shoes worn by 
the early shoppers, have immediately 
had the urge to get them now. 

Men’s shoes, with crepe soles have 
done well and casuals continue in fa- 
vor. 


Shop Specializes In Shoes 
For Tall Girls 


Waco, Texas — Foot needs of the 
tall girls have received recognition here 
from the Cinderella Slipper Shop which 
opened a new department in March 
specializing in shoes for girls of taller 
than average proportions. 

A feature of the new department’s 
opening was the presentation of a gift 
pair of shoes to Miss Faye Yowell, 
University of Texas co-ed and president 
of the Glamazon Club, an organization 
of 150 members all of whom are taller 
than five feet seven. 

Miss Yowell said the club was or- 
ganized in 1945 to help tall girls ac- 
quire poise and self-confidence. A 
chapter is also in existence at South- 
western University, in Georgetown, 
Texas. 











Dana Shoe Store Opens in Beverly Hills 





Dana Pretty Walking Shoes, which recently opened in Beverly Hills, features only 
practical and attractive walking shoes. Interior of store is decorated in modern motif. 
Window displays are keyed to promote interest in the versatility of walking shoes. 


Beverly Hills, Calif. — The recently 
opened Dana Shoe Store, 9687 Santa 
Monica Boulevard, here, devotes its en- 
tire store to pretty and practical walk- 
ing shoes. The salon, tastefully fur- 
nished in the manner of a comfortable 
living room in a modern decor, features 
walls paneled in bleached mahogany. 
dominating colors are shadings of 
green and beige, while attractive green 


Reliable Stores Acquires 
Control of Innes Shoe Co. 


Los Angeles, Calif.—Paul M. Siegel, 
president of The Reliable Stores of 
California, recently announced the fi- 
nancing on the firm for the purpose of 
‘acquiring control of the Innes Shoe Co. 


The Reliable operates three shoe 
stores and seven leased departments in 
Fresno, Salinas, Santa Cruz, Santa 
Rosa, Redding, Watsonville, Bakers- 
field, and Alhambra. The Innes Shoe 
Co., in business for over 52 years, 
operates one of the West Coast’s larg- 
est women’s and children’s shoe stores 
in Los Angeles at Seventh and Olive 
Streets, with a branch at 452 East Col- 
orado Street, Pasadena. 


With the acquisition of Innes Shoe 
Co., The Reliabie will become one of 
the largest chains of high-grade leased 
departments and shoe stores on the 
West Coast. 


The financing involves the sale of 
75,000 shares of the Common stock of 
The Reliable at $4.00 per share. Loewi 
& Company of Milwaukee, Wis., are 
underwriting 25,000 shares; Van Den- 
burgh & Karr, Inc., Los Angeles, will 
distribute part of the underwritten 
stock, The balance of the 75,000 shares 
is being purchased by officers, direc- 
tors, and associates of the consolidated 
companies. Upon completion of this 
financing, there will be a total of 
154,250 shares of The Reliable out- 
standing. 
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Kahler Shoe Shop. 


plants are used to achieve an air of 
friendly informality. 

Owner of the store is E. Arnold Op- 
penheim. Manager is D. G. Oppenheim, 
who was previously connected with 
Marshall Field and O’Connor & Gold- 
berg, both of Chicago. Mr. Oppenheim 
has also operated stores in and around 
Los Angeles, among them the Dr. 


Neiman-Marcus Has New 
Fashion Promotion Director 


Dallas, Texas—Stanley Marcus, 
executive vice-president of Texas’ wide- 
ly-known specialty store, Neiman- 
Marcus, Dallas, has announced that 
Miss Ann McGarry has been named 
fashion promotion director for the store 
succeeding Mrs. Ruth Fair, who retired 
from business. Miss McGarry assumed 
her duties April 5 in the Dallas store 
after spending some time in the Nei- 
man-Marcus New York office. 

Miss McGarry has had wide ex- 
perience in the fashion promotion field, 
having been associated with several re- 
tail organizations in the southern and 
eastern states. For the past two and 
a half years she has been fashion 
accessories coordinator for the Asso- 
ciated Merchandising Corporation in 
New York City. 


Walking Lady Contest 
Helps Promote Sales 


Hillsboro, New Hampshire—Tasker’s 
department store, located in this city, 
recently staged a “walking lady” pro- 
motion that went over with tremendous 
success. The take-off on the radio 
program in which Jack Benny was 
found to be the walking man, was 
climaxed the day before Easter Sunday. 

The picture of the walking lady (in 
part) wearing a pair of new Spring 
shoes was displayed in the store’s win- 
dow. Many advertisements in the local 








paper and on posters, told of the event, 
with a prize offered to the person 
identifying the walking lady between 
a certain hour on the day before Easter 
Sunday. 

The contest aroused interest through- 
out Hillsboro and boosted sales in 
Tasker’s and many other stores as well. 
Two high school boys were the first to 
identify the walking lady as she did her 
Easter shopping. 


Marshall Field Promoting 
Shoes for Correct Wardrobe 


Chicago — The importance of shoes 
in the well planned men’s wardrobe is 
being stressed by Marshall Field & 
Company in special promotions in the 
form of advertisements, window and 
department displays, and special cus- 
tomer services. These are being used 
to encourage wardrobe coordination 
with correctly matched accessories in 
The Store for Men of this leading de- 
partment store. 

A series of advertisements is being 
used to show what is referred to as 
“today’s correct wardrobe”. Each shows 
a basic suit together with the correct 
shoes and other accessories. One show- 
ing a gray flannel suit had two shoe 
suggestions, They were a town brogue 
with wing tip, and a mahogany brown 
continental calf brogue. Another adver- 
tisement showed blue unfinished 
worsted for business and recommended 
black town calf shoes. 

Displays of basic suits with proper 
accessories are also arranged in the 
third floor lounge. Here through the 
host service, customers are advised 
that a complete wardrobe will be as- 
sembled and shown privately while they 
relax in an easy chair. 

Nearly all of the windows in the 
store for men are given over to this 
coordination program. With the theme 
“Springtime Symphony Makes Color 
Harmony”, a series of properly matched 
accessories is shown. Brown shoes are 
shown with outfits requiring maroon 
accessories. Black shoes are shown 
with grey and green accessories. 


MASRA Annual Meeting 
Scheduled 


Philadelphia, Pa.—The annual meet- 
ing of the Middle Atlantic Shoe Re- 
tailers Association directors and mem- 
bers of the show management com- 
mittee will be held on Monday, May 
17th at the Benjamin Franklin, here. 
At the meeting, the association’s activ- 
ities for the coming year will be planned 
and questions pertaining to the group’s 
annual convention will be discussed. 

In this connection, the results of a 
ballot which was sent out to members 
to determine which dates will be most 
satisfactory for the next convention 
will be studied and analyzed. In addi- 
tion, the city, hotel and dates for fu- 
ture shows will be selected. 

New business and committee appoint- 
ments will be made at this meeting. 





Boot and Shoe Recorder 














nt, 
son 
pen 
ter 


gh- 
in 
ell. 
to 
her 


pe 


7 
oes 


» Is 


the 
ind 
us- 
sed 
ion 


de- 
ing 


ws 
ect 
w- 
10e 
rue 
wn 
er- 
ed 
led 


er 








You'll hit 
the bull’s-eye 
of boys’ shoe sales 
with 

















Philadelphia, Pa.—Children’s department of the Eagle Shoe Store, located in one 
of the oldest sections of this city. The store, recently opened, specializes in the proper 
fitting of children’s shoes, and is owned by Harry Desman, who is aided by his two sons, 
Dan and Herb. The walls are of a natural finish plywood which gives the department 
a cheerful atmosphere. The built-in settee is convenient for fitting children. 


Podiatrist’s Research 


Reveals Facts About Leather 

New York City—The permeability of 
leather to air is the chief reason for 
considering it most satisfactory as a 
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foot covering, according to research 
conducted by a New York podiatrist 
and published as “A Preliminary Re- 
port on Leather as a Foot Covering” in 
the New York State Journal of Podia- 
try. 
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The author, Dr. Benjamin Kauth, ex- 
plains that leather’s rapid absorption 
and evaporation rates make it extreme- 
ly rare for a leather surface to retain 
as high as 14 per cent moisture, even 
though the foot may perspire profuse- 
ly while it is in the shoe. Since such a 
degree of moisture is the minimum per- 
centage required to encourage fungus 
growth, the article disproves the com- 
monly accepted belief that shoes are 
the re-infecting agent in fungus in- 
fections of the feet, such as the wide- 
spread ringworm condition known as 
“athlete’s foot.” 

The article was published in response 
to the need for studies of basic prob- 
lems confronting foot specialists in dai- 
ly prectice. The author has been en- 
gaged for several] years in research to 
determine the effect on health of 
various types of shoes. 





Milgrim, Inc. Announces 
New Building Plans 

Cleveland, O.—Milgrim, Inc., fashion- 
able Euclid Avenue women’s specialty 
store in this city, has announced plans 
for building a $500,000 modernistic 
two-story building on the fringe of 
Playhouse Square, Cleveland, to be com- 
pleted and occupied by about June 1, 
1949, spokesman for the store said that 
all present departments, including 
shoes, will be greatly enlarged. 
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Shown is one of the five windows in the Spring promotion held at the Wm. H. 
Block Co. The shelf, suspended by gold chain, and the rods are light blue, to match 


the navy shoes illustrated. 


Indianapolis, Ind—It was Madem- 
oiselle week at the Wm. H. Block Co. 
department store here, during the last 
week in February, and the promotion 
was given store wide attention. 
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Mademoiselle shoes were attractive- 
ly presented in five front windows, and 
four small picture windows in marble 
columns separating the large windows. 

Each large window had a shelf and 


Clarence Sarasohn Dies 


Detroit—Clarence Sarasohn, 43, who 
for the past few years has represented 
Dunham Brothers Company in the De- 
troit area, died in Detroit recently after 
failing to recover from an emergency 
operation. 

Mr. Sarasohn was formerly asosci- 
ated with the Robins & Brode Co. of De- 





CLARENCE SARASOHN 


troit and, after leaving their employ, 
traveled some months with his brother, 
Robert Sarasohn, who formerly repre- 
sented Dunham Brothers Company in 
this territory and who pre-deceased him 
by only ten days. 

He is survived by his widow, Rose, 
and two sons, 


rods in a light shade to compliment the 
shoes, which hung suspended by gold 
chains. Red, navy, black, brown and 
high shades made eye-catching dis- 
plays. Green, Balenciaga and grey 
were featured in the small windows. 

In the high fashion window, open 
lattice type, pumps, ankle straps, and 
sandals were in taxi yellow, inca rust, 
tyrol blue and brittany rose calf, 

An opening ad of a full page was 
followed by three half-pages through 
the week. All elevator ads and full 
sized display sheets throughout the 
store tied up with the promotion. In 
the tearoom, shoes were modeled, and 
each model carried a cellophane box 
tied with white satin ribbon in which 
a shoe was shown on a red satin bot- 
tom. 





Slowdown Reflected in 
Michigan Shoe Show 


Detroit — Prevailing business slow- 
down was reflected in slow buying at 
the Shoe Show sponsored by the Michi- 
gan Shoe Travelers Club in the Hotel 
Statler in April. About 80 shoe travel- 
ers displayed at this event. 

The fact that it was between seasons 
was one reason for the slowness in 
buying here, with men’s shoes, in par 
ticular, being delayed by the decision 
of retailers to wait for the Fall lines 
which were due about ten days after 
the April show. 

Buying accordingly was concentrated 
upon fill-in trade, to round out de- 
pleted inventories. 
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Victor, Hotel Manager. 
True Friend to Shee Men 


St. Louis.—Billy Victor is not in the 
shoe business, but he probably knows 
as many shoe travelers and buyers as 
any other individual in the country. 
Mr. Victor is manager of the Lenox, St. 
Louis hostelry. 

As a true friend of shoe men Billy 
serves variously as critic and confi- 
dante, nurse maid and adviser, and even 
on occasion, as banker. That he runs a 





Jack Dempsey (left) Talking to 
Billy Victor 


haven for shoe men can quickly be dis- 
covered from a brief visit to the lobby 
or coffee shop, where shoe men gather. 

Actually, Billy runs a melting pot for 
buyers and shoe travelers from all over 
the nation. Shoe men from the East 
stop off at the Lenox on their way to 
California and those from California 
put in on their way East. 

Billy became a shoe man’s hotel man 
through circumstance and not on pur- 
pose. It all started shortly after he 
had been made manager of the Lenox 
back in 1929 at the time the hotel was 
opened. Shermy Hazeltine, a well known 
shoe traveler of the period, walked into 
the lobby on a certain Saturday and 
asked to see a sample room. Hazeltine 
was impressed with the spaciousness of 
the new hotel’s sample rooms and 
moved in the next day. 

“I'll broadcast the word,” he told Billy 
upon his departure, and from that time 
forward the shoe men started coming 
in droves. They came in such num- 
bers, in fact, that Billy had to start 
a campaign of knocking out walls to 
increase his sample rooms in order to 
accommodate them. 

A good businessman as well as diplo- 
mat, Billy had about 500 shoe bags 
made up with “Lenox Hotel, St. Louis, 
Mo.” printed boldly on their exteriors. 
The bags were made of felt, lined with 
a heavy cleth to withstand abuse. He 
gave them to the travelers who needed 
them to carry samples from their cases 
into the shoe departments. 

During his nineteen years of associ- 
ation with shoe men he has never lost a 
penny in his dealings with them. And 
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KIWI IS BACK 


—in Unlimited Quantities! 





The KIWI (Kee Wee) is a re 
markable New Zealand bird 
Even smaller than a chicker 
it lays an egg 5 times larger 
That's the tip-off on KIWI 
Shoe Polish profits, too! 


TRAOE- MARK REG 
U.S Pat. OFF 


THE WORLD’S MOST FAMOUS POLISH 
OFFERS YOU BIG PROFITS AND SURE-FIRE “REPEATS”! 


*% Millions of servicemen discovered KIWI in England 
and Australia! They've been calling for KIWI ever since! 


{ 
f THESE SUPERIOR 
% It means increased sales for you, this news © FEATURES MEAN MORE 
that world-famous KIWI Shoe Polish is back! SALES FOR YOU! 
During the war millions of servicemen dis 
covered the magic of KIWI Shoe Polish in 








KIWI contains only the world’s finest waxes 


England and Australia. Never before had they KIWI waxes sink deep into the leather 

seen anything like it! Never before a polish that keep it soft and pliable in all weathers 

produced a “parade shine” that lasted so long! KIWI gives a longer-lasting shine that ‘comes 

And KIWI helped to “nourish the leather”! back” again and again with just a quick 
No wonder the fame of KIWI trickled back to brush-up. 


KIWI gives a faster, more brilliant shine 
keeps shoes well groomed 
KIWI helps to “nourish the leather 


KIWI is used exclusively by many custom 


the States! And no wonder the supply of KIWI 
in this country was snapped up overnight! 


40 to 50% Profit! 








But now KIWI is back—in unlimited quantities! shoe craftsmen as a fitting finish on 
Millions of KIWI-hungry customers will create their finest shoes. They recommend 
a terrific demand. And that means not only big KIWI 


sales—and “‘repeat’’ sales— but handsome 
PROFITS—because profit margins are actually 
i0 to 50% on KIWI! 


Powertul Advertising Support! LYONS & COMPANY 


A smashing advertising campaign will herald 
KIWI'S return. Watch for details! Order KIWI 120 Duane Street New York 7, N.Y. 


now. Display it! Put it “out front” — where a : SOLE 

fast-moving 40 to 50% Profit-Maker belongs! 6.5. A. CISTRIBUTORS TO THE TRADE 
Available in Black, Dark Tan, Transparent (Neutral pa KIWI, 
Tan, Mid-Tan, Brown, Mahogany, Oxblood, and Bluc THE QUALITY ENGLISH STAIN SHOE POLISH 











because he has so much confidence in Profit Margin Secondarv 
their honesty he has, upon occasion, ¢ ar é ite 
extended an accommodation few hotels Says Shoe Executive 

would provide. Back in 1933, during . 

the bank moratorium, eight or ten shoe Cincinnati, O. — A. B. Cohen, presi- 
men were stranded at the Lenox with- —_ “a 
out funds te get heme. Billy lent them dent of the United States Shoe Corpo- 
the necessary cash and got them started 
on their way. Another shoe traveler, facturers, for purely competitive rea- 
stranded in Memphis, and desirous of _ sons, will figure price with little regard 
moving on to Atlanta, wired Billy col- for profit margin and give primary 
lect for $100 and obtained his money . 
by return wire. 


ration, said recently that “shoe manu- 


consideration to continued production”. 
“If price reductions are possible,” he 
continued, “they will result from oper- 
2 ating efficiencies and not from any 
Buy Savings Bonds substantial change which has taken 
place in raw material and production 

costs.” 
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Chicago Tribune Proud of 
Shoe Advertisements 


Chicago — The Chicago Tribune took 
advantage of the National Shoe Fair 
held last month in this city to call at- 
tention to the amount of footwear ad- 
vertising carried in its columns. The 
story stated that retailers and manu- 
facturers place 60.3 per cent of their 
expenditure for advertising in this one 
paper. Appealing to the consumer, it 
stated, “To get more of everything you 
want when you shop for shoes for men, 
women, or children — for the widest 
selection, the utmost in style, value and 
satisfaction — make the Tribune your 
shopping guide.” A listing of depart- 
ment stores and specialty shops carry- 
ing a 100 lines or more of footwear ad- 
vertising during 1947 was given. 
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Real Stage Settings Used in Fashion Show 
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Los Angeles, Cal.—Fillmore Lash, display director for Globe Department Store, 
here, shown with Olivia O’Bryan, a model, during a recent shoe fashion show held by 
the store. Mr. Lash used actual stage settings for the show. Frank Palmer, shoe buyer 
at the store, assisted Mr. Lash with the review. 





Chain Group to Support 
War Children 


New York—During the membership 
meeting of the National Association 
vf Shoe Chain Stores, held recently in 
Chicago, the national drive for old 
shoes for the children of Europe and 
China was discussed. The membership 
agreed to lend their full support to 
this worthy cause. 

The drive is being conducted by the 
Foster Parents Plan for War Chil- 
dren, Inc., 55 West 42nd Street, New 
York. It will be launched May 24. 
Two hundred million pairs of shoes is 
the goal. The newly elected president 
of the National Association of Shoe 
Chain Stores, Mark A. Edison, of Edi- 
son Bros. Stores, Inc., St. Louis, ap- 
pointed G. L. Smith to serve on the 
committee organization drive. Mr. 
Smith is president of the G. R. Kinney 
chain of shoe stores. 

(For more details regarding the drive 
for children’s shoes, see Page 102.—Ed. 
Note) 


Shoe Department Has 


New Manager 

Las Vegas, Nev. — Frank Conley has 
been appointed manager of the shoe 
department in the Mannequin here 
succeeding Louis Fry, who has joined 
the radio sales force of Sears-Roebuck 
Co. 

Conley was with the French Slipper 
Shop in Los Angeles for the past seven 
years. Prior to that he was associated 
with James Bilbray in the shoe depart- 
ment of Polly-Jeans here. 


New Shoe Store Opened 


By Sommer & Kaufmann 

San Mateo, Cal. — A new shoe store 
has been opened here by Sommer & 
Kaufmann of San Francisco, at 3) 
Fourth Avenue. 

Designed to fit into this leisurely 
suburban shopping area, the new store 
building is _a rambling, home-like 
structure, planned to make shopping 
a pleasure. Each department carries a 
happy atmosphere from the central 
fireplace in the patio room, right 
through to the colorful aviary in the 
children’s department, the main salon, 
and the men’s department with its 
special entrance. 

In the patio room the floor is of 
quarry tile. Customers may lounge here 
in comfortable, bamboo-like deck chairs 
facing the fireplace while selecting 
their footwear. Equipped with scatter 
rugs, growing plants, and brilliant 
colors, the room has been designed as 
setting for showing women’s casual 
and sports shoes. 

Adjoining is the main salon in blue 
and gold with unique sun lighting and 
comfortable lounge chairs. 

The men’s department is done in 
modern Swedish style and has a sep- 
arate entrance for those who do not 
want to go through the main salon. 


Remodeling The Hub 


Shoe Store 

Marshall, Texas — Interior remodel- 
of The Hub Shoe Store, owned by Louis 
W. Kariel, at 111-A East Austin Street, 
here, is under way. The shelving space 
will be rearranged and enlarged. 
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successful Promotion Ever 
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-..0Om a woman's sport casual at this price.” 
Backed by an ad in the New York Times, the promotion was a 
sell-out, with many customers buying up to 4 pairs in various 


New hit style! Classic 
saddle oxford with 
hand-laced Foamtread 
sole. $5.95 retail. 





colors, and mail orders pouring in from all 48 states. 


MILLIONS ARE WALKING ON AiR! Alaska to Capetown, more people walk on 
Foamtreads than on any other patented sole. Retailers are re-ordering in 
ever increasing volume, for Wellco Foamtreads have the sole that sells... 


the lightest, quietest, most comfortable sole in all the world! 


GET READY FOR QUICK RESPONSE when you promote Wellco Foamtreads. 
Exciting styles, wanted colors, fine leathers, plus the patented Foamtread 


sole. Dealerships are still open in a few cities. 


Write “Joday - Wellco Shoe Corporation 





Merchant Develops 
Hurricane Shutter 


West Palm Beach, Fla. — Even the 
worst hurricane, it is claimed, will not 
damage window glass, stock or furnish- 
ings at Norman’s, new women’s special- 
ty shop in West Palm Beach, Florida, 
as the result of a unique electrically- 
powered aluminum shutter developed 
by N. J. Mirsky, owner. 

The new store was in process of 
construction when the 1947 hurricane 
which devastated much of Southern 
Florida came along. Noting that hur- 
ricane damage in most cases amounted 
to thousands of dollars, Mr. Mirsky 
quickly developed one of the most un- 
usual store fronts in the country. 

The entire front of the store may be 
sealed up in a matter of seconds by a 
25 by 23-foot stainless aluminum shut- 
ter, which lowers from a recess above 
the second floor glass front to the 
sidewalk. The shutter is powered by an 
electric motor, and is guided by means 
of six-inch steel-lined troughs on either 
side of the window glass. It requires 
only 30 seconds to unroll the shutter, 
which rolls up like a rolltop desk, and 
lock it in place, while three 25-foot 4- 
inch steel pipes are clamped in place 
every six feet to give it additional 
strength. Mr. Mirsky invested $2250 in 
this unusual protective installation, 
which he feels is money well spent. 
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Herbert Block With 
National Bellas Hess 





HERBERT BLOCK 
New York — Herbert Block, well 
known in the wholesale field and the 
son of Maurice Block, has returned to 
the firm of Nationa] Bellas Hess, as 
assistant to Joseph Rosen, shoe buyer. 
Mr. Bleck, prior to enlisting in the 
Army in 1943, was employed by the 
organization to which he is returning, 
but will now be associated with Mr. 

Rosen in the New York office. 











The Norman store features shoes, 


gloves, handbags and fashion apparel. 





Smart “Firelight slip- 
per” of soft, warm felt 
with hand - laced 
Foamtread sole. 
About £3.95 retail. 





Neiman-Marcus Extends 
Lease On Building 


Dallas, Tex. — Neiman-Marcus Com- 
pany, here, has signed a lease extension 
on the Keating Building, 1603-54 Com- 
merce Street, extending its present 
lease to January 31, 2013, expiration 
date of current lease holdings. This 
space is now occupied by the Neiman- 
Marcus Travel Shop at street level and 
by store business offices on the upper 
floor. 

The lease was signed by and nego- 
tiations made with the First National 
Bank of Dallas, trustees for the lessor. 

In December, 1947, Neiman-Marcus 
Company obtained a 63-year lease on 
50 by 100 feet of property adjoining 
the present store on Main Street, prop- 
erty occupied at the present time by 
Arthur A. Everts Jewelers. Acquisition 
of this property squared off the Nei- 
man-Marcus holdings giving the store 
175 feet of frontage on both Main and 
Commerce Streets by 200 feet on Ervay 
Street. 





Smoke Damages Shoe Stock 

Lafayette, Ind.—Heavy smoke from a 
fire confined to the basement of the 
building by the quick work of the fire- 
men recentiy damaged the stock of the 
Schiff Shoe Store, 320 Main Street, 
here. Defective wiring was thought to 
be the cause of the fire. 


* - THE MISSING LINK 


, TO BETTER SHOE MERCHANDISING ... 


* 


* * 


A specialized service for the Shoe Merchant... 


x Forecast of Fashion Trends that affect his 


buying. 


* Personalized advertising to accelerate 


* Accessories to complement his shoes. 


* Promotions to make new “hits”. 


* New York market representation. 


*% Stimulating merchandising counsel. 
The fee is modest — the returns great. 


Write for details. 


HARRIETT COUPLIN PORTEOUS 


Associates 


% PUBLIC RELATIONS — SHOES 
40 Fifth Avenue @ New York 11, N. Y. 
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Obituaries 


Earl M. Vivion 


Calhoun, Mo. — Funeral services for 
Pvt. Earl M. Vivion, 36, who was em- 
ployed as a shoe salesman and a foot 
correction specialist for fourteen years 
in Kansas City, Mo., were held April 18 
at the First Methodist Church, here. 

He was killed in action July 7, 1944, 
while serving with the 90th Infantry 
division in Normandy. He entered the 
army in March, 1942, 

Surviving are his mother, Mrs. Cora 
E. Vivion, Kansas City, and four sis- 
ters. 

The American Legion of Calhoun 
conducted the graveside services at the 
Calhoun cemetery. 


Max Gotthelf 


Buffalo, N. Y.—Max Gotthelf, 58, 
manager of the men’s store of A. S. 
Beck Shoe Co. at 365 Main Street for 
the last eight years, died of a heart 
attack in the store last month. He had 
been in ill health for six months. 

Mr. Gotthelf, a native of Buffalo, 
operated his own shoe store in Seneca 
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Street, near Michigan Avenue for near- 
ly 20 years before becoming identified 
with the Beck chain about 15 years ago. 
Surviving are his widow, a son and a 
daughter. 


Thomas P. Scheich 


Detroit—Thomas P. Scheich, pioneer 
Detroit shoe retailer, died recently at 
his home here. He was born in Germany, 
and came to Detroit as a youth, sturting 
as a shoemaker with the former Pin- 
gree Shoe Company. In 1903, he opened 
his own store on the East side at 
Gratiot and Sheridan Avenues, operat- 
ing it until 1928, when he retired. He is 
survived by three sisters. 


John McCarthy 


Cincinnati, O.—John McCarthy, 86, 
who spent most of his active life in the 
shee business, died recently at Grosse 
Pointe, Michigan, where he was visit- 
ing. Mr. McCarthy, former executive 
with the Julian & Kokenge Shoe Com- 
pany, has lived in Cincinnati since that 
company moved to Columbus 18 years 








ago. He spent a month in Columbus 
at the time the firm transferred its 
headquarters, helping to set up the 
new establishment. 

He maintained membership in the 
Shoe and Leather Club. Mr. McCarthy 
was in good health when he went on his 
visit, but an illness which overtook him 
lowered his resistance. 


William O. Guffin 


Kansas City, Mo. — William Omer 
Guffin, a shoe merchant here for many 
years, died last month at his home. 
Born in Rushville, Ind., he moved to 
Kansas City when a young man and 
became a salesman in the shoe depart- 
ment of Emery, Bird & Thayer. He 
later became part owner and treasurer 
of the Holland Shoe Company, and was 
with that firm unti] it was dissolved 
many years ago. 

Although he had retired ten years 
ago, he worked occasionally at the 
Fitch Shoe Company, 212 East Eleventh 
Street. 

He is survived by his wife, Mrs. Cora 
M. Guffin, and a sister, Mrs. Dora 
Woods. 


Clare S. Moore 


SanAntonio, Tex.— Clare Sedgwick, 
67, died recently of a heart attack in 
his home here. He had a wide acquaint- 
ance among the shoe fraternity, having 
represented the Kirkendall Boot Com- 
pany of Omaha, Neb., for 36 years, from 
coast to coast. 

He is survived by his wife, Ethel; a 
sister, Sara K. McRann of Los Angeles, 
California; two brothers, Roy W. Moore, 
Homewood, Ii] and Ray U. Moore of 
San Francisco, California. 











Ernest A. Traylor 


Clinton, Okla.—Ernest A. Traylor, 
69, long-time clothing and shoe mer- 
chant in Kansas and Oklahoma, died 
recently at his home here, following a 
stroke. 

Mr. Traylor was born April 8, 1879, 
at Jacksonville, Kansas, and later 
moved to McCune, Kansas, where he 
worked in the Mattox department store 
in 1896, later moving to Mineral and 
then to Girard, Kansas, where he also 
conducted a clothing and shoe business. 
He later returned to McCune, Kansas, 
and went into the men’s clothing busi- 
ness for himself. He sold out in 1929 
and then moved to Clinton, Okla., where 
he opened a similar business. 

He is survived by his widow, Mrs. 
Emma Traylor, one daughter and three 
sons. 





August F. Kemme 


Kansas City, Mo.— August F. Kemme, 
57, who had been a wholesale shoe rep- 
resentative in the Kansas City area 
for 35 years, died recently at his home 
here after an illness of six weeks. 

For the last 20 years he had repre- 
sented the Peters division of the Inter- 
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SAME DAY SERVICE ON IN-STOCK ORDERS 
GIVES YOU MORE SALES FROM 
HALF THE STOCK 






And Girls 
Feet, Too. 


Leave the slow-moving half of your Sports Oxford 


stock in our warehouse. Grinnell’s same day service 
delivers replacements and few-sold sizes when you 
need them. Operate with only half the inventory in- 
vestment . . . avoid costly clearance sales and other 


problems of over-stocking. 


DEALERS — Write today for details of this same 
day service plan and our catalog. Samples on request. 






wear .. 





to Retail 
$5.95-$6.50 


all sizes—five widths 





Grinnell Sport Welts are easy sellers, 
too. Designs and color-tones are keyed 
to the demands of high-school and col- 
lege age girls . . . durably built for hard 
. easy fitting ... comfortable .. . 
and priced for volume sales. 


Crtnneld SHOE COMPANY crinneLt, IOWA 








national Shoe Company. 

He was the son of the late Joseph 
H. Kemme, who operated a shoe store 
at 1315 Grand avenue. 

Surviving are his widow, Mrs. Ione 
Kemme and a brother, the Rev. 
Charles J. Kemme, Nevada, Mo. 





Irving A. Peers 

Rochester, N. Y.— Irving A. Peers, 
49, of this city, district manager for the 
past 15 years of the Knapp Shoe Man- 
ufacturing Company of Brocton, Mass., 
died suddenly at his home here on 
April 25. 

Mr. Peers was a lieutenant in the 
Royal Canadian Air Force in World 
War 1. He enlisted before the United 
States entered the war. 

He is survived by his widow, Dora; 
four sons, Paul J., Irving, Leon and 
Robert; and two daughters, Joan and 
Patricia. 


Fred Michelson 

Rochester, N. Y. — Fred Michelson, 
77, who was identified with the shoe 
business for 60 years, died recently 
after a long illness. Up to his retire- 
ment seven years ago he was a fore- 
man for the Kuhnert Shee Company. 

At one time, Mr. Michelson and a 
partner owned and operated a shoe 
factory in Columbus, Ohio, Mr. Michel- 
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son held several patents on a children’s 
soft shoe. 

He is survived by several nieces and 
nephews. 





John P. B. Roberts 


“Farmington, N. H. — The funeral of 
John P,. B. Roberts, 72 former foreman 
in local shoe factories, who died in 
Frisbie Memorial Hospital in Roches- 
ter, was held at his home on North 
Main street, recently. 

Mr. Roberts had been connected with 
the shoe industry virtually all his life 
and was well known also as a musician, 
playing with the Farmington Band. 
Survivors include two nieces, Mrs. Clar- 
ence Quinn of Exeter and Mrs. Roland 
Kimball of Freeport, Me. 





Walter Stratton 


Cincinnati, O.—Walter Stratton, 63, 
employed as a machinist for many 
years by the Miller Shoe Company, 
Cincinnati, died last month in Christ 
Hospital following a short illness. 

He leaves his widow, Mrs. Amelia 
Schoettinger Stratton; a step-daugh- 
ter, Mrs. Harry Eisman, Mack, O., a 
stepson, William Schubert, Cincinnati 
and a brother, Louis Stratton, St. 
Louis, 


Charles M. White 

Brookfield, Mo. — Charles M. White, 
42, a supervisor in a Brookfield shoe 
factory, died April 19 at the University 
of Kansas Medical Center after a 
month’s illness. He had lived all his 
life in Brookfield. 

Surviving are his widow, Mrs. Lucile 
White, two sons and a daughter. 





Simon Dalsheimer 

Baltimore, Md. — Simon Dalsheimer, 
formerly owner of a chain of shoe 
stores here and who at one time worked 
for a shoe company in Camden, N. J., 
died here, recently. He was 91 years 
old. 

He leaves a son, Hugo Dalsheimer, 
and two grandsons, Roger M. and 
George H. Dalsheimer. 





Made Merchandise Manager 
Of Toranto Bros. 


Birmingham, Ala. — The recent ap- 
pointment of Ben L. Goldben as mer- 
chandise manager and to assist in the 
buying and general] operation of their 
several stores, has been announced by 
Toranto Brothers, Inc., of this city. 

Mr. Geldben became associated with 
the firm last August and was formerly 
buyer and merchandise manager with 
Brown’s Booteries for 16 years. 
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(Carton Illustration) 
Lexol is shipped in com- 
pact, self-selling carton. 
Order from your findings 
jobber and display promi- 
nently! 


($1 size illustration) 
nomical $1 size (right) are 


Suggest the 
size to customers! 








Third Generation Now 
Runs Shoe Firm 


St. Louis — One of the most’ unusual 
shoe manufacturing concerns in the St. 
Louis area is the Belleville Shoe Manu- 
facturing Co. of Belleville, Ill., with the 
third generation of the Weidman fam- 
ily, the founders now active in its man- 
agement. 

One of the oldest manufacturers of 
boys’ shoes in the nation, this firm was 
founded in 1904 by William Weidman. 
Shortly afterwards, his two sons, Wal- 
ter E, and William C. joined their 
father in the business. Homer W. Weid- 
man, son of Walter, now is the factory’s 
general manager. 

From a starting production of 50 
pairs a day, the company has grown 
to a present capacity of 2400 pairs of 
boys’ and men’s dress shoes and boots 
a day in the medium price field. 

William Weidman, founder, 92, is 
probably the dean of American shoe 
manufacturers. Although no _ longer 
active, he still holds the office of sec- 
retary-treasurer. J. B. Reis, a lifelong 
friend of the senior Weidman, is pres- 
ident. 





Shoe Store Incorporated 


Austin, Tex.—The Office of the Sec- 
retary of State here has announced the 
incorporation of Kerr’s Shoe Store at 
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same price everywhere i” 873 Summer Avenue 


2 GOOD REASONS TO RECOMMEND 
| | LEXOL 


LEATHER CONDITIONER 
FOR ALL FINE SHOES! 


1 LEXOL produces goodwill and 
* new profits for you. Customers 
come back to your store again, 
when Lexol care has given their 
shoes greater comfort and smart 


appearance! 
2. 


LEXOL’S NA- 
TIONAL AD- 
VERTISING ap- 
pears monthly in 
such leading mag- 
azines as The 
New Yorker, Bet- 
ter Homes & Gar- 
dens, and Es- 
quire; seen by 
over 14 millions 
potential shoe 
_—_= customers! 


Both the 3-oz. or trial 
size (above) and the eco- 


Newark 4, N.J. 








Biack Magic in 


Pittsburgh 
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“Black Magic” was the way in which 
Verner’s of Pittsburgh described their 
pretty new black suedes for Spring. 





Coleman which was chartered with 
$13,000 capital stock by J. M. Kerr, 
F. S. Anderson, and A. E. Christen- 
berry. 


Vets Being Trained for 


Shoe Industry 


Washington, D. C. — Nearly 7,200 
World War Ii veterans are training 
under the G.I. Bill for occupations 
of shoemakers, shoe repairmen and 
leatherworkers, a Veterans Adminis- 
| tration survey reveals. 

About two-thirds, or 4,853, are learn- 
| ing to be shoemakers and shoe repair- 
| men. Of these, 2,808 are taking courses 
|in trade schools and other educational 
| institutions, and 2,045 are training on- 
the-job. 

Job trainees in boot and shoe facto- 
ries number 1,465. 
The remaining veterans include 446 
| training on-the-job to make leather 
| products other than boots and shoes; 
| 


294 receiving job training in the proc- 
j}essing of leather; and 132 taking 
courses in leather in educational in- 
stitutions. 


Butler’s. Inc. Has New Shoe 
Store In Fort Worth 


Fort Worth, Texas — Ultra-modern 
ideas of functionalism in arrangement 
and decor have been combined with 
|touches suggesting times past in th2 
|new store which Butler’s, Inc. of 
Atlanta, Ga. opened here in February. 
| The 25-foot front features large dis- 
| play windows done in bright hues to 
| spotlight the firm’s line of women’s 
‘shoes, Chartreuse, rose and canary 
yellow are interior wall colors, and 
carpeting of a soft wine shade covers 
the tile floor. The rear well is U-curved 
for added softness of contour, an effect 
further carried out with three large 
white baroque candelabra suspended 
from the high ceiling. The modern 
touch is in the tubular hot cathode ceil- 
ing fixtures, and in the display fixtures 
of limed oak. These include shoe and 
accessory fixtures at front left and 
right, respectively, both lighted. Full 
use is made of glass, particularly in 
displaying accessories. 

Two rows of leatherette - covered 
chairs, some in yellow, some in char- 
treuse, will seat 50. 

The company now has 17 stores in 
southern states ranging from Texas to 
the Atlantic seaboard. The Fort Worth 
store is at 307 Houston St. Ten em- 
ployees include Harold Clayton, man- 
ager, and his assistant, Sammy Foster. 
M. Solin, district manager, was in Fort 
Worth for the opening. 








Increases Shoe Production 


St. Louis — Production of the Stiebel 
Shoe Co. has been increased to 360 pairs 
a day, with plans completed for the 
opening of an additional factory to 
make 720 pairs a day of cement con- 
struction shoes. 

The Fall line of the Stiebel Shoe Co. 
will feature the sculptured wedge ex- 
clusively and will be made up in three 
heel heights, 24/8, 20/8 and 14/8. 
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Illustrated 
AnkleHi Tu - Toe. 
Standard and Zephyr 


style Fairy Forms 














For Most Effective Display 
of All Shoes and Hosiery 


See them at 


THE STEVENS 


National Shoe Fair 
Booth 63 
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Shoes of Past Help Promotion Does Well in 
To Promote Sales Higbee Shoe Departments 


Milwaukee, Wis.—To get public atten- 
tion focused on the recently opened 
Karl’s Pol] Parrot Shoe Store at 430 
W. Wisconsin Avenue, in this city, 
Manager V. C. Nelson made use of the 
attraction he knew antiques had for 
people. 

He borrowed an exhibit of shoes worn 
through the centuries and put this set- 
up in one of his store’s two front win- 
dows. This particular display was com- 
piled by the Educational Department of 
the International Shoe Company of St. 
Louis; and so Mr. Nelson secured it 
for a two-week period. 

A large, colorful poster hanging on 
the back wall tells what this display is 
all about—“Shoes Thru the Ages”— 
and several low steps covered with a 





cheery yellow scarf act as the back- Cleveland, O.—Using a unit merchan- 
ground for the shoes themselves. dising plan to promote complete uniforms 


for nurses, the shoe department of the 
Higbee Company of this city, featured an 
attractive display of Alerts by Joyce, Inc. 
The display met with tremendous success, 
according to Joe Joesting, shoe depart- 
ment buyer for Higbee's. 


Small placards give the names of the 
shoes and their approximate time of 
popularity. Other little signs tell the 
passersby that free booklets describing 
these unique shoes are to be had in- 
side. Thus many of them come inside to 
pick up the booklets; and, naturally, 
they then get an excellent, unobstructed 
v-ew of this new store. extra in the way of getting people to 

As Mr. Nelson says, “When you _ stop as they go by. Well, this window 
open a new store in a busy shopping’ show is our idea of a traffic stopper. 
neighborhood, you have to do a little Our store has the new cold cathode 
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ou’re on 
the right track 
to profit 
in selling 


boys’ shoes 














lighting and the all-glass, clear-vue 
front. Even the back of our windows 
is of glass so that people can see right 
into the interior.” 

Regular advertising is done by news- 
paper ads and spot announcements on 
the local radio stations, The store han- 
dles only juvenile shoes and women’s 
casual and sport type shoes. An X-ray 
machine to help in insuring a perfect 
fit for the customers is used. 


Melville Shoe Corporation 
Declares Dividends 


New York — Directors of Melville 
Shoe Corporation have declared the 
regular quarterly dividend of $1 per 
share on the company’s prefeired stock 
and a quarterly dividend of 45 cents 
per share on the common. Both div- 
idends are payable May 1 to holders of 
record April 19. 


Shoe Store Has New Owner 

Detroit — Sigourney & Jaekel shoe 
store located on North Mill Street in 
St. Louis, Michigan has been bought by 
Albert Dumas, who has changed its 
name to Al’s Shoe Market. Mr. Dumas 
lived in Detroit for 20 years but cur- 
rently resides in Shepherd, Mich. He 
will move to St. Louis. 
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Where to Buy Moccasins 


* TOP VALUE BY 


VOLK - 


“PATOMAC” MACHINE SEWN MOCCASINS 


M205 Women’s Brown 
M206 Women's White 
th Boys’ Brown . 


M225 Men's Brown 


@ $2.50 per pair 
@ $2.65 per pair 
@ $2.50 per pair 
@ $2.65 per pair 


“PATAPSCO” HAND SEWN MOCCASINS 


M335 Women's Brown . 
M345 Boys’ Brown ......... 
M355 Men's Brown .......... 


WHOLESALE 


@ $3.25 per pair 
@ $3.25 per pair 
. @ $3.45 per pair 


DISTRIBUTORS 


P. H. VOLK & COMPANY 


2-4 West Lombard St., Baltimore, Md. 
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No. 150 — One-piece, all-leather con- 
struction. First quality plump Elk 
stock. Oak bend cemented sole with 
hand-stitched plugs and leather 
facings — in Pink, Blue, 
White and Brown. Sizes 
0-6 (full sizes only) 

$1.90 


Also available in No. 100— 
with stitched soft sole of 
quality white elk. Sizes 0-6 

$1.50 





SURREY FOOTWEAR, 


143 DUANE STREET 





HAND-SEWN INFANTS FIRST-STEPPERS 


In Four Colors: PINK, BLUE, WHITE, BROWN 










BLACK KID . 


WHITE SATIN 
SILVER KID 
GOLD KID 


INC. 


NEW YORK 13,.N. Y 


WHITE KID... 
BEIGE Kio... 


NOW AVAILABLE AGAIN TO SHOE STORES 
America’s Finest 


BALLET SLIPPERS 






In Stock 
Fully Lined Short Soles 
Pleated Toes 
Sizes: 8 child’s to 9 women’s 
Widths: A to E 
BLACK KID ........ $2.20 
WHITE KID : . $2.35 
To Order — 
Fully Lined Long Soles NATIONALLY ADVERTISED 
Sizes: 3 to 9 NATIONALLY KNOWN! 


Widths: AA to D 


~ "as Selva & Sons 


2.60 
ao. 1607 BROADWAY 
4.65 New York 19, N. Y. 








Suede Shoes Favored at Tri-State Show 


Ballerina Types Also Sold Well and Colors Were in Demand— 
Mother-and-Daughter Theme Emphasized 


Buffalo, N. Y. — Suede still seemed 
to be the favorite at the Tri-State Shoe 
Travelers Show held recently at Hotel 
Statler, in this city. 

Women’s shoes were shown in both 
black and colors in this material, black 
leading, and local shoe men are pre- 
dicting that it will become a favorite 
year-round leather, even taking to 
some extent the place of white for all 
Summer dress wear. 

The ballerina types sold well and 
colors were still in demand. This was 
to be noted in children’s shoes, also, 
where white, brown, red, green and blue 
were much on display, although brown 
and white are still the favorites. The 
mother-and-daughter theme was em- 
phasized by several exhibitors, carry- 
ing this through in both colors and 
styles, since the popular ballerina and 
other low heel types of women’s shoes 
are adapted also to children’s and 
young miss styles. 

Summer sandals were much in de- 
mand for beach, outdoor and home 
wear, These were shown in multi-colors 
as well as in solid green, red, ecru and 
Copenhagen blue. These were shown in 
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some cases with matching accessories. 

Ankle strap types are still good, 
especially among the children’s shoes. 
Spring business was reported very 
good among children’s white and patent 
leather shoes, 

Men’s shoes, many featured as spe- 
cials for Father’s Day, followed the 
newer broader lines. Quality has im- 
proved here and leading colors for 
Fall are cordovan and the darker brown 
shades. Styles still favor the moccasin 
and heavy sole types. While colors 
were shown, they were not in demand 
among local retailers, and suedes were 
not requested by any but city retail- 
ers. Points noticed among the men’s 
shoes were some fancy eyelets and 
hooks on oxfords, raised and seamed 
tips, many crepe and lug soles, fancy 
welts of various types, straps, ghillies 
and other favorites. 

Waterproof footwear again has many 
good lines. Velvet gaiters and rubbers 
to fit platform and other similar style 
shoes are now available. Unlined rub- 
bers and foot-holds were also much in 
demand by retailers. 

Most manufacturers complained of 


difficulty in filling orders for women’s 
and children’s canvas footwear for out- 
door and gymnasium use. Stocks are 
not yet back to prewar levels, and the 
demand is tremendous for these shoes 
by high schoo] and college students. 
Prices are still high, and the general 
opinion among exhibitors was that 
there would be little change in this re- 
spect during the next few months. 





Shoe Store Sponsors Contest 
In Tie-Up With Movies 


Indianapolis, Ind. — Marott’s Shoe 
Store Inc., here, had a contest for chil- 
dren in conjunction with a couple of 
Tarzan movies which were appearing at 
a local theatre and it was a most suc- 
cessful venture. Three animals in an 
ad were to be colored with crayon, oil 
or water color and the artistry of the 
entries submitted was truly amazing. 
Entries could be mailed in, or deposited 
in a box at the store. Thirteen prizes 
were given. Nancy E. Mentendiek won 
the Ist prize of $12.50, Carol Corbin, 
2nd of $7.50 and Freddy Lewark, 3rd 
of $5.00. Guest tickets to Loew’s 
Theatre were awarded for the ten next 
best entries. Nearly 3000 little chil- 
dren entered the contest. 
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Sizes 8'2 to 12 
Sizes 12'2 10 3 
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FEATURE AqwweMocee THE BIGGEST LITTLE SHOES 


ADVERTISED ON 
TELEVISION STATION WABD-N.Y. 


Get your shore of the profits that follow the po- 
rade of little feet in “Twinkle Toes”! Feature the 
shoes that are Commended by Parents Magazine. 


Twinkle Toes in many different and popular styles 
for boys and girls—made of the finest leathers. 
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to retail about 


POWELL & CAMPBELL Inc. 


MANUFACTURING WHOLESALERS OF SHOES AND SLIPPERS 


Corner of Church St. « New York + 122-124 Duane St. 
Established 1879 © Phones: WOrth 2-5425-5447 


England Has “New Look” For Children 





Leicester, England—“Two-Steps” children’s shoes are co-related with frocks and 
boys’ suits in the children’s shoe department of Bentalls Ltd., Kingston-on-T hames. 
Designs are said to be especially suited to children’s requirements, essentially youthful, 


comfortable and easy to put on and take off. 





Opens New Women’s and 
Men’s Shoe Departments 


Evanston, Ill. — Two compact and 
efficiently designed shoe departments, 
one for women and one for men, in- 
corporating the latest display and light- 
ing features, has recently been opened 
here in the new Maurice L. Rothschild 
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store, in this Chicago suburb. The new 
store, which just recently opened is con- 
sidered one of the finest in the country 
from the standpoint of structure, in- 
terior design, and appointments. 


The women’s shoe department is lo- 
cated on one of the two women’s ap- 
parel floors. Chairs and settees are in a 
curved arrangement, with a multi-mir- 







As 
advertised 





Magas™ 





rored setting in contrast to neutral 
furnishings of dusty rose and grey. 
Shadow display boxes all along the 
curved wall show coordination of shoes, 
hosiery, and other accessories. All stock 
is concealed. 

Since this is a fashion and apparel 
store, shoes gre also shown extensively 
throughout other departments in co- 
ordinated displays. Ted Fruchtl, who 
was formerly with Joseph's of this city, 
is women’s shoe buyer. 

The men’s shoe department, with R. 
Yager, as buyer, is located on the 
thoroughly masculine second floor. 
Here are sturdy leather chairs and 
rugged tables with plenty of smoking 
stands. Backgrounds and furnishings 
are maroon, nut brown, and hunters 
green with accessories of limed oak, 
glass, and plexi-glass. 


Both shoe departments, as well as the 
entire store are exceptionally well 
lighted by fluorescent units which 
spread daylight in display cases 
throughout. These are supplemented by 
“cold cathode” tubing inset in irregular 
patterns in the ceiling. 


Shoe Store Remodeled 


Alexandria, La.— Gremillion’s Shoe 
Store, 918 Third Street, here, has re- 
cently been remodeled and air-con- 
ditioning installed. This store reopened 
in April. 
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New Protective Sunshade 
For Windows 

Los Angeles, Cal.—A colorless plastic 
shade which protects window displays 
against sun fading with no distortion 
of colors is now being placed on the 
market. 

The “Infra-Chem” shades are clear, 
yet are claimed to be impermeable to 
ultra-violet rays which fade and crack 
leather and fabric shoes. This colorless 
material contains no visible dyes. Its 
protective action is dependent upon a 
substance with which the acetate is 
impregnated. All visible light is al- 
lowed through, so that displays may 
be seen in their natural colors without 
amber or blue reflections, but the 
ultra-violet rays are blocked off. 

Since last Summer actual service 
tests of the new shades have been con- 
ducted by representative stores through- 
out the nation, as well as Cairo, Egypt, 
and Capetown, South Africa, both 
notorious for brilliant sunshine. 

Fluorescent lamps, too, emit ultra- 
violet light, and fabrics and leathers 
placed in range of these lamps for long 
periods may suffer serious bleaching. 
To eliminate this fading, the new 
Infra-Chem, which is made by the 
Transparent Shade Company of Los 
Angeles, is being produced in tubular 
form which can be slipped over the 
fluorescent lamp tubes. 
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Promotion by Famous-Barr 
Proves Successful 





St. Louis—One of the models showing 
various styles of Jolene footwear during 
a recent promotion by the downstairs de- 
partment at Famous-Barr Co. here. Ads 
appeared in the iocal papers and through- 
out the store, on a Friday. The following 
day sales turned out to be the highest 
Saturdey unit volume in several months. 
Shoe Store Incorporated 

Buffalo, N. Y.—Outlet Shoe Store, 
Inc., has been incorporated here with 
capital of 200 shares. Incorporators 
are A. Irving Milch, Abraham Birn- 
baum and Elaine T. Devine. 


Specified by all importart Buyers 


The finest hand 
The widest color range Immediate Delivery 


% Write for swatch card (32 fashion colors) 


e PINE HILL PRODUCTS CO. 
4 264 FIFTH AVE., N. Y. 


THE SYNTHETIC SUEDE that has stood the test! 
The only Genuine 


PLASTICSUEDE 


REG. TRADE MARK 







Economical 
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ALL METAL SMOKERS 


with the exclusive patented dispensing feature 
NO SMOKE * NO ASH @¢ NO ODOR 
Reduces Fire Hazard 


Just a flick of the finger on the push button 
and trap door opens completely emptying ash 
tray. Bowl closes automatically . . . positively 
air tight! Ideal for shoe stores, lounges, offices, 
waiting rooms, rest rooms, display roeme—any- 
where people smoke! write for folder showing 
THE COMMODORE our complete line 

NO. 20 SHOWN Distributorships Availeble 











Industry Participating in 
New York’s Celebration 


New York—Shoe designers and man- 
ufacturers are cooperating with the 
needle trades industries in preparing 
for the fashion presentation that is to 
be a feature of the Golden Anniversary 
Exposition at the Grand Central Palace, 
August 23 to September 19. 

Irving E. Grossman, executive direc- 
tor of the manufacturing division of I. 
Miller & Company, and Kate Goldstein 
Kamen; executive secretary of the Guild 
of Better Shoe Manufacturers, are 
members of the shoe committee. The 
committee is under the general chair- 
manship of Samuel L. Deitsch, who is 
the head of the fashion coordinating 
committee. The coordinator of the com- 
mittee is Eleanor Lambert. 

The Golden Anniversary events next 
Summer and Fall observe the 50th year 
of the merger of the five boroughs, 
Manhattan, Brooklyn, Bronx, Queens 
and Richmond into the Greater New 
York City. 

Mr. Grossman said that thousands of 
pairs of the latest footwear for women 
and men will be paraded before exposi- 
tion spectators. There will be two fash- 
ion shows a day. 

Miss Kamen reported that women’s 
shoe designers are taking styles for the 
Fall from the costumes and habits of 
1898 and combining them with the de- 
mands of 1948. 
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No. 401 Fine grade of topping 


cent Arch Support. 


of walking. 


Crescent Arch Support. 





Several thousand leading shoe stores and departments all 
over the country are featuring Scott's fine line of Meta- 
tarsal Insoles. It offers one of the most complete selec- 
tions on today’s market. Carefully hand-formed in our 


own factory, the Scott line is one that you can display No. 402A Same as No. 402 but with Long Oval Meta- 
and recommend with pride to your clientele. . , 


cellent material and workmanship as No. 401, 
except that it has a full Sponge Rubber Bot- 
tom to cushion the foot and absorb the jar 


$6.00 Dz. Pr. $68.40 Gro. Pr. 


SCOTT FOOT APPLIANCE CO. 


A few choice territories left for wide-awake salesmen. Write Mr. Scott. 


Scott's METATARSAL INSOLES 





tarsal. 


leather. Good split 
leather bottom. Standard Metatarsal and Cres- 

$10.80 Dz. Pr. $123.10 Gro. Pr. tarsal. 

No. 405 ONE OF OUR BEST SELLERS! Same ex- No. 406 Same as No. 401, but with R. & L. Metatarsal. 
No. 407 Same as No. 401, but with Long Oval Meta- 


tarsal. 


$12:00 Dz. Pr. $136.80 Gro. Pr. 


No. 402 Good grade waterproof split leather topping. 
No bottom leather. Standard Metatarsal and 


All styles in following sizes: 


Men's 6 to 12 Incl., Wide and Narrow 
Ladies’ 3 to 10 Incl., Wide and Narrow 


Please order by style number and state sizes and widths. 


For Better Customer 


No. 404 Same as No. 401, but with Cloverleaf Meta- 


For Bigger Profits 


Satisfaction 


$7.20 Dz. Pr. $82.10 Gro. Pr. 


$12.00 Dz. Pr. $136.80 Gro. Pr. 


OMAHA 2, NEBRASKA 








Students Hear 


Leather Representatives 

Brooklyn, N. Y.—Students of fashion 
merchandising in the Home Economics 
Division of Pratt Institute, Brooklyn, 
N. Y., heard a talk recently on “The Ap- 
preciation of Fine American Leathers” 
by Malcolm Fleming of Fleming-Joffe, 
Limited, New York tanners of reptile 
skins. 

Mr. Fleming was invited to supple- 
ment the students’ own program of 
s‘udy of leathers. In his informal talk 
Mr. Fleming dealt with the world-wide 
sources America draws upon for raw- 
stock, and spoke briefly about the de- 
velopment of American tanning methods 
in transforming this stock into fine, 
quality leathers. Various finished hides 
and skins were shown to illustrate the 
talk, as well as a display of many 
fashion apparel articles made of leather. 

“The Romance of Leather”, the sound 
motion picture produced by the Tan- 
ners’ Council of America, was shown. 

The program was concluded with a 
talk on the fashion importance of rep- 
tiles, by Mrs. Irene Sharlin, publicity 
director for Fleming-Joffe. 





Shoe Store Reducing Space 
Dover, N. H.—As the result of plans 

for expansion of the Merchants’ Bank, 

which needs more space for its cus- 
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tomers, the adjacent shoe store oper- 
ated by Myer Siegal on Third Street, 
here, has announced plans for ailteva- 
tions to reduce its floor space by one- 
half. 

The shoe dealer said the proposed 
changes would make his establishment 
more compact, with still enough room 
for his retail activities. Modernization 
will be the keynote in the changes 
planned for the shoe store and othe 
business concerns which will be affected 
by the bank’s expansion. 





Shoe Shop Decorated In 
Southwest Spirit 


Dallas, Texas — In keeping with the 
spirit of the great Southwest, A. Harris 
& Co., here, recently opened their new 
children’s shoe shop, with its chuck- 
wagon flavor. The shop was designed 
for the teen-agers by one of t*e store’s 
own designers, James L. Hodges. 

The artistically unique feature about 
the shop is its mural-type wallpaper cf 
Western landscapes. The cactus land- 
scape, with its dark blue mountains ‘n 
the background and the occasional 
sagebrush and tumbleweed between the 
stately cacti, extends ha'f-way up the 
wall. The rest is light blue sky. extend- 
ing upward and covering the ceiling. 

The furniture is in keeping with the 
western murals. It is strictly ranch 


style. There are long benches, with 
rose-colored upholstery, around the 
sides of the room, and a double row of 
benches, back to back, in the center. 

A battery of display shelving has 
been built above the two rows of 
benches in the center of the room 
These shelves stand out as unique 
because of the graduating s‘zes of the 
pigeon-holes. Shoes on forms are thus 
attractively displayed, 

Mrs, Henry Miller, head of the <e- 
pariment, says that the stcre wins 
favor with its teen-age patrons because 
of its aim in bringing high style to 
this group. Flats and wedge-heels in 
gold and other gay colors are proving 
very popular with the youngsters. 


Frank Bros. Open Store 
In Greenbrier Hotel 


New York — Arthur A. Livers, presi- 
dent of Frank Brothers, here, has an- 
nounced the opening of a new store in 
the Greenbrier Hotel, located in White 
Sulphur Springs, West Virginia. 

The new Frank Brothers store will 
be headed by Carl Lull, former manager 
of the Frank Brothers store in Chicago. 

In addition to exclusive shoe fashions 
for men and women, the store will carry 
a large collection of carefully selected 
accessories. 
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GIGANTIC FIRMS — BIG COMPANIES 
WELL KNOWN ORGANIZATIONS 


Have gotten their prices down! We can follow the trend too... 
and yet keep Lion’s popularly-priced, quality sandals the same 


or even better! 


Keep an eye on our constantly improving line of fine leather 
sandals for men, women and children . . . and our price, too! 


Lion 


707 BROADWAY NEW YORK 3,N. Y. 


Formerly Lion Luggage Co. 














About Shoe People 


Otto H. Dumke, formerly with Wil- 
liam Cohan Co., Chicago, has recently 
succeeded Urban K. “Red” Allen as 
Chicago representative for M. J. Saks 
Shoe Company. He will travel the states 
of Illinois and Wisconsin. Mr. Allen con- 
tinues to represent Lumbard Watson of 
Auburn, Maine in this area. 

a a w 

Lee Phelps is the new shoe buyer at 
the B & M Store, Peoria, Ill., a large 
apparel store. Mr. Phelps has had 
fourteen years’ experience in a well- 
known department store in Peoria. 

oe 6 * 

Norbert J. Metty has been appointed 
manager of the recently-opened W. L. 
Douglas Shoe Co. store at 522 Adams 
Street, Toledo, O. A life-long resident 
of Toledo, Mr. Metty has worked 15 
years in the retail shoe business, the 
last three as manager of a local store. 

*~ ca * 


Henri Cloutier, well-known Montreal 
shoeman and president of the Canadian 
Footwear Travelers’ Association, has 
been appointed sales manager at La 
Duchesse Shoe Limited, Richmond, 
Quebec, of which J. I. Beaubien is presi- 
dent. Mr. Cloutier is a native of Que- 
bee City and has been a shoeman all 
his life. 

* * «& 

C. C. Brock and Louis Militello have 
been appointed to the executive com- 
mittee of the Retail Merchants Asso- 
ciation of Jamestown, N. Y. represent- 
ing shoe dealers. 

* * * 


Jack Olsten is now in charge of sales 
of the entire West and South for Vic 
Colton of California. Mr. Olsten brings 
a wealth of experience with him, having 
previously been connected with Illing of 
California, Fern Shoe Co., and Mercury 
Shoe Corp. He will make his headquar- 
ters in Los Angeles, maintaining the 
Colton showrooms. 

* Bs oo 

Bobby Williams and Herbert Slaugh- 

ter have been added to the sales force 
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in men’s and Women’s shoe depart- 
ments respectively at W. C. Stripling 
Co., Fort Worth, Texas. In the late war, 
Mr. Williams was a major in the air 
force and Mr. Slaughter held the rank 
of first lieutenant. 

Ht * x“ 

Anthony Vigorith of the Jo-An Shoe 
Manufacturing Corporation, Cincinnati, 
Ohio, has been making shoes for forty- 
five years. He spent ten years as man- 
ager for Altman Brothers Shoe Mfg. 
Co., then decided to establish his own 
business, His intimate knowledge of the 
industry helped him in making im- 
mediate sales during the first year. As 
he enters the second year he plans to 
keep up the good work. 

a oe co 

John Merwin has been appointed 
manager of The Bootery, 216 North 
Main Street, Jamestown, N. Y. Mr. 
Merwin has been associated with the 
shoe business for 14 years and at one 
time was associated with the Brown- 
bilt Shoe Store. 

a os * 

Peter Miiler and Bill Ray, two men 
experienced in the art of selling shoes, 
have opened the Pete Miller-Bill Ray 
Shoe Box in Lake City, Fla. It will be 
operated as a family shoe store. 

aE ~ 

Monroe Gamm has resigned from the 
shoe department of Meier & Frank, 
Portland, Ore., and is now assisting his 
father, Phil Gamm, who operates a shoe 
store at 901 Delmar Street, St. Louis. 
The senior Gamm’s store was started 
in St. Louis in 1891. 

a a a 

Paul L. Leonard, shoe buyer at Roth- 
child’s department store, Ithaca N. Y., 
for several years, has been appointed 
buyer of Read Shoe Company’s depart- 
ment at S, F. Iszard Co., in Elmira. 

cad cod *~ 


Harry Argyries, manager of the 
Baker’s Shoe Store in Corpus Christi, 
Texas has been transferred to Detroit, 
Mich., where he will be manager of a 


new store operated by the same com- 
pany. He has served for the past two 
years as manager of the Corpus Christi 
store. 

* 7 * 

Theo V. Corpron, recently with the 
Upton Shoe Store in LaGrange, Ill. and 
previously with O’Connor & Goldberg, 
Chicago, has succeeded L. F. Betz as 
manager of the Johnson Shoe Company 
in Mt. Pleasant, Michigan. Mr. Betz is 
to be manager of the Marzke-Johnson 
shoe department in Welding’s Store lo- 
cated in Petoskey. 


* * * 


Zakaria Klorian, of the children’s 
shoe department at the J. L. Hudson 
Company, Detroit’s largest department 
store, is the proud father of a baby boy, 
Michael, born recently. 


* * = 


Ralph Lawrence has brought out the 
Morton Williams Shoe Store at 313 
Main Street, Sarasota, Fla. The busi- 
ness will now be operated as Lawrence’s 
Smart Footwear. In the shoe business 
for 22 years, he was for some time 
manager of the shoe department of 
Weil-Maas of Tampa. 


* * os 


Paul Schreiner, formerly manager of 
the W. W. Virtue store, Garden City, 
Kansas, was recently appointed adver- 
tising manager of the W. W. Virtue 
Mercantile, Inc., in Wichita, Kansas, 
according to an announcement made by 
Roy C. Russell, president and treasurer. 
Mr. Schreiner is now a director in the 
firm. 

oe = * 

Orlo Yeiter, former Grand Rapids 
shoe retailer, has been named general 
manager of the new Mart’s Men’s Store, 
just opened by Martin Epstein at 61 
Monroe Avenue in downtown Grand 
Rapids. 

* * Bs 

Announcement has been made of the 
engagement of Miss Jane Betty Zion, 
of Atlanta, Georgia, to Harold D. 
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Yudelson, also of Atlanta. Mr. Yudel- 
son is in business with his father, who 
is president of the Edwards Shoe 
Stores, Inc., in Atlanta. 
- ~ > 
Harold Burton, owner and operator 
of the Burton Shoe Company at Macon, 
Georgia, has been named as a member 
of the board of directors of the Retail 
Merchants Bureau of the Macon Cham- 
ber of Commerce. 
* 7 a 


Mort B. Givian and Albert Sells have 
joined the Dr. A. Reed Cushion Shoe 
Corporation, Chicago. Mr. Givian will 
have office and headquarters and the 
firm’s new wholesale room at 208 W. 
Monroe Street. He will be in charge of 
wholesale operations. Mr. Sells will 
head retail operations, with headquar- 
ters at 13 E. Adams Street. 

* ok - 

Ben Greenblatt, Sales Manager of 
Lester Pincus Shoe Corp., New York 
City is the proud granddaddy of trip- 
lets. The three girls were born to his 
daughter, Mrs. Anita Nudelman, last 
month at Beth Moses Hospital, Brook- 
lyn, 

* oa 

Harry Schall, formerly manager of 
the basement shoe department of 
Stein’s Ready-to-Wear, Toledo, Ohio, 
has been promoted te manager of 
Stein’s second floor shoe department, 
succeeding Tod O’Brien. Norman After- 
good, formerly assistant manager in 
the basement, was named to replace Mr. 
Schall as manager there. 

* « ~ 

Tod O’Brien, formerly manager of 
Stein’s Toledo, second floor women’s 
shoe department, has assumed a similar 
post with Lamson Bros. Co., Toledo, de- 
partment store, heading their third 
floor shoe salon. A veteran of 13 years 
in the shoe business, Mr. O’Brien re- 
places Dick Holtz, who resigned to go 
into business for himself. 

. - * 

L. C. Wood, formerly of Columbus, 
O., has been named manager of the 
Nisley Shoe Co. store at 510 Adams 
Street, Toledo, Ohio, succeeding M. J. 
Metty. 

« ~ * 

Thornton A. Bowman, formerly as- 
sistant manager of the Lamson Bros. 
Co. shoe salon, Toledo, Ohio, has be- 
come assistant manager of the main 
floor shoe department at Foley’s Hou- 
ston, Tex. 

= os > 

Jack Freeman, formerly manager of 
the Lamson Bros. Co., Toledo, base- 
ment shoe department, is now manager 
of Foley’s, Houston, basement shoe de- 
partment. 

= 7 * 

Maj. Spencer C. Vaisey, son of Sam- 
uel B. Vaisey, president of the Vaisey- 
Bristol Shoe Company, Rochester, New 
York, has been appointed executive of- 
ficer of the 10th Reconnaissance (Pho- 
to) Squadron, Air Force Reserve. 

- ~*~ cod 


Joseph Feingold, formerly with I. 
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large family of Juvenile Shoes 

— still growing in popularity (after 

40 years) with the speed of a youngster. 

New, modern lasts with wide heel base and ball 

for good tread. Scientific patterns with short backs for 

ankle hugging fit. For looks — long wear and foot health 
— swing to BEHN “quality made” SHOES. 


WIDTHS Ato EE. Welts and pre-welts. 
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Miller in the retail] division is now with Shoe Co., Lynn, Mass., as salesman, 


Caughey Footwear, Inc., New York, as 


salesman. 
MS a - 


A. G. Segal who for ten years covered 
the Carolina territories for M. Perel of 
Baltimore, has opened the Temple Shoe 
Company at 116 South Poplar Street 
in Charlotte, North Carolina. This 
wholesale house is operating in the 
Southeast with Morton Silverstein and 


Bob Sidemen as salesmen. 
7 ~ 2 


Al Hoffman, formerly with Milius 
Shoe Co. and later with Schwartz & 
Benjamin is now with John Flautt 


covering the Midwest territory. 
~~ 7 oe 

Joe Freed, formerly of Blum’s in 
Baltimore, Md., has been appointed 
econemy shoe buyer for The Hub, also 
in Baltimore. 

* = > 

De Laine L. Burks has opened his 
store under the name of Burke’s Shoe 
Store, 62 Main St., Jackson, Calif. 

” . * 

The Dutton Shoe Shop, 23 Dutton 
Ave., San Leandro, Calif. has been pur- 
chased by Ralph J. Orlans and Anzalea 
R. Orlans from Al and Helen Joaquin. 
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Pattern #330—a combination binding—soft, beautiful 


grosgrain-type ribbon combined with pliant, easy to handle cotton. The shortest distance 
between these 2 points 


Fottern #330 comes in standard colors and can be dyed to your 


specifications. When filling your binding needs—remember Pattern #330. 











in your business ! 














Montgomery, Ala.—-New shoe department of A. Nachman’s specialty shop. Located 
on the mezzanine floor, the department is operated by C. D. Moore, who also operates 
stores in Palatka and Panama City, Florida. Albert Endel is manager. The walls are 
of a pale green color, while the floor is covered with a grey carpet. The hanging and 
the upholstery are dark red and grey. There is storage space for 5,000 boxes of shoes, 
the only stock in sight being that displayed in shadow boxes of different types. 
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Cargo of Cobra Skins 
Flown to New York 


New York—A $20,000 cargo of high 
quality cobra skins, the largest and 
most valuable ever flown from the Far 
East, was landed at LaGuardia Airport 
recently aboard a Seaboard & Western 
Airlines DC-4 Airtrader to meet the 
Spring fashion demand for reptile foot- 
wear, handbags, and other accessories. 

The two-ton cargo consisted of more 
than 30,000 skins, two-thirds of which 
were loaded at Bangkok, Siam, and the 
remainder at Madras, India. They were 
unloaded at New York at the end of a 
four-day, 12,000-mile flight from Bang- 
kok. 

Henry Klapisch, president of the Cor- 
tez Trading Corporation of New York, 
which specializes in trading in reptile 
skins, ordered the shipment. He stated 
that this cargo alone would mean a 
minimum of 10,000 pairs of reptile 
shoes and countless other accessories 
for the Spring market. 





Three-Day Opening 


South Bend, Ind.—Nisley held a 
three-day opening for their own store at 
the corner location of 237 S. Michigan 
Street. They had formerly offered their 
footwear in connection with Benton’s 
women’s apparel store. They feature 
footwear from $3.98 to $8.95. 
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NSTA Board Meets 
In Chicago 
(Continued from Page 121) 


The Board of Governors also dis- 
cussed the fact that so much newspaper 
publicity on prices is detrimental to the 
shoe industry. Mr. Evans recently pro- 
tested in a letter to the National Shoe 
Manufacturers Association, the type o! 
publicity on the subject of shoe prices 
following the recent Tanners Counc 1 
meeting in New York. He pointed out 
that the news story stating shoe prices 
would be down from one to three dollars 
a pair next Fall was detrimental to all 
branches of the shoe business. 

The annual convention of all members 
of the National Shoe Travelers Associ- 
ation was announced as set for the 
Thursday and Friday before the Fall 
National Shoe Fair. 

In addition to the officers already 
mentioned, the following presidents of 
affiliated organizations were present at 
the meeting: Warren Crandall, Iowa 
Shoe Travelers Association; Keith Pick- 
erell, Middle Atlantic Shoe Travelers 
Association; Ed Trench, Northwestern; 
Claud W. Sheldon, Northwestern; J. D. 
Mittlebach, Central States; Herbert 
Smeltzer, Indiana; Jack Walsh, Chi- 
cago; Jack Clark, Midwestern; Jimmie 
Thompson, West Coast; Dick Barnes, 
Ohio. Duke Harris, president of the 
National Association of Women’s and 
Children’s Apparel Associations, with 
which the organization is associated, 
was present and addressed the mem- 
bers. 


Second Shoe Style Clinic 
Held in St. Louis 


St. Louis — A favorable reaction by 
buyers was noted here to the second 
shoe style clinic presented by Martha 
Grigsby, Inc. at the Statler Hotel just 
prior to the opening of the Shoe Fair 
in Chicago. Miss Grigsby first staged 
such an event last Autumn prior to the 
October Fair. 

Highlight of the clinic was a style 
show, titled “Footsteps of Fashion”, 
featuring 40 complete ensembles, made 
up by various St. Louis shoe ready- 
to-wear and bag manufacturers. Theme 
of the presentation was coordination 
of fashion merchandising. 

Visiting buyers also heard talks by 
Clark Gamble, president of Brown Shoe 

o.; T. A. Hall of Miller and Rhoads, 
Richmond; and Marcus Rice of Famous- 
Barr, St. Louis. James S. Legg, chair- 
man of the board, St. Louis Shoe Man- 
ufacturers Association, presided. 

Those present also witnessed a dance 
presented by the Arthur Murray studio 
which dramatized the influence modern 
dancing has had upon current fashions. 
A round table discussion followed. 

Miss Grigsby is the head of a resi- 
dent buying organization for major 
department stores. 
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~ “THAT REMINDS ME, 

/ WANT 
ANOTHER PAIR OF 
FOOT REST SHOES /” 






Mascon 
FOOT REST 


SHOES 
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Priced at 
$9.95 and $10.95 
(a few styles higher) 










FREE 100- and 50-word spot announcement 
continuities are available to Krippendorf dealers 
each season. Just one of the many selling tools 
offered to remind Foot Rest wearers where these 
beautiful, comfortable, fairly priced shoes may 
be purchased in their community. 
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Why not write us — ask us to outline for you 
the many benefits you'll reap when you handle 
this line of *nationally advertised footwear. 


The Krippendorf - Dittmann Co. 


Cincinnati, Ohio 


New York Showroom: Marbridge Building 


“Makers of women’s fine footwear since 1872” 


* Nationally advertised in Vogue, Ladies’ 


Home Journal, Mademoiselle, Woman's 


Home Companion, Good Housekeeping, The Grade Teacher, and The Instructor 








Prices Increased 
By International 


St. Louis — The International Shoe 
Co. has announced wholesale price in- 
creases averaging nearly 10 cents a 
pair. 

On March 24 the firm had reduced 
its wholesale prices ranging from 50 
cents down to 5 cents a pair, and aver- 
aging something less than 20 cents a 
pair, on unfilled orders for men’s. 
women’s and children’s shoes sold for 
Spring delivery. 

At the time of these announced re- 


ductions, International had stated that 
Fall prices would “depend on market 
prices for hides and leather in the 
meantime.” The reason for the current 
increase was stated to be light native 
cowhide prices which have moved up 
from 23% cents a pound to 29 cents. 


Except for some women’s shoes, in 
which style features have added to the 
cost, the Fall shoe price increases are 
less than half the previous reductions 
and are somewhat lower than those 
prices with which the company started 
selling its Spring lines, a company 
spokesman said, 
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Style 432 
Sizes 2/9 


Catalogue and Ovtese On Request 





IMMEDIATE 
DELIVERY 


YOUR BOOT SALES 
RISE and — 


Will be Seen 9,110,020 Times. 


Boost your sales to the top with 
bigger profits...stock the Hyer 
line, America’s finest quality 
boots since 1875. Our advertise- 
ments tell your customers of 
Hyer craftsmanship...top quality 
leather . .. smartest styling... 
greatest comfort! 


Hyer Boots come from a long 
line of famous boot makers 
(4 generations). Hyer Boots give 
a long life of service! Watch 
your Boot sales go higher with 
the Hyer advertising campaign. 






$.Elam Shee Co 


ten, Mew York . 


Warehouse facili- 
ties in key cities 
throughout the 
country, insure 
prompt delivery. 








Boston, Mass.—Vaughn Monroe’s Moon Maids look over the fine array of shoes at 
Barclay’s, here. They are wearing Mademoiselle pumps of green calf piped in white. Two 


of the girls have matching bags. 





Successful Promotion Held 


St. Louis — The recent newspaper 
and direct mail promotion of the West- 
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port line by Boyd’s, in both their down- 
town and Clayton specialty shops, was 
highly successful with more than 1,000 
pairs sold. Eye-catching window and in- 


Kee en ns eee Zee 


C. H. HYER and SONS 


Makers of Fine Boots Since 1875 





OLATHE, KANSAS 





“terior displays also 1 were used with an 


emphasis on the nationally advertised 
patterns finished in red. 

Besides the series of six newspaper 
ads used in the promotion, regular 
customers showed a good response to 
a colorful mail order enclosure which 
was sent out with month-end state- 
ments. 

Boyd’s also capitalized on more of 
the same kind of merchandising and 
promotional tying-in on Westport’s 
“Shoe Ho” ad which appeared in the 
April issue of Mademoiselle. Bob De- 
pendahl, women’s shoe buyer at Boyd’s, 
was highly enthusiastic over the suc- 
cess of the promotion. 


Murray Maisel Takes 


Over New Shoe Store 

Detroit, Mich — Murray G. Maisel, 
formerly manager of the shoe depart- 
ment at Peter Pan, Ltd., East side 
juvenile shop, and also at the Mercury 
Boot Shop, has taken over the former 
Chover Brothers Shoe Store, estab- 
lished some 25 years ago in Northwest 
Detroit at 12060 Dexter Boulevard, and 
is renaming it Maisel’s Shoes. 

The former title of Phillips Shoes, 
which Mr. Maisel registered for a store 
at 17138 West McNichols Road, has 
been abandoned, and he will operate 
only the Dexter store. He is following 
the existing policy of a general family 
type shoe store. 
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Group Protesting 
Passage of Bill 


New York City — A “War Council” 
meeting unique in the annals of sales 
trade groups was called by the National 
Council of Salesmen’s Organizations at 
its headquarters, here last month. At- 
tending the meeting were delegations 
of salesmen’s associations representing 
nearly every trade and industry. 

The purpose of the meeting was to 
merge the strength of all salesmen’s 
groups throughout the country in a 
combined effort to defeat the Gearhart 


Bill H. J. Res. 296 now in the Senate | 


Finance Committee. This bill would 
serve to exempt many thousands of 
salesmen from Social] Security cover- 
age. 


Leonard Lesser, president of Wash | 


Frock Salesmen’s Association and vice- 
president of the National Council, pre- 
sided in the absence of Louis A. Capal- 
do, president of the Council. 


The result of the enactment of this 
bill would be to limit the extent of 
Social Security coverage to those who 
come within the strict legal understand- 
ing of the meaning of the word “em- 
ployee”. In recent decisions of the 
Supreme Court the meaning and intent 
of the Congress which passed the Social 
Security Act in 1935 has been inter- 
preted in the following words: ‘In the 
application of the Federal Insurance 
Contribution Act and the regulations of 
this part, an employee is an individual 
in a service relationship who is de- 
pendent as a matter of economic reality 
upon the business to which he renders 
service and not upon his own business 
as an independent contractor.’ The Na- 
tional Council of Salesmen’s Organiza- 
tions calls attention to the fact that 
the Socia] Security Act is truly social 
legislation—in every sense which these 
words can imply. Any attempt to read 
a tight legalistic concept into the intent 
of the Congress which enacted the 
Social Security laws, is to defeat the 
original purpose of the act’s authors. 
The Social Security law was enacted 


to give as wide protection to the people | 





of this country as possible. The Council | 


believes that the passage of HJ Res. 
296 would serve only to open to further 
restrictions the extent of Social Se- 
curity coverage and that therefore the 
bill as a whole is against the public 
interest.” 

A message from Council President 
Louis A. Capaldo, whose absence from 
the city prevented his attendance at 
the meeting, reaffirmed the Council’s 
decision to fight passage of the 
measure “up to and beyond the Presi- 
dent’s veto, if that becomes necessary”. 

A resolution fighting the bill, was 
presented at the meeting and unani- 
mously passed. 

It was decided, “That the National 
Council of Salesmen’s Organizations 
Inc., be, and it hereby is authorized and 
directed to oppose passage of HJ Res. 
296 and apprise members of the Senate 
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NEW NUMBERS 


You can count on chalking up plenty 


of back - to - 
and other new PLAY-POISE styles. 





SHOE 


ORDER NOW FCR FALL 


SEND FOR FALL 








Finance Committee and of the Senate 
of the same; and it is 

“Further resolved: 

“That the undersigned associations 
continue to remain in session as a body, 
subject to call by the President of the 
National Council, for the further pur- 
pose of such other and further action 
as may be deemed and necessary in 
order to defeat HJ Res. 296 and to 
effectuate a complete and definite in- 
clusion of the wholesale salesmen of 
America under the Social Security Act. 

Among those supporting the Na- 
tional Council in its effort to defeat 
the bill are: The Shoe Club, New York 


school sales with this 


te 


CATALOG 


BME GPCL 


INFANTS AND CHILDREN 


a 


COM PANY, 
VIRGINIA 





State Association of Boot and Shoe 
Travelers and the Southeastern Shoe 
Travelers. 





E. C. Orr Heads 
Women’s Style Committee 


Cincinnati, O. — Edward C. Orr, 
president of the Potter Shoe Company, 
here, is chairman of the women’s shoe 
style committee of the National Shoe 
Retailers’ Association for 1948. Shoes 
to harmonize with 1948 Fall and Winter 
styles will be the object of the com- 
mittee’s design selection. Mr. Orr is 
a past-president of the association. 
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THE @-FEATURE PROFIT LINE 


Style 850 
Black kid boot, no 


fe Vece- Tesistance Ahead = —_ 


Style 860 
Black kid 5-eyeletLoce 
Here's a quality shoe (see features below) Oxford, no box toe, 

that you can sell and re-sell to comfort-seeking women. At $5.00 7/8 heel with rub- 
to $6 retail, no price resistance —and a good profit for you. 7 ber top lift 
arch-type styles, 4 to 10, A to EEE, all in stock for immediate 
delivery. Send for catalog. Samples on request. Write or wire > 
requirements today, (Newspaper mats available on request.) 
4 selling features: 1. Combination last for comfort, fit; 2. All- 
kid line for wear, comfort, looks: 3. Lock-stitch construction 
for wear: 4. Long inside counters for support, comfort. 


MONROE BROTHERS & COMPANY 225 Nn. 19th sr., PHILADELPHIA 30, PA. + EST. 1817 | 

















a 


Mr. Dealer: 
You really 
swamped us for 
2s cur sample pack 


Pa Clea 





| DISPLAY 





and we don’t blame 
you' Sorry you've been 
delayed in receiving your 
shipment. We are filling 
your orders as fast as 
possible. PLACE YOUR 
STOCK ORDERS NOW! 
Price, $2.95, less 40%. 
State number of Men's 


IT SELLS ITSELF! 







Sportsmen and outdoor workers buy it on 
sight! Sturdy and compact, this simple 
device assures proper drying and between 
season care of all types boots and other 





makes ANY shoe 


and Women’s model when 
ordering. SAMPLE PACK 
(6 pairs including beauti- 
ful display) still available 


outdoor footwear. The rising warm air 
circulates through and dries them quickly. 
Packed 2 dozen per cartoon with convenient dis- 
play rack for counters and windows. Co 







nsistent 
National advertising. Retail price $1.00 leaving 
a good profit. 
etd — = iv your 
you. 


Winespalis 24, Mineseia NOEL VAN TILBURG CO. 


a GOLF shoe! for you late comers at 


$10.63. You MAKE 
$14.15 on every dozen 


The PARCLEAT CO. Inc. | * 


Me's mode! adjusts 6-12 
Box 4897, WASHI. 8, D. C. 


Women’s, model 4-9 
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Honolulu, T. H.—In the middle of 
the Pacific Ocean there is a men’s and 
women’s speciality store that would do 
credit to any American city. That’s the 
new MclInerny’s. It opened recently in 
Honolulu, near the site of the original 
McInerny’s which got its start 98 years 
ago. It isn’t a usual store and it didn’t 
open its doors in the usual American 
manner, According to an ancient Ha- 
waiian ritual, a blessing or dedication ‘ 
of the new store preceded the opening t 
of the doors to the public, a ceremony 
said to be performed publicly for the 
first time at McInerny’s. 

McInerny’s did a million dollar shoe 
business last year, as incredible as that 
may sound for a men’s women’s and 
children’s retail shoe business in such 
a far-away island. It’s little wonder 
that the women’s shoe department in 
the new store is in an excellent spot, 
right inside the entrance. 

Living decorations in keeping with 
the natural beauty of the island, ebon- 
ized tables inlaid with ceramics depict- 
ing the culture of Hawaii and spun 
glass curtains that separate sections 
are among the many features that ex- 
cite the crowds pouring into this in- 
teresting new store daily. Visitors are 
as enthusiastic in their praise as the 
old timers. 


McInerny’s Magnificent Store in Honolulu 
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A section of the shoe department at the new MclInerny’s in Honolulu. Native 
“plant islands” divide the women’s shoe department into sections where shadow boxes 
with provincial frames are placed above the curved sofas and the unusual chairs with 
slant armrests. 
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Our 49th Year 

















For almost half a century the name Altschul has been synonymous with excellent fitting chil- 
dren’s shoes of the best quality. These shoes are two of many seasonable ones available for imme- 
diate shipment from stock. Illustrated folders and mats available on request. 
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suites =e om. 


4 -6 B-E White Elk F510 6%- 8  B-E White Elk Tan Saddle 
F501 6%- 8  8B-EE White Elk ulus nc. C510 845-12 8-EE White Elk Tan Saddle 
C501 844-12 8-EE White Elk ad M510 12% 3 | |B-E White Elk Tan Saddle 

6%- 8 B-tE Tan Etk ¥ : . ite an le 
C400 845 - 12 AEE Tan Elk 117-125 Grattan St., Brooklyn 6, N. Y. 
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OSMIC CHEMICAL CO. BROCKTON, MASS. 





111 East 12th Street 
















MERRYPERT Footwear ine. 
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e@ Nu-Welt Construction » 

e Elk Leather Upper * 


e Leather Welting 
e@ Oak Rubber Sole 


e Rubber Heel 
COLORS: WHITE, RED, 
BROWN, GREEN 


Also Available in Open Back 
SIZES: 68 $1.40 


9-11 1.50 
12-2 «1.60 
Full Sizes Only 
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New York 3, N. Y. 
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The McInerny opening was an open- 
ing in every sense of the word. Each 
item in the store was brand new. It had 
been purchased especially for the new 
establishment where many of the Main- 
land’s leading brands in men’s and 
women’s attire and accessories are 
highlighted. On the opening day 20,457 
persons came inerely “to look”. Nothing 
was sold on that first day. 

There are 22,000 square feet of sell- 
ing space on the three floors of this 
establishment. All shoes are sold on 
the main floor. 

Lawson H. Riley is general manager 
and executive vice-president. He came 
to McInerny’s as general manager in 
1939 after a fifteen-year association 
at The Emporium in San Francisco 
where he was divisional merchandise 
manager, Mr. Riley was named execu- 
tive vice-president of MclInerny’s in 
1946. Bob Smith is shoe buyer. 

The women’s shoe department has in 
it two of the “plant islands”. They 
divide the department into three sec- 
tions which give it a staircase feeling 
of design. A new type of chair with 
slant armrests is used in the men’s as 
well as the women’s shoe department. 
These custom made chairs are placed 
alongside two-passenger sofas. Shadow- 
boxes with provincial frames give a 
picturesque touch to this department as 
well as providing an effective method 
for displaying the newest in shoe styles. 
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A French modern theme of decora- 
tion with an island influence is used 
througheut the store. The furniture is 
all custom made with hardwood frames. 
All the chairs and sofas are upholstered, 
the sofas tufted. The ceramic lamps, 
ash trays and flower pots carry out the 
tufted theme. Twenty ebonized tables 
are inlaid with ceramic tiles, each tell- 
ing a different story of this island of 
hula dancers and swaying trees. These 
ceramic insets are also at the back of 
the fitting stools in the men’s and wo- 
men’s shoe departments. 

Shoes Sold for 70 Years 


When Michael McInerny arrived in 
Hawaii as a ship’s caulker almost a 
hundred years ago, he opened a little 
shop selling souwesters and boots to 
whalers headed for Alaska. In a few 
years it had grown into a man’s cloth- 
ing and haberdashery store, 

Shoes were added some seventy year< 
ago. Under the direction of Will, one of 


the McInerny twins, the shoe depart-- 


ments in 1895 were moved under a 
separate roof, the site of the new store. 

The fashion-conscious clientele of 
McInerny’s wants the newest in mer- 
chandise. This means McInerney’s must 
plant for ahead, as it takes six weeks 
to reach Honolulu from the mainland. 
New shoes are received twelve months 
a year so that McInerney’s has always 
“the new” to talk about. 


Membership Drive Begins 
By Foremen’s Association 

Boston — Henry Meirs, president of 
the New England Shoe Foremen & Su- 
perintendents’ Association, announced 
this week that he had appointed a new 
super-membership committee with Re- 
gional chairmen in every important 
shoe center in New England. This com- 
mittee, headed by John Cocozella and 
Stanley Halperin, will contro] the ac- 
tivities of the members and enable them 
to derive new and greater benefits. The 
organization, now numbering 800 active 
shoe executives, is recognized as the 
outstanding organization of its type in 
the country. 

Regional committee chairmen will 
report all cases of need to the relief 
committee headed by Hyman Snider of 
the Consclidated National Shoe Corpo- 
ration. They also will organize visiting 
squads and send baskets to sick cases. 
In addition to these duties, the regional 
chairmen will assist in reinstating 
suspended members and wil] head all 
membership drives. 





New Shoe Store Opened 

Gulfport, Miss. — Women’s and chil- 
dren’s shoes will be featured by the 
North Gulfport Merchantile Company, 
2713 25th Avenue, in this city, which 
opened in March. 
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Colorful Window Cards 


* with bright new price tickets 
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IN RED, BLUE, 
Full and half sizes 
6-10%, ll-3 





She MONDL MFG. co. Sne. 


38-42 OTTER STREET +» OSHKOSH +» WISCONSIN 


Reput 8 4 ; 209 S$ St 


Genuine 
CHILDREN’S SIDE-GORE 


with flexible retan leather soles 
with special soilproof finish 


Proven slipper lasts—plenty of toe room. Moulded 
counters — three-sole stitchdown construction. 
Plaid lining hand lasted under insole. 


BROWN 







As illustrated 
8” x 14” 
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designs 
30c dz. 
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$2.10 ea. 
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WINDOW CARDS 
In Yellow & Fuchsia 


five other texts 
to choose from 


$1.00 ea., 3 for $2.25 


Price Tickets 


In matching colors 
and other Spring 


$3.00 gr. 


102 prices in-stock 


CARD HOLDERS 
Natural wood finish 
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FOR THE 
EASTER 
PARADE 
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WRITE TODAY for Spring circular 
and Sample Tickets 
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Shown above is the new Holiday Shoe Store in Louisville, Ky., home of the Ken- 
tucky Derby races. Featured in the shoe store is a chandelier, which comes from the 


former French luxury liner, the Normandie. 


Louisville, Ky — The new Holiday 
Shoe Store, 560 S. Fourth Street, al- 
though opened only recently, is doing 
a good volume of business. The store is 
managed by John Langford. 
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Effectively using color, all fixtures 
highlight the display of merchandise. 
Yellow is the predominant color used. 

The Oval room, located in the center 
of the store is a replica of that in the 


Waldorf-Astoria Hotel in New York 
City. The chandelier in this room comes 
from the former French luxury-liner, 
the “Normandie.” 

Radio and daily newspapers are the 
advertising media regularly used. A 
recent color ad in the Sunday edition 
of the local paper featuring a special 
shoe, brought over 500 mail orders from 
throughout the state, Mr. Langford re- 
ports. 

Display cases near the front and 
built-in wall display windows are 
changed - weekly. 

Service, comfort and pleasant sur- 
roundings characterize the store. 





Shoe Store Sponsors 


Letter Writing Contest 

Brooklyn, N. Y.—Mr. and Mrs. Al 
Gerdwagen, who operate Charley’s, 
King of Shoe Bargains, at 651 Myrtle 
Avenue, here, recently ran a letter- 
writing contest for children, aged 7 to 
14, in conjunction with a theatre in the 
showing of the motion picture, “Unfin- 
ished Dance,” featuring Margaret 
O’Brien. 

The idea was for the children to write 
the letter on why they like Maigaret 
O’Brien as their movie star, and why 
they like to buy their shoes at Charley’s. 

Writers of the two best letters re- 
ceived two pairs of shoes and next eight 
winners were awarded free passes to 
the theatre. 
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Canadian Manufacturers 


Justify High Prices 

Montreal, Que. — Material used in 
producing children’s shoes today is of 
generally higher quality than was 
available for prewar footwear, and 
present day higher costs are due to in- 
creased material, labor and distribu- 
tion costs, according to a statement 
issued recently by the Shoe Manufac- 
turers’ Association of Canada. 

Quality and wearability have been 
improved as a result of research being 
carried on constantly and to a greater 
degree since the war than ever before, 
the statement claims. 

The statement was issued in reply to 
charges by the Canadian Association 
of Consumers that the prices committee 
should investigate to decide if exorbi- 
tant prices were being paid for post- 
war shoes of inferior quality. 

Since price controls were relaxed, the 
manufacturers claim, the prices of 
leather have advanced sharply, as high 
as 100 per cent in some types and up 
te 40 per cent in other types of leather. 

In addition, prices have increased for 
steel for shanks, cotton, laces, packages 
and other wares entering into produc- 
tion and selling. Labor costs have in- 
creased considerably, comparable to 
those in other industries, the statement 
said. 

Research shows that children’s foot- 
wear receives in two months the equiv- 
alent wear of an adult in two years, 
manufacturers claim. They emphasize 
the need for care, stating that children’s 
shoes seldom receive the attention that 
grown-ups give footwear. 

In addition, wear often is so exten- 
sive before repairs are attempted that 
inner soles, the basic structure of the 
shoes, have been destroyed. This may 
be attributable, they say, to hesitation 
by parents to have repairs done early 
because of commensurate increases in 
repair charges. 





Retail Firm Plans 


Expansion 

Salt Lake City—W. Carl Riggs and 
Harry D. Farrington, doing a retail shoe 
business in four inter-mountain states 
with six retail shoe stores and four 
leased shoe departments under a part- 
nership have recently incorporated 
under the same title of Riggs & Far- 
rington. They plan additional leased 
departments for the future. 

Mr. Riggs, traveling for H. F. Fried- 
man — Shelby branch of the Interna- 
tional Shoe Co., of St. Louis, will con- 
tinue to devote his time to this venture, 
while Mr. Farrington’s time will be de- 
voted entirely to Riggs & Farrington’s 
retail business. 





Store Name Changed 
Cincinnati, 0. — Robert Momper, who 
purchased the retail shoe store operated 
as Garasso Shoes in the suburban 
Madisonville area last July and con- 
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WORLD'S FINEST MATERIALS... 
EXACTING WORKMANSHIP... 


1A On their doctor’s advice, mothers r 
the need for. careful baby shoe selection. 
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tinued operation under the former 
name, has now changed the name to 
Momper Shoes. 





Allen-Edmonds Opens 


Los Angeles Office 


Los Angeles, Calif.—Allen-Edmonds 
Shoe Co. opened offices in the Haas 
Building, here, recently. Attractively 
furnished in modern decor, striking 
color contrast is afforded with deep red 
and gray walls and beige ceiling. Car- 
peting is gray. An atmosphere of in- 
formality and comfort is achieved by 
the use of red and beige armchairs and 


incidental chairs of beige leather. Her- 
bert H. Casanave, representative of 
the firm in the Denver West territory, 
is in charge of the office. He was pre- 
viously connected with Freeman Shoe 
Corp. for nine years, and prior to that, 
with Florsheim Shoe Co. for twenty 
years. 


Opens New Shoe Store 

Natchitoches, La.—Nationally known 
and advertised women’s and children’s 
shoes will be featured by The Friendly 
Store, which opened its doors for busi- 
ness at 404 Front Street, here recently. 
H. R, Todd is the manager. 
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Wii belp you 
ring the bell 


in boys’ shoe sales! 
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dren's Shoes, 


in the country. 











- Concentra’ 


MARBRIDGE BUILDING 


Here you have the 
greatest continuous 
Teeohes of Men's, 
Women's and Chil- w 34 
Play 
Shoes and Slippers 
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MARE RIVES 








Red and gray glass rnake an attractive visual front for the Izving Shoe Store in 
Harrisburg which recently observed its first anniversary. Pleasant surroundings are to 
be found in the interior of the store with stock carried in the room at the rear. 


Harrisburg, Pa. — The first anni- 
versary of Irving’s Store, 1308 North 
Third Street here, observed its first 
anniversary recently. 

Herman Deitch, owner who operates 
another shoe store at 414 Verbeke 
Street, has been in the shoe business 
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for 25 years, Irving’s Store is managed 
by his son, Irving Deitch, who has been 
associated with his father in the shoe 
business for 10 years. 

The store has an attractive visual 
front of red and gray glass with the 
store name in large aluminum letters 


indirectly lighted and bordered with 
aluminum. Casement windows, with 
fixtures especially designed for them, 
are located on either side of the en- 
trance. 

The interior is of the salon type with 
all shoes kept in the stockroom in the 
rear, Wallboard paneling in white with 
gray trimming gives an attractive, 
restful appearance to the interior. 

The store has a special seating sec- 
tion for children. On one side of the 
room customers are seated on a station- 
ary bench with yellow upholstered 
backs and red seats. The other side and 
center seats patrons in red upholstered 
chrome chairs. 


Robin Bros. Celebrating 
Fiftieth Anniversary 


Montreal, Que. — Robin Bros. Ltd., 
last manufacturers of Montreal, are 
presently ceiebrating their 50th anni- 
versary of continuous business. The 
organization was started in 1898 on the 
same premises as they now occupy. 
From a small shop the business has 
grown steadily. 

For 48 years Robin Bros., was under 
the direction of L. E. Robin who passed 
away two years ago. Since then it has 
been under the management of Andre 
Bachand. Mr. Bachand recently ob- 
tained the controlling interest of Robin 
Bros. Ltd., and is now president and 
General Manager. 
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New Advertising Promotion 


By Stewart-Romero Boot Co. 

Los Angeles, Calif. — In a campaign 
to build sales throughout the country, 
Stewart-Romero Boot Co., producers 
of Western cowboy boots, has worked 
out a plan with dealers offering them 
direct support through the firm’s 
national advertising. 

As a result of this nationwide ad- 
vertising, replies are often sent to the 
firm itself. The interested person is 
sent a catalog by Stewart-Romero, who 
refers the inquirer’s name to the dealer 
in that particular area. The dealer in 
turn sends a personal letter inviting 
the prospective customer to visit his 
store and see the cowboy boots. 

“Not only does this build sales but 
also such personalized attention and 
service makes friends and customers 
every day for both the dealer and us,” 
says Ronny N. Stewart, president of 
the concern. 


Edison Brothers Adds New 


Store to Chain 

Oakland, Cal. — A new shoe store 
was recently opened on Broadway at 
19th Street, here by Chandler’s in a 
new $80,000 building. Completed after 
six months of construction work, the 
new store is outstanding for the large 
amount of plate glass used in both the 
front and the sidewall construction. A 
series of large plate glass windows 
reaching from the eye level upward, 
along the Nineteenth Street side, gives 
the interior a maximum amount of 
daylight illumination. 

The front entrance is deeply inset 
with three large island display win- 
dows on Broadway and additional dis- 
play windows on each side of the en- 
trance. 

The new store is the 192nd in the 
Edison Brothers chain. 

Herman Lifschiz, regional manager 
of Edison Brothers Stores, Inc., has ap- 
pointed Howard E. Owen, formerly 
with the San Francisco Chandler store, 
as manager of the new Oakland estab- 
lishment. He heads a staff of 19 local 
salespeople and assistants. 








New Winnipeg Shoe Factory 


Under Construction 

Winnipeg, Man. — Northern Shoe 
Manufacturing Co. Ltd., here, have com- 
menced building operations on a new 
factory 65’x123’, at an estimated cost 
of $30,000. The site of the new build- 
ing is at the corner of Gomez and Mc- 
Donald and present plans are that the 
new building will be ready for occu- 
pancy this month. 

Northern Shoe Manufacturing Co. 
was founded in 1932, with J. P. Kraemer 
Sr., as president and general man- 
ager, and J. J. Kraemer as secretary 
and sales manager, both of whom are 
still active in the business. 

They manufacture mostly men’s, 
boys’ and youths’ work boots, nailed 
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Leather Soles 
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, GERDA’S NEW SANDALS 


Every retailer wants to have thot “extra pair” specialty line on hand for 
extra profit. Gerdo, the House of Hits, where “prices ore down ond 
volume is up.” once again motes that possible by bringing onother 
addition to the notable Cuce Roche line—the newest type wedge. 
Light ond ciry, they're just the thing for street ond beoch weer. 
Assured contentment for your customers—sure profit for you. 
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GERDA Footwear Co. INC 





and sewn, and men’s, boys’ and youths 
felt shoes (McKay process), with an 
output of 400 pairs a day which they 
expect to increase to 500 pairs a day 
in the new factory. 

Northern Shoe sell mostly to whole- 
sale houses and chain stores with trad- 
ing territory from Fort William to 
British Columbia. 





Hecht Company Features 
Foot Test Week Promotion 


Washington, D. C.—The Hecht Co., 
Washington and Silver Springs, re- 
cently ran full page newspaper ads 


featuring Propr-Bilt’s “Foot Test Week” 
promotion, Stressing the need for early 
attention to children’s foot trouble, The 
Hecht Co. invited mothers to bring 
their child in for a free Pedograph 
test and walk analysis. At the same 
time, the ad pointed out the importance 
of “Balanced Posture” protective fea- 
tures in preventing future foot trouble 
and guiding proper foot growth. The 
copy included an offer to fill pediatric 
and orthopedic prescriptions. 

This is the second of Hecht’s chil- 
dren’s shoe promotions based on a “Foot 
Test” theme. Store officials said the 
success of these promotions has been 
outstanding. 
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1. SOLID FOOT COMFORT — re- 
lieves callouses—tired, tender feet. 
2. GERMICIDAL ACTION — 
effectively destroys germs in- 
cluding (“athletes foot”). 

3. ODOR CONTROL — ar- 
rests the odors of perspir- 
ing feet. 

Place an eye-catching display 
box of twelve pairs of MODERN 


€ 
* 
* 
* 
* 
* 
a 
@ PHANTOM CUSHION INSOLES 
* 
* 
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* 
® 


next to your cash register and watch your sales rise! 
YOU SELL GOOD WALKING 
WHEN YOU RECOMMEND 
MODERN AIDS TO WALKING PLEASURE 


Don'tdelay! 


INSOLES ... TODAY!... 
write direct. 


Send for our complete catalogue of MODERN foot aids. 


Modern Orthopedic Appliance Co. 


109 West 26 Street, New York, N. Y. 










PRICE — $4 per dozen 
Deluxe silken Phantom $4.80 per dozen 


Place your order for MODERN PHANTOM CUSHION 
at your local jobber or 


SIZES 
Men, 6 to 13 

Women, 3 to 10 

Children, 8 to 5 


SLIPPERS 


a GROSTEVOR SHOE CO. WORCESTER. WANS 





Father and Son Both Active in W.CS.T.A. 
yn 





Los Angeles, Cal—Dolph G. Hoyt, shown on the left, with his son, Raul, started 
traveling the Northwest territory in 1916 with A. G. Walton of Boston, Mass. For the 
past 15 years he has been representing the Fern Shoe Co., here. 

Raul Hoyt, a former tail gurcr in the Air Corps, was offered a line in the Summer 
of 1946 and started on the road. He represents Lester Pincus, New York, and Pli Mode 
Shoe Co. of Everett, Mass. Both father and son are active members of the West Coast 


Shoe Travelers Associates. 





Opens New Shoe Salon 


Charlotte, N. C. — Al Goodman’s 
shoe salon, 204 North Tryon, here, 
opened recently in a setting of new 
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draperies, carpets, chairs and fitting 
stools. 

The colors are mulberry, chartreuse 
and dark green. The drapes hang flow- 
ingly with a mulberry panel alternat- 


ing with a decorative print, dominated 
by chartreuse with a background of 
green. 

The carpet, soft and deep, is char- 
treuse in color, to blend with the same 
shades in the drapes. 





Shoe Store Advertises 
On Weekly Program 


Corning, N. Y—Matson’s Shoe Store, 
here, is obtaining excellent results from 
a weekly radio program of the an- 
nouncement type, according to Clifford 
Matson, owner of the store. All of the 
store’s nationally advertised brands of 
shoes are enumerated during every 
broadcast. The radio program has built 
up a large number of regular listeners. 





Neiman-Marcus Appoints 


New Advertising Director 

Dallas, Tex.—Mrs. Evelyn Del Barrio 
has been appointed advertising director 
for Neiman-Marcus Company, specialty 
store, here. Stanley Marcus, executive 
vice-president has announced. Mrs. Del 
Barrio succeeds Miss Virginia Sisk who 
recently resigned. 

Mrs. Del Barrio has been associated 
with The May Company in Los Angeles 
for the past four and a half years as 
fashion director. Prior to this she was 
associated with the National City De- 
hydration Company of Los Angeles and 
the Barcardi Corporation of America. 
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British Shoemakers Approve 
Freezing Wages 

London, Eng.—The government won 
its first important trade union support 
for its proposed voluntary wage freeze 
here, recently. 

The 80,000 members of the boot and 
shoe workers’ union lined up behind 
the program on the eve of a vital meet- 
ing of the trades union congress execu- 
tive. 

To fight inflation, the Labor govern- 
ment proposed two weeks ago that 
there be no wage raises except for in- 
creased production. 

The government is seeking the sup- 
port of the T. U. C.’s 8,000,000 mem- 
bers to avoid possible economic disaster 
before Marshall plan funds become 
available. It also has frozen most prices 
at December-January levels and asked 
private industry to draft a plan for 
curbing profits. 





Shoe Salesman Retires 


After Long Service 


Montreal, Que. — One of the best- 
known shoe salesmen in the City of 
Montreal is J. A. Malboeuf who retired 
recently after 40 years of service in 
the trade. His son, Raoul Malboeuf, is 
general manager of Wilmont Shoe 
Company Limited, Montreal. 

Mr. Malboeuf has been a shoeman 
all his life and as a young man, started 
on the read for the old Kingsbury 
Footwear Company, the president of 
which was Raoul Lanthier. He repre- 
sented this company for 20 years or 
more in the City of Montreal and the 
Province of Quebec, and had the dis- 
tinction of being the first shoe sales- 
man in Montreal to open his own sales 
and sample room. More than twenty 
years ago when the Kingsbury Foot- 
wear Company went out of business, 
he joined the sales staff of Aird & Son 
Ltd., Montreal, and represented that 
company in the City of Montreal and 
the Province for over 20 years. 





Walter Owens Purchases 


Thompson Shoe Co. 


Salt Lake City—The Thompson Shoe 
Co. here, formerly owned by Williams 
Shoes of Jackson, Tenn., has been pur- 
chased by Walter Owens, owner of 
Hibbs Clothing Co., of Salt Lake City. 
Percy Walker, formerly manager of 
McKendricks Shoe Co., of Salt Lake 
City, has bought an interest in the 
Thompson Shoe Co., and is now the 
new manager. A new sign and glass 
doors have been added and future re- 
modeling plans include display windows 
extending into the store and new in- 
terior decorations. 





Triangle Shoe Store To Move 


Ogdensburg, N. Y.—The Triangle 
Shoe Store expects to move from its 
present location at 212 Ford Street, 
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here, to a new location at 228 Ford 
Street about May 1. 





New Sports Shoe Ready For 


British Industries Fair 


New York — A foreman in a North- 
amptonshire, England, shoe factory has 
produced a crepe soled shoe which, al- 
though heavily built and hard wearing, 
is far lighter and more flexible than an 
ordinary crepe soled shoe. 

This type of sports shoe has not yet 
been put on the market and will be 
shown for the first time at the British 


Industries Fair, opening on May 3, as 
it is especially designed for the overseas 
trade. The lightness of the shoe, the 
flexibility of the soles, the absence of 
metal, and the easy mending of the 
shoes are features which will be pro- 
moted. 


The shoe is «he outcome of 80 years 
of direct experience in shoemaking on 
the part of the designer’s family. He 
has been with the manufacturers for 
25 years, his father was with the same 
firm for 55 years and originated the 
idea with his son who developed the 
shoe in its present form. 
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New York—R. H. Macy & Company demonstrated recently that a well-planned 
promotion brings results. The window above was part of a large-scale campaign which 
the store utilized to introduce Wellco Foamtreads, casual shoes, to the New York buying 
public. In addition, the New York DAILY NEWS and the New York TIMES carried 
ads of three-quarters of 4 page, featuring oxfords in five colors an T-straps in four. 

The store reports that mail orders were received from all parts of the country, and 
that, after two days of selling, the promotion was so successful that customers were 
turned away from the department. 


New Lines Added recently been appointed representatives 
Toronto, Ont.—Lester Agencies Foot- for the Province of Ontario, for the 
wear and Allied Industries, Toronto, has Laurentide Footwear Co., Ltd., of St. 
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Jerome Quebec. This firm manufac- 
tures a line of California process “Cas- 
uals,” as well as a ladies’ leather water- 
proof boot, shearling lined. 

Representation for the Mount Royal 
Footwear fcr the Province of Ontario 
has also been taken on by this agency. 
This line comprises a full range of 
children’s shoes, and men’s high-cut 
leather boots. 


Patent Leather Led 


Easter Sales 


Allentown, Pa.—The Wetherhold & 
Metzger Shoe Store of this city reports 
the following news on the Easter trend 
of footwear: 

The patent leather shoe was a best 
seller, with preferences shown for plat- 
forms which accounted for approxi- 
mately 50 per cent of sales. Wedgies 
came next, with an average of about 30 
per cent; while the other 20 per cent 
was covered by regular style shoes, and 
shoes with the closed-open look. They 
also had considerable call for suede and 
doeskin shoes. 

As to colors, black took the lead with 
an average of 60 per cent; and blue 
about 25 per cent; while a combined 
coverage of all the other colors was 
only 15 per cent. 
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You've known the 


Raaia maa ieeib@ for over 45 years... 


with many new improvements 





Ma” here are the details: 


100 Actual size, 12° long 
pen holder and pencil as 





Whistles, Comics. Tops, Marbles 
. everything you need for low- 
priced give-aways. 
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contains 6 
ustrated. 
colors. Available with your advertisement imprinted. 


Assorted 


Call or write for new 1948 catalogue 


WEST COAST SHOE SHOW 
Motel Biltmore, Los Angeles, Calif. 


39 West 19th St., N. Y. 11 
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INDUSTRIES, inc. 











HANDY FORMS 


(Carried in Stock) 


Refund Record Slips Form “E” 85 to pad, per pad  .25 
Customer File Cards Form “F” 3"”x5", 100 cards... .75 
Profit Charts—accurate guide to sellirig prices. ... .50 


SEND FOR FREE SAMPLES OF SYSTEM 


MERCHANT'S SERVICE DEPT. 


209 S. STATE STREET CHICAGO 4, ILLINOIS 




















Rochester, N. Y.—The extremely large mirror on the right side of Stillman’s Shoe 
Shop, here, gives the store double display value. The shelf midway up the mirror will 
be used as a display shelf for shoes. The S-shaped wall at the rear is light blue with 
“cold” cathode lighting behind it. Coral carpeting covers the floor. Jack I. Stillman is 
shown on salesman’s bench in photo. The 16-year-old shop recently moved from 7 to 
74 East Avenue. 





ment, Another added feature is that 
the buckle can not snag or tear hosiery. 

Joseph W. McGee of McGee-Kenyon, 
has worked with Parva on the develop- 
ment of the buckle. 


New Prongless Buckle 

New York — Parva Products Com- 
pany has patented a prongless buckle 
which is said to friction leverage that 
will not slip from the desired adjust- 
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FOR EVERY SLIPPER NEED 
Men's, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leather Soles + Ladies’ Leather D’Orsays 
and Bridges, with Hard Soles. 


For Efficient Store Operation PLAY THIS Price 
Buying Order Pads—Form #107, per pad..... $ .40 $2.60 
(100 sheets to pad—50 orig.—50 dup.) 5 pads. . 1.75 F A V oO ue | T E 
Inventory Size Sheets—Form #106, per pad... . .50 LINE 
(100 sheets to pad) 5 pads $2.00; 10 pads. ... 3.50 
Sales Record Slips Form “D” 100 to pad, per pad. . .25 Careful workmanship and finest mo- 


terials produce this top quality line, 
which is setting such o remarkable 
record for turn-over. Built for com- 
fort and durability, it represents o 
new standard for fine slipper seiling. 


FAVORITE Footwear, mcorrorares 


| 318 EAST 32nd STREET 














Kid Leother 
Moccasin Slipper 


NEW YORK 16, N. Y. 





1947 Net Sales otadin in 


Mandel Brothers History 


Chicago.—Net sales for 1947 were the 
highest in the firm’s history for Mandel 
Brothers, Inc., Chicago department 
store, Edwin F. Mandel, chairman, and 
Leon Mandel, president, informed stock- 
holders in the recent annual] report. 

The report, covering the fiscal year 
ended Jan. 31, showed only a sight 
change in the net income total from that 
previously given in a preliminary state- 
ment. Net income was $558,515 after a 
reserve of $100,000 for possible price 
declines in inventories. 

Net sales highest in the company’s 
history, rose to $36,333,071 from $35,- 
073,752. The $100,000 reserve deduction 
brought to $600,000 the total that has 
been set aside. 


W. R. Davis Represents 
Bruce Church, Ltd. 


Chicago.—Bruce Church, Ltd., Leices- 
ter, England, exhibited at the National 
Shoe Show in Chicago, in association 
with the Leather Footwear and Allied 
Industries Export Corporation, Limited, 

Willie R. Davis, joint managing di- 
rector of Bruce Church, Limited, repre- 
sented his firm. Mr. Davis is well known 
to the shoe trade through his many vis- 
its to the United States. 
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Men's Steel Toe Safety Shoes 
Men’s Popular Priced | Work Shoes 
GOODWILL SHOE COMPANY 


Hollisten, Massachusetts 


























SENSATIONAL 


White Dry Shoe Cleaner 





Cost, $1.85 Dz. — $21.00 Gr. 


ORDER FROM YOUR JOBBER 
OR DIRECT FROM FACTORY 


S & M CHEMICAL CO., Inc. 


261! So. indiana Ave., Chicago, Mi. 
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PRICE TICKETS bring sales! 


Many Celers—i09 prices to chaese frem 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
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General Quartet Entertains at Conference 





Nashville, Tenn.—Recently General Shoe Corporation, located in this city, held 
its annual management clinic, with 150 of its top men attending. Shown above, singing 
a song composed especially for the occasion to the tune of “If You Were The Only 


Girl In The World”, are, left to right: 


Dave Payne, assistant director of design; 


DeVaughn Woods, assistant controller; Mrs. Walter Fort, pianist; John Ezzell, sales 
manager Fortune-Davidson Division; and Tom Fuqua, sales manager Jarman Division. 








Wentworth Named Head of 


Shoe Trades Association 


St. Louis—Norman P. Wentworth is 
the newly elected president of the St. 
Louis Shoe Trades Association. Mr. 
Wentworth’s firm is United Shoe Ma- 
chinery Corporation. 

Other officers are: vice-presidents, 
James E. Quinn, International Shoe Co., 
retired; John C. Guhman, Wright- Guh- 
man Co.; secretary, James S. Legg, 
Moulton-Bartley, Inc.; treasurer, W. P. 
Erhart’ Erhart-Petersen Leather Co. 

In addition to the officers, other di- 
rectors are: Carl Fleigner, Brown Shoe 
Co.; Julian Samuels, Samuels Shoe Co.; 
A. W. Altvaiter, Western Supplies Co.; 
Henry Rand, International Shoe Co.; 
Charles Marcille, Western Last Co.; 
Oscar Orman, Juvenile Shoe Corpora- 
tion; G. T. Leavitt, G. T. Leavitt and 
Co.; A. A. Taylor, United Shoe Machin- 
ery Corp.; Philip Melhado, “Hide and 
Leather and Shoes,” and Frank Winter, 
Conaway-Winter, Inc. 





New Set-Up For 


Cincinnati Convention 
Washington, D. C.—What is perhaps 
a real innovation in operation of con- 
vention and merchandise expositions 
has just been announced by National 
Industrial Stores Association in con- 
nection with the 22nd annual meeting 
of the association, scheduled for August 
22-25 at the Hotel Netherland Plaza, 
Cincinnati, Ohio. According to Hull 
Bronson, executive secretary, with 
headquarters at Washington, D. C., the 
exhibitors’ committee of the associa- 
tion, headed by Paul C. Jamieson, mer- 
chandise manager of General Depart- 
ment Stores, Huntington, W. Va., is 
going all-out in cooperating with ex- 
hibitors at the 22nd Annual NISA 
Merchandising Exposition, a feature of 
the NISA convention. Tuesday, August 


24, will be set aside for exhibitors. 
There will not be any business sessions 
whatsoever. 

Headquarters offices of National 
Industrial Stores Association will 
make appointments for the exhibitor 
to meet the buyers during the con- 
vention. The appointments will be made 
in advance of the convention and the 
exhibitor notified as to time, place, 
etc. A letter will be sent to all official 
NISA exhibitors some time previous 
to the opening of the convention, out- 
lining the plan and giving details on 
how exhibitor representatives will 
handle the appointments made for 
them by NISA headquarters. In this 
fashion, exhibitors who want to meet 
certain buyers are assured of making 
the contacts. It will save both ex- 
hibitors and buyers considerable time 
and be a boon to exhibitors who or- 
dinarily have to make their own ap- 
pointments under the difficulties of a 
full convention program. 

Daily lists of buyers registering are 
also to be published by the association. 





High Priced British Shoes 
Sell Well in Canada 


Montreal, Canada—High-priced Brit- 
ish shoes for men are selling well in 
department and leading men’s footwear 
stores, but are facing stronger compe- 
tition from Canadian manufacturers 
who are producing shoes for the better 
class trade around $16 and $17 which 
retailers are pushing. These Canadian 
shoes show better finish than has been 
usual in the domestic makes for men. 
While British manufacturers confine 
themselves to calf in brown and black 
shoes, Canadian products include both 
brown and black kid, the tan kid being 
priced about fifty cents higher than 
the black. With summer approaching, 
retailers find increasing demand for 
tan shoes. 
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SHOE DISPLAYER 


FOR MEN’S, WOMEN’S, 
CHILDREN’S SHOES 





WILL HOLD 6 
SHOES EASILY. 
Size: 23" High 
20" Wide 
23" Deep / VE 


Plywood Construction 


15° 


DISPLAY EXCHANGE Inc. 





Shoe Man Named Director 
Of Hospital Board 


Rochester, N.H. — Former Gov. 
Huntley N. Spaulding, head of the 
Spaulding Fibre Co., Inc., here,, counter 
manufacturers, was named for a three- 
year term as director at the annual 
meeting of the board of Frisbie Me- 
morial Hospital. 

S. Ellsworth Clow, who has been 
prominently identified with the Spauld- 
ing concern, was named as secretary, 
and other directors include former 
Mayor Walter H. Wood and Robert D. 
Marsh, chairman, also executives of the 
Spaulding company. 


Fashion Fair in New York 
Set for June 7-13 

New York — The second annual ed- 
ition of The Fashion Fair, America’s 
all-embracing exposition of women’s 
apparel, will be held June 7 through 
13, 1948, in the Exposition Hall of 
Madison Square Garden, it was an- 
nounced by Jerry Finkelstein, Pres- 
ident of Leader Enterprises, Inc., spon- 
sors of The Fair. Representative firms 
in all aspects of milady fashions and 
in all price categories will exhibit at 
The Fair. 

These firms will be represented in 
booths lining the 56,000 square feet of 
display area at the Exposition Hall 
and also in a_ spectacular two-hour 
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White bock panel. 
Base in Stucco Grass 
Green. Gold Sun and 
Cords. Lacquer finish 
all over. 





10 QUICK STEPS 


TO BETTER PROFITS 
IN BOYS’ SHOES _ 
BY BELLEVILLE 











fashion show, complete with theme and 
script, to be staged and directed by 
Leon Leonidoff, director of the Radio 
City Music Hall. This show will be 
presented four times daily in a ~pecial- 
ly constructed theatre with 3,200 seats. 

The purpose behind the creation of a 
fashion exposition in New York, to- 
day’s fashion center of the world, Mr. 
Finkelstein said, is to bring before the 
consumer and trade alike the latest 
trends in fashion as well as the most 
creative talents of designers and manu- 
facturers. 


Shoe Store Remodeled 


Harrisburg, Pa.—Herman Latt, pro- 
prietor of the Hermann’s Shoes chain in 
Pennsylvania and Maryland, has an- 
nounced that remodeling has been com- 
pleted in his Altoona store located at 
1465 Eleventh Avenue, giving 6) addi- 
tional feet of space in the store. 

John Soyster, who has been in the 
shoe business for 25 years in Altoona, is 
manager of the Altoona store. There 
are now six shoe departments and three 
stores operated in the chain, the most 
recent additions to the chain being shoe 
departments in Carlisle and Sunbury, 
Pa. The three stores operating in the 
chain are located in Harrisburg, Lan- 
caster, and Altoona, and the other de- 
partments in Williamsport, Shamokin 
and Chambersburg, Pa., and Frederick, 
Md. 


Women With Big Feet 
Lack Suitable Shoes 


London, Eng. — Women in Britain 
with large feet are being tortured by 
lack of suitable shoes, Sir Thomas 
Moore, Conservative, said recently in 
the House of Commons. The 70-year- 
old Irishman added that the shoe shops 
are simply stacked with small, dainty 
shoes. 

“I call them the ‘Cinderella shoes’ 
because they are always left behind. 
Something must be done for the larger 
feet.” 

Britain’s youngster cabinet minister, 
31-year-old Harold Wilson, president 
of the Board of Trade, proved sym- 
pathetic. He said that he will meet 
shoe manufacturers to see what can 
be done. 


Kenney Shoe Chain 
Adds New Store 


Dallas, Texas — C. M. Guess, district 
manager of Kinney Shoe Stores, has 
announced the opening of a new family 
store in the Oak Cliff section of Dallas, 
with A. N. Burgett as manager. The 
new store is a part of the planned ex- 
pansion of the Kinney Shoe Stores, 
now numbering 330 stores. The new 
store will carry shoe styles for all mem- 
bers of a family. L. P. Johnson is the 
manager of the downtown Dallas store. 
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QUALITY SHOES 


We sell branded qual- 
ity shoes below current 
prices. Nationally 
known for surpluses 
from the nation's lead- 
ing manufacturers. 
Write us your needs. 
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Wwilalt M.K. WEIL SHOE CO. 


<i 





1215 Washington Ave. 
St. Lovis 3, Mo. 


While in Town See Weil 














Los Angeles Office—Haas Bldg. 
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America’s Finest Slippers 
FOR WOMEN 


THE KING super 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass. 
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The 
NEW LOOK SANDAL 


Elk Leather Uppers 
Non-Marking 


les 





* 

N/10 
$2.00 .0% sv 
RED, BROWN, WHITE, GREEN 

Sizes: 8%4-12 12%-3 


Immediate Delivery 


BEN MARBACH 
FOOTWEAR CoO. 








107 W. Broadway New York 13, N. Y. 
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Bruno Moves Factory As 


Son Comes To Rescue 

Cincinnati, O.—Mike S. Bruno, of the 
J. & B. Bruno Athletic Shoe Manufac- 
turing Company, spent a busy holiday 
between Christmas and New Year’s, 
moving his company from 324 East 
Ninth Street in Cincinnati, to its new 
location in Manchester, Ohio, a neigh- 
boring town. The strain was too much 
for energetic Mr. Bruno. On New 
Year’s Day he had a heart attack which 
has confined him to his bed ever since 
—on doctor’s orders. 

Mr. Bruno’s family came to the res- 
cue. His 20-year-old son, Salvatore, 
who had worked by his side for the 
past six years, supervised the rest of 
the moving job—a long, slow process 
of installing electrical equipment and 
many details held up because of scarci- 
ties. He found the townspeople co-oper- 
ative. They expressed appreciation for 
the new industry, took an interest in it. 
When equipment was installed, Salva- 
tore tackled the matter of hiring the 
workers, then the role of instructor as 
he went about breaking them in on the 
job. 

Giving moral support, as well as 
pitching in whenever possible, are the 
rest of the family. Two younger broth- 
ers, still going to school, devote much 
of their outside time to helping at the 
Manchester factory. They, like Salva- 
tore, have been immersed in the shoe 
business and know how to fit in where 
they can do the most good. 

Their sister, Rosemary, has worked in 
the company office for six years, and 
has the responsible secretarial work to 
carry on. 

The doctor says Mike Bruno must 
take his time about getting up and 
about. But surely any uneasiness he 
might have felt about being absent 
from the business has been dispelled 
by now. He has seen his capable son 
make a good running start in the new 
establishment. 


Says Dark Shades Will Be 
Color Basis This Fall 


New York — “This Fall we can look 
to good taste in color,” reports Doris 
Beechman, fashion director of Ch‘o 
Leather Company, Girard, Ohio. “Many 
dark shades will be the color basis of 
the fashion-minded woman’s wardrobe.” 
For the first time in many years, the 
industry offers a new brown and a new 
green slated to be leading Fall colors. 
While brown has received wide ac- 
ceptance, Miss Beechman feels that the 
new altruistic green will be as bas‘c 
to Fall as navy is to Spring. 

Café brown, direct comp!ement to the 
darker tones in ready-to-wear which in- 
clude black, navy, charcoal, black tulip, 
dark green, and mascara brown, will 
be promoted for a variety of shoe types 
from tailored to dressy. And, as Miss 
Beechman went on to say, for more 
rugged shoes to be worn with tweeds, 
increasingly important for Fall, burnt 


mocha is a leading color. While other 
members of the brown family, with 
special attention to gypsy brown, are 
expected to be very good Fal] sellers, 
the importance of greens should not 
be over-looked. 

Green as an accent to navy, black, 
gray, spice, copper, darker green, taupe 
tones; gypsy brown as an accent to 
grays, spice tones, greens, beige, toast, 
and bright red as a background for 
antiquin, are colors and accents that 
should be played up, she feels. 

Monotone effects can be achieved this 
Fall since many accessories are keyed 
to true coordination. Hats, gloves, and 
handbags will be offered in shades that 
exactly match shoe colors. While this 
monotone effect is possib'e to achieve 
Miss Beechman feels that the touch of 
just one other color in an ensemble is 
important and a high fashion note. 





Offer Point-of-Sale Portfolio 

New York — “Your Display Sales 
Builder”, a comprehensive portfolio of 
point-of-sale ideas for advertisers, has 
just been published by Copeland Dis- 
plays, Ine. 

The portfolio is composed of a large 
collection of typical display case 
histories of nationally known as well 
as smaller manufacturers. The display 
problem is stated, the solution is dis- 
eussed and the actual display is pic- 
tured. \ 

Analysis is made of all types of point- 
of sale displays including window and 
counter displays of wood, metal and 
lucite, as well as identification plaques 
and other merchandising aids. The 
portfolio closely allies the development 
ef the display with the specific selling 
and promotional problem to be met. 

Copies may oe obtained from Cope- 
land Displays. Inc., 537 West 53rd 
Street, New York City. 





Gro-Cord Rubber Co. Elects 
MacLeod Vice-President 


Columbus, O.—The recent election of 
B. H. MacLeod, general sales manager 
of Gro-Cord Rubber Company, Lima, 
Ohio, as vice-president of the company 
by the Board of Directors was an- 
nounced by Kyle Menuez, genera] man- 
ager of the company. 

The three district sales managers 
who will continue to serve their same 
territories are: E. L. Babcock, York, 
Pa.; R. E. Farnham, Boston, Mass., and 
K. F. Trimble, Wauwatosa, Wisconsin. 

The Gro-Cord Rubber Company 
manufactures corded soles and heels for 
both the shoe manufacturing industry 
and the repair trade. 





Shoe Man Retires 


Newport, Ark.—After 39 years in the 
shoe industry, H. F. Conrad, superin- 
tendent of the Trimfoot Company here, 
has retired. Name of his successor has 
not been announced at this date. 
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Fall Styles Shown 
At Cocktail Party 


New York — A number of styles 
from the Fall line of Twenty-Ones, 
Division of Barrett Shoe Company, was 
presented to a large group of retail 
shoe buyers from the East and local 
members of the fashion press at a 
cocktail party and dinner given in the 
Colonial Room of the Hotel McAlpin 
recently. 

Gilbert Jonas, sales manager for the 
division, opened the showing with a 
brief talk covering the aims of this new 
Fall line of shoes. He pointed out that 
they are offered for popular appeal to 
young maturity, the age of twenty-one. 
They are centered in one price bracket, 
he said. 

Included in the showing was a group 
of youthful flat-heeled shoes. Casual 
and tailored patterns on wedges and 
flat heels were shown. Delicacy of de- 
sign was stressed in closed types of 
shoes, some with double and single 
ankle straps, buckle treatments, instep 
straps, flat bows and back interest. 

One special feature of the show was 
a large group of pumps including, 
slings, classic opera, and ankle straps. 
Other pumps featured a _ modified 
baby Louis heel; vamp interest, rounded 
and sweetheart throatlines, beading 
and dainty bows. 

Sandalized types for dressy wear 
were shown in open as well as closed 
patterns. Single and double ankle 
straps, some of which were detachable; 
T-straps; high peaked backs; wafer 
platforms of one-quarter inch, as well 
as one-half inch platforms, were shown. 

As well as describing the shoes pre- 
sented, the commentator, Mrs. Betsy 
Yeomans, suggested the types of clothes 
with which these shoes could be worn. 
A few brief comments were made by 
Mr. Thomas of the Abbot Kimball 
Company in closing the shew. 





Air Conditioning Unit 
Designed for Shoe Stores 


St. Louis — Using the slogan, “It’s 
easier to KEEP a cool customer”, the 
General Engineering and Manufac- 
turing Company, is featuring Gemco, a 
new and improved air-conditioning unit 
for use in shoe stores, and reports that 
it is finding ready acceptance among 
merchants who, tired of seeing their 
customers enticed away by the in- 
vitingly cool interior of a competitor’s 
store, have decided not to let this hap- 
pen again. 

It is the claim of the company that 
the Gemco unit soon pays for itself 
through increased patronage and 
greater employee efficiency. The unit 
is compact, easily handled and installed 
and the housing is of aluminum which 
keeps its weight down. Quietness and 
economy of operation, the company 
says, are two main features, and it 
operates with such a small amount of 
water that it can be used efficiently 
even in regions where water is warm, 
searce or expensive. 


May 15, 1948 


Shoe Man and Wife at New 
Orleans’ Spring Fiesta 





New Orleans—C. H. Esch, shoe manu- 
facturer from Sheboygan, Wis., and Mrs. 
Esch (right) look over the Standard Fruit 
and Steamship Line's Contessa at a re- 
ception given recently as part of New 
Orlean’s Spring Fiesta. Hostesses for the 
occasion were all dressed in hoop skirts 
and flowing gowns worn by New Orleans 
ladies of another day. 


Shoe Group’s Golf Tourney 
Set for June 15 


St. Louis — Members of the commit- 
tee-in-charge-of arrangements of the 
St. Louis District Shoe Trades Associa- 
tion have announced plans for the or- 
ganization’s annual golf tournament 
and outing. June 15 has been designated 
as the date for the event with the Nor- 
wood Hills Country Club selected as the 
site. 

Activities of the day, according to the 
trade group’s officials, will include 
competition in golf, tennis and horse 
shoe pitching, will be awarded the most 
proficient in each sport. Additional 
gifts will be given as door prizes. An 
informal dinner with entertainment will 
end the day’s activities, 

Julian Samuels, Samuels Shoe Co., 
has been named chairman of the ticket 
committee, the sports committee is 
headed by John Guhman, Wright-Guh- 
man Co.; Arthur Altvater has been 
named chairman of the prize commit- 
tee; Tom Leavitt is chairman of the 
entertainment committee; Phil Mel 
hado, Leather and Shoes, is in charge 
of publicity; and James E. Quinn, re- 
tired from International Shoe Co., is in 
charge of the banquet committee. 





Reece Co. Has New Sandal- 
Type Footwear 


Columbus, Neb.—Reece Wooden Sole 
Shoe Company, here, has created two 
new sandal-type styles in feminine 
foot-wear for the Spring and Summer 
seasons. Both of these style innova- 
tions feature colorful elastic tops, with 
new comfort-designed footrests on 
flexible soles. 
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RIDING BOOTS 


@ English Type 

@ Calfskin Kip Uppers 

@ Leather Lined 

@ Goodyear Welt 

@ Leather Soles and Heels 

800 Ladies’ Brown $11.40 

801 Ladies’ Black $41.40 
Sizes 4-9 













90 Men's Brown $12.00 
91 Men's Black $12.00 

Sizes 64-12 
Terms: 2/10 N/3 
SEND FOR OUR 
1™8 CATALOG 
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America’s Finest Slippers 
FOR MEN 


THE KING supper 


KING SLIPPER MFG. CO. 
1160 Washington St., Boston, Mass. 
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Papers in Motion 


Is A Trademark 


of the WHITEFORD PAPER COM- 

PANY, pioneer in distinctive name- 

and-sales-building packing, and wrap- 

ping papers for drygoods and indus- 
trial manufacturers. 


PAPERS IN MOTION* identifies 
the service of the Whiteford Paper 
Company to manufacturers and re- 
tailers and also the packing and wrap- 
ping papers sold by its PAPERS IN 
MOTION Division. 


Whiteford Paper Company, Inc. 
420 Lexington Avenue 
New York 17, N. Y. 


New York St. Louis 

Boston Greensboro 

Chicago Los Angeles 
* Trademark. 
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Red 
1 
ss $9 42% 
Infants’ 5108 per pair 
Childs’ 87toll 





Misses’ 11? to 2 


COMPARE! 


A real profit builder! Well-made 

sandals with smooth plump elk 

uppers. Heavy molded soles. Made 

in our better-grade stitch-down fac- 
tory. Immediate delivery. 
Order today! 


"PILOT SHOE CO. 


31 Hopkins Place + Baltimore 1,-Md. 
" Honest - made Since 1899"" 
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U.S.NAVY 


style 


OXFORDS 


Heavy leather outersoles 
with rubber heels. 
Sizes from 6 to 12 
D and E Widths 

Style No. 114 


$5.25 per pair 


Minimum orders — 12 pairs 


KANDEL SHOE COMPANY 
Manufacturer-Distributors of Men's Shees 
114 READE STREET NEW YORK 13, WN. Y. 
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Variety Keynotes 
Shoe Fair Styles 


(Continued from Page 85) 


ors in fine piping included gold with 
black, brown, cocoa and green; bronze 
kid with black suede; gunmetal patent 
leather with black suede or with dark 
grey too nearly matching to be counted 
as a contrast any more than bronze 
kid could be with brown suede, 


New and striking idea is that of 
“demi-tones”, either two leather sur- 
faces of the same color or two differ- 
ent colors in contrasting surfaces used 
in fifty-fifty proportions on the shves. 
For example, a bronze kid vamp with 
a black suede quarter or a bronze kid 
vamp with a nearly matching brown 
suede used in the quarter. Some shoes 
have also been made with the half-and- 
half idea applied to the inside and the 
outside areas of the upper. Applicable 
to both tailored and dressy shoes, it 
has its most obvious use in spat effect 
shoes where it has been seen this past 
Spring. 

With all the emphasis on the lady 
shoe and the nostalgic mood of many 
of the new styles, it is pleasant to 
note the number of low wedge heel 
shoes with wide treads and cushiony 
soles which have become a_ beloved 
part of a well-rounded shoe wardrobe 
in recent years. It is noteworthy that 
many style manufacturers are finding 
these shoes so essential that they are 
adding them to their lines, in dressy, 
as well as casual, types. The big come- 
back staged by ballet types is worth 
mentioning in this connection. 


Shoe Fair Attendance 
(Continued from Page 83) 


“One thing is clear. Unless a greater 
national emergency arises and re- 
sources must be devoted on a huge 
scale to defense and military prepara- 
tion the problem before the shoe indus- 
try remains creation of demand, not 
supply. The actual and _ potential 
uncertainties require retailers to be 
guided by the essentials of their busi- 
ness. There are two extremes of risk 
that all retailers should avoid — first, 
delaying purchases to the point where 
actual consumer demand cannot be 
filled and second to make commitments 
far beyond reasonable needs. Both ex- 
tremes must be avoided because pro- 
moting and selling shoes is our job— 
we should not be and cannot be specu- 
lators.” 


The address of Elmo Roper, business 
analyst who recently completed a sur- 
vey of the use and consumption of foot- 
wear, jointly sponsored by the NSRA 
and NSMA, was the principal feature 
of the luncheon session Tuesday. Ex- 
cerpts of Mr. Roper’s talk will be found 
on Page 105. 















LADIES’ JODHPURS 


Selected Leather Uppers. Leather Soles and Heels. 
ty By oun Insoles. Stitchdown Construction. 






Style 826—B8rown 
Style 827—Black 


$4.25 





Ladies’ Pull-On Boot 
Brown Elk Skin Uppers, 
Rubber Sole and Heel 
Leather Insole. Stitch- 
down Construction. Style 
3835 SIZES: 5-9. 


$6.25 


Terms: 2/10 W/30 


No. 3835 Send for Samples 


ARNOFF: SHOE COMPANY 
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TWO STRAP SANDALS 


Retan Bend, Elk Lined Leather Soles— 
Three Sole Process RED, BROWN & 
WHITE. Sizes: 6-8 $1.90; 854-3 $2.25. Im 
mediate delivery N/10 F.O.B. N. Y 


MARCUS MASIA 


120 West Broadway New York 13, N. Y. 
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W.L. Douglas Shoe 

New York Offices, 508 
New York 

West Coast Offic 
Los Ange 
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News of the Salesmtt and Suyoliers 


Three Changes Announced 
By General Shoe 


Nashville, Tenn.—Three changes of 
importance in the sales executive per- 
sonnel of General Shoe Corporation, 
headquarters here, as of May 1, were 
announced by Maxey Jarman, chairman 
of General Shoe. 

Candler W. Butler, Sr., a life-time 
figure of prominence in the shoe manu- 
facturing and sales field, at his own re- 
quest is giving up the line responsibil- 
ity that he has held in directing the 
work of women’s and chi'dren’s sales 
divisions of the company. He wil] con- 
tinue as a member of the board of di- 
rectors and as a management consult- 
ant to M. S. Wigginton, vice-president 
in charge of the Distribution Division. 

Mr. Butler was head of the J. K. Orr 
Shoe Manufacturing Company in At- 
lanta w:.en General] Shoe purchased that 
company several years ago. He then 
joined General Shoe in an executive ca- 
pacity and has been one of its top-rated 
executives. 

Sales divisions formerly headed by 
Mr. Butler now will be supervised as 
follows: 

Three of the sales divisions, Edge- 
wood shoes for women, and Acrobat and 
Storybook shoes for juveniles, will be 
under the direction of vice-president 
George W. Noland, who also is a mem- 
ber of the board of directors. Mr. No- 
land formerly headed the Indus.rial Re- 
lations Division. 

Three ocher sales divisions, Barrett, 
Fortunet and Bellwood, will be under 
the general direction of Ben Willing- 
ham, who has been the head of the com- 
pany-operated Holiday retail stores. 
B. P. Weisiger assumes charge of these 
women’s retail stores, as branch man- 
ager of women’s retail. 

Other changes announced include 
these: 

F. M. Weisiger, sales manager of the 
company’s Flagg Brothers stores, now 
becomes assistant branch manager of 
men’s retail, which is headed by J. R. 
McCollum. Ed C. Jones, for two years 
personnel director of the company’s re- 
tail division, has been promoted to sales 
manager of the Flagg Brothers stores, 
and will be succeeded by J. B. Long, a 
Flagg Brothers supervisor. Basil Fink 
has been moved from store manager to 
store supervisor of Flagg Brothers for 
the New York District. Briggs McLe- 
more has become administrative assist- 
ant to M. S. Wigginton, in charge of 
General Shoe’s Distribution Division. 


May 15, 1948 


James Koffman Joins 


Commonwealth Company 
Whitman, Mass. — Commonwealth 

Shoe & Leather Company recently an- 

nounced the appointment of James Q. 





J. Q. KOFFMAN 


Koffman to their sales organization. 
He will represent Commonwealth in the 
Northwest territory. 

Mr. Koffman has had extensive ex- 
perience in the shoe industry having 
started with the International Shoe 


Company, in the factory, in 1936. In 
1938 he took a position with the Win- 
throp Division of International, doing 
mail order and other “house-sales” cler- 
ical duties. With the very generous 
assistance of the style men, pattern 
men and the Winthrop office personnel, 
he took a sales territory, covering the 
Inner-Mountain states. 

Mr. Koffman served in the Coast 
Guard in the European and Asiatic 
theaters during the war and received 
his honorable discharge in Seattle, 
Washington. 


Topeka To Have New 


Shoe Factory 

Topeka, Kansas — A shoe manufac- 
turing plant is destined to be erected in 
Topeka in the near future, according to 
an announcement made recently to 
members of the Optimists Club in 
Topeka by H. W. Kratzer, industrial 
commissioner of the Chamber of Com- 
merce. 

Mr. Kratzer said that negotiations 
with the organization are al] but set- 
tled. 

The shoe mauaufacturing firm will 
make use of locally processed hides and 
leather for the raw materials for their 
footwear products. 





Six New Salesmen Join Sundial Staff 





Manchester, N. H.—At the general 
sales meeting held recently by the 
Sundial Branch of International Shoe 
Co., it was announced that six new 
salesmen had joined the sales force. 
These men bring the total of Sundial 
salesmen to sixty-eight, who cover 
territories in the Eastern section of the 
country and Puerto Rico. 


The six men above are, from left to 
right: W. E. McDonald, of Jackson- 
ville, Florida, who will cover Northern 
Florida, and Southern Georgia; W. H. 
Ruth, Northern Alabama; H. L. Pope, 
Mississippi and Eastern Louisiana; 
N. B. Hagy, Western Tennessee; E. L. 
Loeb, Southern Ohio, and J. R. Harris, 
Central Tennessee and Kentucky. 
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Prima Appoints New 
Sales Representative 
Columbus, O.—Tom J. Reilly has re- 


cently been named New York sales rep- 
resentative by Prima, Inc., here. He 





T. J. REILLY 


will cover all the New England states, 
as well as New York, New Jersey, 
Pennsylvania and Virginia. 

Well known as a fashion consultant 
in the New York area, Mr. Reilly was 
formerly connected with the Peerless 
Company, Troy, N. Y., and Mary Lewis, 
New York City, as buyer and manager. 
He had four years of military service, 
with combat duty in the South Pacific, 
where he was awarded the Bronze Star, 
Silver Star and Purple Heart. 

The address of Prima’s new New 
York sales office will be announced later. 
Mark Guinzburg will continue as 
Reilly’s associate in the Eastern terri- 
tory. 


Desco Appoints W. Wolk 


Sales Representative 

New York—The Desco Shoe Cor- 
poration, makers of outdoor and in- 
door casual shoes for women, an- 
nounces the appointment of Willie 
Wolk as. sales_ representative for 
Texas, Oklahoma and Louisiana. 

Mr. Wolk has represented other shoe 
organizations in that territory for 
many years and is well known among 
the retailers of that district. He re- 
cently returned to Dallas from a tour 
of the three Desco factories, ending 
with a stay at The Chicago Shoe Show. 





Bender Resigns From 
Bristol Fabrics 


Boston, Mass.—Jefferson Bender has 
severed his connection with Bristol 
“abrics, Inc., in this city. Mr. Bender 
had been associated with the shoe fabric 
firm for several years in an executive 
sales capacity for the New England 
territory, and is widely known in the 
trade. 

Previous to his Bristol] affiliation, he 
was for many years New England rep- 
resentative for Allied Kid Co. He has 
not announced his future plans. 
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Kistler Leather Co. 
Leases New Offices 

Boston — In the expansion plans of 
the Kistler Leather Company increased 
facilities for the conduct of the busi- 
ness has become necessary. 

From their present location at 34 
Binford street, Boston, they will move 
their executive and sales offices to 


large and more central headquarters 
at 183 Essex street. 
The Kistler Leather Company has 


contributed to the general march of 
progress of the shoe and leather indus- 
try from the time the first tannery was 
built in 1840. Specialization was some- 
thing new in those days but the realiza- 
tion that by specialization a finer grade 
of leather was possible, led the com- 
pany to adopt this production policy. 
To identify this superior sole leather, 
a trade mark was devised. This innova- 
tion of marking leather by name was 
carried out by means of a steel stamp 
applied to finished sides by hand. A 
cherished memento of trade-marking 
activities, in the company’s possession 
is the original hand stamp. 





Join Reyburn Shoe Co. 

Owensville, Mo.—Eli Feldman, who 
for four years was connected with Mon- 
arch Shoe Company of Chicago, has 
been named sales manager of Reyburn 
Shoe Company, here, manufacturers of 
infants’ soft soles, intermediates, hard 
soles, children’s slippers and boots. Mr. 
Feldman has been associated with the 
children’s shoe business for 25 years. 

Mrs. Pearl David has taken over the 
representation of the firm in the East- 
ern territory. 


Essex Rubber Company 
Appoints Vice-President 





Trenton, N. J.—Arthur C. Grimley has 
joined the Essex Rubber Company as vice- 
president. Mr. Grimley leaves the United 
States Rubber Company, where he was 
manager of the Shoe Products Division, 
after having been with that company since 
1936. Long prominent in many industry 
activities, Mr. Grimley was formerly secre- 
tary of the Rubber Manufacturers Associa- 
tion, Heel and Sole Division. 





Sam Fuqua Appointed 


Roblee Representative 

Los Angeles, Calif.—Sam Fuqua has 
been appointed Roblee sales represent- 
ative in the Southern California and 





SAM FUQUA 


Arizona teritories. He is taking the 
place of C. J. Hutchison, who resigned. 
Headquarters will be in this city. 

Prior to this, Mr. Fuqua traveled the 
states of Kansas and Missouri with the 
same Roblee Division of the Brown 
Shoe Co. 





New Warehouse Opened 


By Gro-Cord Rubber Co. 

Lima, O. — Opening of a new ware- 
house by the Gro-Cord Rubber Com- 
pany at York, Pa., is announced by 
B. H. MacLeod, vice president and gen- 
eral sales manager. The warehouse 
will be under the supervision of E. L. 
Babcock, district sales manager at 
York. 

This new warehouse was established 
because of the successful operation of 
the one at Worcester, Mass. The 
Worcester warehouse under the super- 
vision of R. E. Farnham, district sales 
manager, Boston, will continue to serve 
the New England states. 

Warehouse facilities at the factory 
at Lima will serve the territory in the 
Middle West, the northern portion of 
which is under the supervision of K. F. 
Trimble, district sales manager, Wau- 
watosa, Wis. 





Hood Rubber Reopens 
Dallas Distributing Office 


Dallas, Tex., — Complete stocks of 
both waterproof and canvas footwear 
will be carried by a branch distributing 
office of the Hood Rubber Division of 
the B. F. Goodrich Company which has 
been reopened in this city. 

The office, closed during the war, was 
reopened after the Hood Rubber Divi- 
sion leased a two-story building for five 
years for a consideration of $40,000. 

The distributing center will serve 
Texas, New Mexico, Oklahoma, and 
Louisiana, Extensive remodeling of the 
building is underway. Office and dis- 
play rocm space are being enlarged. 
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Feature Shoes for Children 
White Elk; 8% to 12 ABCD; 6% to 8 
BCD; 3 to 6 CD; Top Quality Materials. 


Same in Brown Elk, No. 6005 


Monufacturers of Bover 
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BEST SANDAL BUY 
All Elk Leather of Finest Quality with 
Heavy No-Mark Brown Rubber 
Soles and Heels. 










Colors: Brown — White 
—Red 


Sizes: %& @ $1 
8%/11 @ $1 
11%/2 @ $1. 


Packed 
36 prs. 
to a case 
Terms: Net 30 Days—F.0.8. Pgh., Pa. 


ARLYNN SHOE CO. 


902 Fifth Ave Pittsburgh 19, Pa 














Buy Savings Bonds 





May 15, 1948 


Marks Twentieth Year 
With Colonial Tanning Co. 





Boston, Mass.—John Mercon of Colo 
nial Tanning Company, here, has recently 
reached the tweny-year mark of service 
with this organization. In appreciation of 
his many years of fine work for Colonial, 
Mr. Mercon was presented with a 20-year 
pin by Kivie Kaplan, vice-president and 
general manager of the firm. 

B. C. Bowen, Jr.. Promoted 
To Joyce Sales Staff 


Pasadena, Cal.—The current issue 
of Joyce Footnotes, house publication 
of Joyce, Inc., announces the promo- 
tion of Bernard C. (Kip) Bowen, Jr., 
to the selling staff of the firm. Mr. 
Bowen will take over California ac- 
counts which have been handled in the 
past by Roy Darby. He was accom- 
panied on his first selling trip by Mr. 
Darby who introduced him to the re- 
tail customers he will serve in the 
future. Mr. Bowen is a son of Ber- 
nard C. Bowen of Chicago, vice-presi- 
dent and Western manager of Boot 
and Shoe Recorder. 

Among the other interesting items 
in the same issue of Joyce Footnotes 
is a technical story by W. H. Joyce, 
Jr., describing “Operation Turf Top- 
pers,” the development of a new line 
of footwear with a neoprene crepe con- 
struction in a wide range of colors and 
patterns. They will be in production 
in Pasadena in the near future. 


Kleinert Rubber Co. Adds 


Three Salesmen 


New York — I. B. Kleinert Rubber 
Company, in this city has added several 
salesmen to its force. Don C. Wittman 
will assist William Pottebaum in Texas; 
Stanley Larsen wil] assist Arthur 
Greenfield in Minnesota, North and 
South Dakota, and Iowa. Aaron Hard- 
wick will replace Harry Epstein in up- 
state New York, as Mr. Epstein will 
remain in the New York showroom and 
also have charge of the resident of- 
fices. Mr. Seymour Gordon has been 
employed to cover Mr. Hardwick’s 
former territory in Kentucky, Tennes- 
see, and West Virginia. 
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RIDING BOOTS 








IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 
South Braintree Mass. 


Pacific Coast Distributor 
Martin Lee Shee Co. 
Les Angeles, Calif. 
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MAJORETTE BOOTS 








White Elk Leather Uppers 


Leather Soles 


Front Tassels 









Stitchdown 
Construction 


2/10 N/30 
Send for Samples 3880 


ARNOFF SHOE COMPANY 




















BARIS SELLS 


Quality Shees frem Surplus 
Merchandise. Getter fer Less 
BARIS SHOE CO.., Inc. 
WOrth 2-S180-1 
79-81 Reade St., New York 7, MN. Y. 
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BOUNCERS 
by 


ROCHESTER WELT SHOE, INC. 


FLEXIBILITY—Moves with the foot. Al- 
lows freedom of movement. 


SCIENTIFICALLY WEDGED — To pre- 
vent pronation or inward tipping. 

CUSHIONED—For ease and comfort. 

STURDY —Double tip scuffer toe. 

MODERN DESIGN—Built in a modern 
last for fit. 





| 
BOUNCERS are available in Boots, Ox- || 
fords and Sandals in Sizes 314-914 in |} 
the necessary widths. | 
Four attractive colors-WHITE, BROWN, 
SMOKE and RED. 
BOUNCERS are approved 
mended by doctors. 
32 Exchange Street 


and recom- 





Rochester, N. Y. 
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GENUINE 


TENNIS COURT SHOES 


No. 708 Men’s Blue 


No. 707 Men's White 





BUFFED CREPE SOLES 
CUSHIONED HEEL and ARCH 
LEATHER INSOLES 
SIZES: 6% to 11—7 to 11—8 to 12 
Terms: 2/10 N/30 | 
Immediate Delivery 


ARNOFF SHOE COMPANY 


Buy Savings Bonds | 
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Here’s a Mother And 


Son Combination 





Los Angeles, Cal.—Mrs. Jack R. Ham- 
elin (shown with her son, Howard) is the 
lady on the road, as far as the West Coast 
is concerned, making a business of selling 
shoes. She started back in 1936 carrying 
the Little Falls slipper line, after the death 
of her husband, Sidney Glass. Before 
going on the road in 1936, Mrs. Hamelin 
assisted him in the operation of their 23 
“Kateteria” shoe stores in Southern 
California 

Howard, her son, started traveling on 
the road with her in 1936 and this partner- 
ship continued for some seven years. 


Life Stride Sales 


Staff Is Expanded 


St. Louis — Theodore F. Schroth, 
general manager of the Life Stride 
Division of the Brown Shoe Co., has 
announced the appointment of five 
new salesmen to the organization and 
a number of territory changes among 
travelers already representing Life 
Stride, 

The new salesmen are J. A. Fielding, 
who is taking over the territory origin- 
ally covered by C. F. Lord and which 
includes the following states Connecti- 
cut, Maine, Massachusetts, New Hamp- 
shire, Rhode Island, Vermont, New 
York, (the eastern half); Raymond E. 
Jost, who will cover Alabama, Louisi- 
ana and Mississippi; Felix A. DuPre, 
who will cover the states of Michigan 
and Indiana; W. B. Olmstead is taking 
over part of the territory originally 
covered by Harvey G. Clarke, who is 
taking an indefinite leave of absence. 
This territory includes Arizona, New 
Mexico, Nevada and Texas. Gene Wed- 
bush will cover the states of Idaho, 


Montana, Utah, Wyoming, Colorado, 
Kansas and Nebraska. 
Territory changes are as follows: 


Shep Berkowitz will cover western 
Oregon, western Washington, and Cali- 
fornia; E. H. Bickel, Illinois, St, Louis, 
and St. Louis County; L. A. Gerland, 
Florida, Georgia, North Carolina, South 





Carolina, Chattanooga and Memphis; 
D. R. Lierly, Kentucky, Ohio, Tennes- 
see and Chicago; B. E. Sims, Deleware, 
Maryland, New Jersey, Pennsylvania, 
Virginia, Washington, D.C., West Vir- 
ginia and the western half of New 
York. C. A. Witosky, Iowa, Minnesota, 
Nebraska (only Lincoln and Omaha), 
North Dakota, South Dakota, and Wis- 
consin, W. G. Hunt, who formerly 
made Louisiana, Alabama and Missis- 
sippi, will cover Arkansas, Missouri 
and Oklahoma. 





New Firm Makes 
Casuals, Wedges 


Los Angeles, Cal—Among the new- 
er firms who exhibited at the National 
Shoe Fair in Chicago last month was 
Bryson Shoe Company, manufacturers 
of high wedges and flats. Irving 
Taback, who covers the West for the 
firm, was in attendance. Mrs. Pearl 
David and Max Liebman, both of New 
York, have recently taken over the 
line in the Eastern territory. 





Radcliffe Shoes, Inc. 
Adds to Sales Staff 


Brockton, Mass.—Henry Mendelson, 
general sales manager of Radcliffe 
Shoes, Inc., here, makers of Prom-ette 
by Radcliffe announces the following 
appointments to the company’s sales 
organization. 

Northeast and Eastern territories 
will be served by Harry Silverstein, for- 
merly with E. P. Reed Co. and Car- 
lisle Shoe Co.; Southeast territory, 
Charles Ross, formerly with Vogues by 
Jamesie and Midwest territory, Stuart 
Lawrence, also formerly with Vogues. 

The new Prom-ette line will include 
a complete range of women’s high- 
fashion shoes—flats, medium, high heels 
and platforms. 





Make Infants’ and 
Children’s Shoes 


Dixon, Mo.—Kaut, Lauman, Winter, 
Inc. here, are now manufacturing a 
line of popular priced infants’ and 
children’s shoes in the size run from 
2 to 12. The shoes were on display at 
the recent National Shoe Fair. 

Officials of the firm are: Frank Win- 
ter, Jr., formerly connected with In- 
ternational Shoe Company; William 
Kaut, Jr., and Louis Lauman, both of 
whom were formerly with Kaut-White 
Shoe Company. 


Coffin Shoe Co. Adds 


Two Salesmen To Staff 

Knoxville, Tenn. — The Coffin Shoe 
Company, 308 West Clinch Avenue, 
here, has announced the addition of 
two well-known and experienced shoe 
men to its sales staff. They are Howard 
A. Rogers and Samuel P. Thrower, Jr. 
The former will act in the capacity of 
a buyer and salesman of high styled 
feminine footwear. 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the I4th — is 
available again! 
This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 


BOOT and SHOE 


100 East 4znd Street 
RECORDER New York 17, N. Y. 














3033 
Retailing 
Ideas 


MORE QUICK HELPS 
FOR SHOE RETAILERS 


from the only book of its kind; encyclo- 
ia of cticable, workable ideas for 
experienced merchant. No theories— 
all tried, true . NOT just another shoe 
beok, but offers in addition to 138 specific 
shoe prometions, the best ideas from the 
entire re field for instant adaptation 
te his parti requirements. 
| PAUL 5 ee, 
—~ 7 ool o' ness, 
Cotembia Universi 
Please remit with _ 
Mrs 40 Chpts. 
BOOT AND SHOE RECORDER 
100 E. 42nd St.. New York i7, HN. Y. 








Harry Levinson Retires 


From Shoe Business 


Buffalo, N. Y. — Harry Levinson, 
president of the Tri-State Shoe Trav- 
elers for the past four years, has re- 
tired from his shoe business at 35 
Court Street, here, because of a pro- 
longed illness. 

Mr. Levinson began in 1912 as the 
representative in New York of several 
leading Brooklyn shoe factories, later 
organizing his own business, the Ter- 
race Shoe Co., in New York. About fif- 
teen years ago he sold this and became 
a New York representative for the 
Hannahson Shoe Co. He moved to Buf- 
falo in 1942, continuing with Hannah- 
son, as well as with other lines of 
women’s shoes. 

His son, Al Levinson, came out of 
the Army in 1944 and became active in 
his father’s business. He is now con- 
tinuing the office at 35 Court Street. 

In December, 1946, Mr. Levinson was 
taken seriously ill and as a result is 
now unable to be as active as the shoe 
business demands. 

He will continue as Tri-State presi- 
dent until the association’s election in 
November. He belongs to several] other 
shoe organizations in which he intends 
to remain a member. 


Introduces New Triple 


Action Cushion Insole 


New York City—The Modern Ortho- 
pedic Appliance Company is _intro- 
ducing something new in cvshion in- 
soles. Their new insole has triple 
action. 

In addition to foot comfort, the Phan- 
tom Insole is said to have germicidal 
action, attacking germs which infect 
the feet, including “athletes foot’’, and 
also odor control which removes the 
odors caused by perspiration, leather 
and wool. 





Shoe Company Gives 
Tips On Stork Market 


Fredericksburg, Va.— Virginia Shoe 
Company, Inc. of this city, has released 
a booklet entitled “Some Hot Tips on 
the Stork Market.” The lively booklet 
was published in the interest of the 
shoe industry, and shows the latest 
birth statistics, in an effort to convey 
the fact children’s shoe dealers may ex- 
pect a terrific boom in their business. 

The booklet is offered free by the 
Virginia Shoe Company. 


Open New Showrooms 


Oldtown, Me. — The Penobscot Shoe 
Company and the Oldtown Shoe Com- 
pany recently opened new sales offices 
and showrooms at 179 Lincoln Street, 
Boston, Mass. 


Buy Savings Bonds 
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CHILDREN'S SHOES 
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BROWN KID ROMEOS 


Leather quarter back, ae tate, temp 
leather soles, brown rubber heel 


SIZES INS — Daily or Weekly 











785 N. Water St. Milwaukee 2, Wis. 








ACROBATIC SANDALS 




















Black, red 
white, fawn 
green and blue 
SIZES 9 to 3 


and 
SIZES 4 to 9 


JAYRICH FOOTWEAR CO $2.00 pair 
East Lynn, Mass Retail! 





FOOT SOCKS 

















“LYCO” seamless sole, elastic top, snug 
fitting heel, one shade only. 
Celanese’ Rayon..$2.75 per dozen pair 
Quality Cotton $1.80 per dozen pair 
Packed in 6 doz. attractive Display Counter easel 
or in dozen boxes sizes 8% to 11 


LYONS & COMPANY 
120 Duane St., New York 7, N. Y. 
Quality Shoe Store Supplies for 48 Years 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Arkansas 

Kansas 

Indiana 

Florida 

Kansas City and Western 
Missouri 

Louisiana 

Wisconsin 

Kentucky 


PNP PPYPE 


SHOE SALESMEN WANTED 
By Established Marufacturer of Misses’, 
and Growing Girls’ Shoes. Our Lines retail $4 to $7. 
We operate an extensive Instock Department. 
We are interested in securing the full time service of ex- 
perienced Shoe Salesmen for the following territories: 


Address 2514, care Boot & Shoe Recorder, 100 East 42nd Street, New York, N. Y. 


Children’s Boys, 


9. Mississippi 

10. Minnesota 

11. St. Louis and Eastern 
Missouri 

12. Virginia and West Virginia 

13. Arizona and New Mexico 

14. Colorado 

15. Tennessee 

16. Nebraska 








are invariably below competition. 


Territory Available: 


TEXAS 
OKLAHOMA 
ARKANSAS 
OHIO 
INDIANA 
KENTUCKY 
KANSAS 


NO VP YwE 


86 LINCOLN STREET 





SHOE SALESMEN WANTED 


By Long-Established Distributor of Men’s and Boys’ Medium-Priced 
Dress and Work Shoes, Including Special Boot Division of Western and 
Riding Boots. We are well-known for our outstanding values and our prices 


Can carry Non-Confliicting Side Line. 


SAMUEL BRILLIANT COMPANY 


8. MISSOURI 

9. ILLINOIS 

10. GEORGIA 

11. VIRGINIA AND WEST 
VIRGINIA 

12. ROCKY MOUNTAIN 
STATES 


BOSTON, MASS. 


SALESMEN FOR 
NATIONALLY ADVERTISED 
CASUAL AND SPORT TYPE 

SHOES 

Open Territories: 

1. Virginia, West Virginia, North 
and South Carolina 

2. New England 

3. Metropolitan New York and 
New Jersey 


4. Eastern Pennsylvania, Mary- 
land, Washington, D. C. 

5. Illinois, Iowa 

6. Texas, Louisiana 

7. Michigan and Ohio 

8. Indiana, Kentucky, Tennessee 

9. Upper New York State and 


Western Pennsylvania 
10. Missouri, Kansas, Nebraska, 
Oklahoma. 


Address 2533, Care Boot & Shoe Recorder, 
100 East 42nd Street, New York, WN. Y. 














HOE SALESMEN TO SELL MANUFACTURER’S 

Reptile Bags to Stores, Chains, etc. Liberal com- 
mission. BELLE HANDBAG CORP., 16 East 30, New 
York i6, N. Y. 





ANTED: SHOE SALESMAN, GOOD 

FOLLOWING, to carry outstanding Line 
of Popular Priced Women's Casuals and Play 
Types, Full time and commission basis. Excel- 
lent Line of Fast-Selling Styles. Can be han- 
dled exclusively or on non-conflicting basis. 
Write, giving age, experience, territory, cover- 
age and references. Address #541, care Boot 
$ a) Recorder, 100 East 42nd Street, New 

ork 17, 


ANUFACTURER IN NEW YORK CITY, 
ponages to produce 50-75 cases Popular, 
Medium Priced, Women’s Slip-lasted Casuals, 
—~ gm daily wants salesmen or firm with 
selling organization to make some kind 
or arrangement to dispose of the whole out- 
nut. Investment optional. Address 3552, care 
oot & Shoe Recorder, 100 East 42nd Street, 
New York, . 


NATIONALLY KNOWN 
MANUFACTURER 


of Women’s Corrective Type Shoes, 

backed by a large In Stock Depart- 

ment, retailing about $6.95, has open- 

ings for several salesmen who have 

good following of Buyers in these 
territories: 


PENNSYLVANIA MICHIGAN 


NEW YORK COLORADO 
OHIO TEXAS 
INDIANA OKLAHOMA 


Our sales organization knows of this 

Ad. Please give us complete details of 

yourself, including type of Shoes you 

are selling and arrangements will be 

made for an interview — at our 
expense. 


Address #558, Care Boot & Shoe Recorder, 
100 Eas: 42nd Street, New York, WN. Y. 














Ot D ESTABLISHED MANUFACTURING 

DISTRIBUTOR of a fine General Line, 
Medium Price Ranges, has open territories for 
several full-time or side line salesmen. Long 
Line; Competitive Prices, High Quality, Sub- 
stantial company; Prompt deliveries. Address 
#528, care Boot & Shoe Recorder, 100 East 42nd 
Mreet, New York, N. Y. 





EN AND WOMEN SALES REPRE.- 

SENTATIVES to Show Nationally, our 
Line of Quality Leather Barefoot Sandals for 
both Men and Women. Fine additional line. 
Many territories open. STYLE-MASTER 
SHOES, 8243 Lankershim Blvd., North Holly 
wood, Calif. 





advertisers on contract. 





CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box number 
is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If advertiser’s own 
name and address is used, count each word (street number is one word) at word rate. Classified advertising is payable 
in advance. Send check or money order with your copy. Ne accounts are opened for classified advertising except for regular 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 
*&* Advertisements for this page must be in our New York Office 10 days preceding publication date ™* 
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SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 


HELP WANTED 








OPENING FOR TWO 

BRIGHT, AGGRESSIVE 

SHOEMEN, PREFERABLY 
ASSISTANT BUYERS, AS 
TRAVELING SALESMEN 

FOR: 

(a) Missouri, Kansas, Nebraska, 
Dakotas, Colorado, Montana, 
Wyoming 

(b) a England States. 

Apply with personal data; photo 

experience; to: 
COBBLERS, INC.., 
1212 Stanford Avenue 
Los Angeles 21, California 











XPERIENCED SHOE SALESMAN WANT- 

ED, by a Nationally known Manufacturer 
of a Specialty Line of Men's Work Shoes, to 
contact both established and prospective ac- 
counts, located in New York City; also Rhode 
Island, Connecticut, and Massachusetts. Ap- 
plications to be made in own handwriting, 
stating experience, age, and family status. 
References required and all applications strict- 
ly confidential. Interviews will be arranged 
for those having necessary qualifications. Ad- 
dress 3538, care Boot Shoe _ Recorder, 100 
East 42nd Street, New York, 





SIDE LINE SALESMAN WTD. 








EXPERIENCED SIDELINE 
OR FULL TIME SALESMEN 


Wanted to carry Successful Line of 

Fast Selling, High Styled Women’s 

Novelty Shoes and Welts on Com- 

mission basis. Shoes made in own fac- 
tory. Most sections open. 


Address: Box 2539, Care of Boot & Shoe Recorder, 
10 High Street, Boston 10, Mass. 











IDE LINE SALESMEN to carry HIGH GRADE 

Children’s Shoes, Ankle Straps, and Sandals. Com- 
mission basis, drawing account if qualified. State 
territory. References, confidential. Address 2497, 
care Boot & Shoe Recorder, 100 East 42nd Street, 
New York. N. Y. 


IDE LINE SALESMEN FOR INFANTS, 

HANDSEWN MOCCASINS; Commission 
basis. Please state what territory you cover 
All territories open except New York, and 
New England. Address 354, care Boot & 

oe Recorder, 100 East 42nd Street, New 
York, N. Y 





SIDELINE SALESMAN 


America’s No. One $5 Retail Branded 
Line; Goodyear Welt, Child's and 
Misses’ Shoes; In Stock Service; All 
Widths. A permanent, repeat, money- 
making connection. Resident men, 
non-conflicting Lines. Most territories 


open. Write fully. 


Address 2546, Care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y 














LINE WANTED 








MANUFACTURERS 


with ation. WEST COAST SHOE 
TRAVELERS ASSOCIATES, 320, HAAS 
BLDG., oA WEST SEVENTH STREET, LOS 











UCCESSFUL SHOE MAN, GOING TO 

LIVE PERMANENTLY IN TUCSON, 
ARIZONA, willing to represent Eastern Con- 
cern, or any other, wishing to do business in 
the Southwest. Straight commission basis; No 
drawing account required. Address 3557, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, . A 





EST COAST: FORMER SHOE MANU 

FACTURER, young, energetic go-getter 
Los Angeles resident, desires Lines in Chil 
dren's Shoes or Ladies’ Novelties, in flat and 
high heel. Address Box #545, care of Boot & 
Shoe ecard, 5410 Wilshire Blvd., Room 307, 
Los Angeles 3%, Cal. 





SIDELINE SALESMEN 
WANTED 


To represent a Line of Display Fixtures, 

Fabrics, and Accessories for Retail Shoe 

Stores. All territories open. Commission 
basis; references. 

Address: Box 3534, Care of Boot & S See Ruder, 
“10 High Street, Boston 10, 











SA LESMEN WANTED; ALL TERRI- 
TORIES OPEN; Infants’ Prewelt Manu- 
facturer; Commission basis. ROSENTHAL 
SHOE MFG. CO., Box 325 Wilkes Barre, 


Penna. 





oo toe ag ATIVE—GO INTO SHOE 

STORES AND COORDINATE RETAIL. 
ERS’ HOES ANITH OUR HANDBAGS. High 
‘style, Hollywood, California labelled. State 
territory esired. OLYMPIC HANDBAG 
COMPANY, 430 South Broadway, Los Angeles, 
California. 





SIDE LINE SALESMAN FOR RETAIL 

SHOE BOWS AND BELTS. All territories 
open. Commission basis. Address 2462, care 
Boot & Shoe Recorder, 100 East 42nd Street. 
New York, N. Y. 


May 15, 1948 





ALESMAN, POPULAR PRICED WOM 

EN’S AND CHILDREN’S S1VES for 
Wholesalers or Manufacturers, in New York, 
New Jersey, Connecticut. Expenses, Commis 
sion, or Salary. Address # 542, care Boot & 
ee Recorder, 100 East 42nd Street, New 
ork, N. 


XPERIENCED SHOE MAN, MOVING TO 
ARIZONA about June Ist, wishes connec 
tion as Representative for Shoe Manufacturer 
or allied Lines for Denver West. Write for 
interview. Address 2535, care Boot & Shoe 
ppeeeder, 100 East 42nd Street, New York, 





POSITION WANTED 


1 WINDOW TRIMMER CAN NOW HAN 
DLE SEVERAL MORE ACCOUNTS. For 
expert service call: LAURELTON 8-8668 








ISPLAY MAN, KNOWS ALL PHASES 

OF SHOE DISPLAY seeks connection witb 
progressive company—Executive abilit Ad- 
dress 3555, care Boot Shoe Recor er, 100 
East 42nd Street, New York, N. Y. 





SHOE BUYER WANTED 
FOR SOUTHERN 
DEPARTMENT STORE 
Well established Department handling 
Standard Brands of Men's, Women's 
and Children’s Shoes. Must have ex- 
perience and know Family-Shoe-Store 
operation. Permanent future; top 
salary for top-notch man. Write fully, 
past history in detail; age; references. 


Address 3537, Care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y 














BUSINESS CPPORTUNITIES 


ILL INVEST TEN TO TWENTY THOU 

SAND DOLLARS as active Partner with 
established Shoe Jobber or Manufacturer; Chi 
cago or nearby towns preferred; Twenty-five 
years’ experience. Address 3548, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. 





WuoLes -ESALERS AND JOBBERS WANTED 

to handle a Good Line of Baby Felt Shoes 
BABY LEE SHOE COMPANY, 383 Olive 
Street, St. Louis & Mo 


AMILY SHOE STORE, NORTHERN VIR 

GINIA; In Business One and half years; 
Partnership breaking up. Must sell. $12,000 
investment required. Address 36532, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N y 


ARTNER WANTED (UNABLE TO HAN 

DLE ALONE) or will sell well estab 
lished Brooklyn Shoe Store, Branded Lines 
for Men, Women, Children. Address 3529, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, y 





WANTED TO LEASE 


XPERIENCED SHOE MAN WHO HAS 

SUCCESSFULLY OPERATED LARGE 
SHOE DEPARTMENT in Department Store 
interested in Leasing Shoe Department in 
Women's Specialty oe or Department Store 
within fifty miles of New York. Address 3530, 
care Boot & Shoe ‘Recorder, 100 East 42nd 
Street. New York, N. Y 








FOR SALE 








Approximately 30,000 Pairs of Women's 
12 and 14 Iron Brown Rubber Block Sole«— 
Buff Bottoms, Sizes 4 to 9% Also Same 
Amount of 5 Wedge Heels, Regular Sizes 
4-5-6. Will Sell at Reasonable Offer 
APT-SANDLER MFG. CO. 


43 Leon Street Boston, Mass 














IR SALE: SHOE STORE—A.-1 LOCATION 
Complete $3,500.00, Goodwill and Stock. 8506 
BAY PARKWAY, Brooklyn, New York 


IR SALE: TWO FAMILY SHOE STORES 
IN NORTHERN CALIFORNIA. Clean, 
Staple Stock. National Brands. Dissolving 
Wecorder, i Address #551, care Boot & Shoe 
ecorder, 100 East 42nd Street, New York, 





FOR SALE 
Ladies’ Exclusive, Popular Priced Shoe 
Store in Central Ohio; Very Good Lease. 
Profitably Operating. Records Avail- 
able. Other Interests. 


Address 22553, Care Boot & Shoe Recorder, 
100 East 42nd Street, New York, WN. Y. 
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FOR SALE 





ENTRAL PENNSYLVANIA ORTHOPE 

DIC SHOE STORE. Trading area 350,000; 
Excellent Location. Address #550, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N..Y 


ENTRAL PENNSYLV ANI A SHOE STORE 
—operating 25 years—Exclusively Women’s 
Popular Priced—Trading area 250,0u. Owner 
retiring. Excellent location, and priced to 
sell. Address #549, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York, N. Y. 








TOR SALE: NEW FAMILY SHOE STORE, 

Established Eight Months in city of seven 
thousand; County Seat seventy miles West of 
Chicago, Illinois; 90% location; New Stock, 
hxtures; Nationally advertised Lines. Inven- 
tory, plus fixtures, $9,500 will handle. Address 
#543, care Boot & Shoe Recorder, 100 East 
4énd Street, New York, N. Y. 


ADRIAN X-RAY MACHINE; Used; Excel- 
lent Condition. $325.00 net. Address 7540, 
care Boot & Shoe = Ae 100 East 42nd 
Street, New York, N. 


GHOE DEPARTMENT FOR SALE: Wom- 


ens and Men’s Better Grade, Nationally 
Advertised Lines Located in Store in lowa 
with volume in excess of $500,000. Department 
did $50,000 in first year; Inventory about 
$18,000. Owner wishes to sell because of other 
business interests. Address #536, care Boot 
& Shoe . ee 100 East 42nd Street, New 
York, N. 


YR SALE WOMEN’S AND CHILDREN’S 

SHOE STORE, with exclusive Franchise of 
one of the best Orthopedic Shoes in the eoun- 
try. Good going business with tremendous 
future assured. Miami area; Good location; 
tine lease; Low rent. Contact BILL BRAND, 
4380 S. W. 5th Street, Miami, Florida. 














HOE STORE, FAMILY, ESTABLISHED 

27 years, in heart of Queens, New York 
Business District. Must sell because of death 
in family. Steck, plus $1,000 good will. Ad- 
dress 2531, care Boot & —. Recorder, 100 
East 42nd Street, New York, , a 





REPRESENTATIVE WTD. 





BOSTON CHILDREN’S SPECIALTY HOUSE is In- 

terested in a Local Representative. Must be tho- 
roughly experienced. An excellent proposition for the 
right party. All correspondence will be kept strictly 
confidential. Address Box #502, care of Boot & Shoe 
Recorder, 10 High Street, Boston 10, Mass. 





WANTED TO PURCHASE 





E ARE INTERESTED IN A SHOE 

DEPARTMENT, Or will Buy One or Two 
Family Shoe Stores located in isibeeubes or 
any Midwestern States. Address #556, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 








WANTED TO PURCHASE | WANTED TO PURCHASE 






ATTENTION! 
Manufacturers - . . Retailers... 


s H ©) E J ©] 34 s a 
dren's shoes. 


















we ey SSSSSSSSSSSSSSS 
“ver BEYER @naee snees Turn YourSurplusStock 5 


suont tensse tssueen | |S $$$ Into Cash $$$ § 


YOUR NAME AND BRAND CLOSE-OUTS — JOBS — § 

PROTECTED $ Complete Stocks — Gov't § 

IRVIN RUBIN, INC. 3 Surplus Footwear —Clothing $ 
“The H Y 

ee aii vA ll 5 WELDON SHOE & SLIPPER CO. ; 

be 5 720 Fifth Ave. Pittsburgh 19, Pa. 
ew York City Phone ATlantic 0705 $ 
Phen BARGLAY 9-1607 SSSSSSSSSESSSESSESS 

















BARIS BUYS for CASH 


Quality Shoes for Men, Women ° ham, 
and Children Short Term Leases Assumed 
Scrupulous Protection Sur Name and Brand since 1932 

BARIS SHOE CO., Inc. 


New York 7, N. Y. Tel.: WOrth 2-5T80 





















JOBS * CANCELLATIONS * CLOSE | : MY HOBBY 
Buying, Selling Shoes for 35 years 


OUTS AND IRREGULARS FROM CES 
FACTORY SOURCES ONLY * FOR SS ee 





DETAILS WRITE P. ©. BOX 805, HARRY HESS 
SYRACUSE, N. Y. 76 Reade Street New Yerk 7, N. Y. 
Telephene: WOrth 2-9961 

















WILL PAY CASH||[""" SS. 


For Stock, Stores, and Leases. Penn- ®.SURPLUS STOCKS or 
sylvania, New Jersey, Maryland or ® COMPLETE STORE 
Delaware. AM HO 

Addven Bex 148, care BOOT & SHOE RECORDER ot = TTA SHOE co. Pe. 


100 East 42nd Street, New York 17, N. Y. | Phone Lembard 3-2062 








HILDREN’S SHOE STORE, Located in 

New York City—preferably Bronx, Man- 
hattan or Brooklyn. Partnership considered. 
Address #554, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 


T° WHOM IT MAY CONCERN: Two young, 
ambitious retail shoe salesmen interested 
in buying Men’s, Women’s, Children’s Ortho 
pedic Shoe Store. Volume $50,000. Located 
town 100,000 and up. We intend to make our 
living out of the shoe business; We are not 
looking for any ground floor propositions; We 
can and we intend to work hard to make our 
camer. Our desires are sincere and we re 
spect ully request that parties interested also 
be sincere. Anyone offering a proposition that 
will not stand thorough investigation, please 
do not answer. We are both presently em- 
ployed as Managers in Shoe Stores. The Store 
we are seeking is now probably owned by an 
individual who would like to retire. We are 
sound financially; excellent educational back- 
eene and have been in the Shoe business for 
ifteen Years. Any Manufacturer interested 
in having their Line carried exclusively will 
also find it to their advantage to contact us. 
Address #547, care Boot & Shoe Rgserder, 
100 East 42nd Street, New York, N. Y. 
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WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men, Women and 
Children. 


CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 

u ES ASSUMED 
BROITMAN-GAFFIN SHOES, INC. 
SABIN 040 Genes Shah en Gas % &. ©. 


FOR CASH 


WOrth 2-2515 

















TOP DOLLAR! 


FOR YOUR ODDS aad ENDS, CLOSE- 
OUTS or COMPLETE STOCKS 


SELL YOUR JOB LOTS 


Sonate || | Wer sues company 
Feremest Shee Buyers Since 1906 | 132 No. 4th smtye — 6, Pa. 


| 
| 
| 
on eee ST. NEW YORK 13, N.Y. | Telephone BEekman 3-7290 
| 


COrtiandt 7-6378-9 Phone: LO-8-9533 














Boot and Shoe Recorder 


i i i ee | 











MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











All Shoemen should own an ALL PURPOSE SHOE STICK 
$2.95 P.P. > 

Gaaranteed for All Time 
120 ¥. ~t anny st ALL PURPOSE SHOE STICK CO. rocxrorp. n.1mois 


SAVE SALES 
Fasy to Use for all types 
of shoe stretching on men's 
womens and children's 
shoes. 























Handy, durable clamp for 
displaying pairs in many po- 
sitions. No display stand 56: 60 
needed. Price per doren...... 


M. D. POLLINGER CO. 


HOLLAND BLDG. 8ST. LOUIS, MO 














Hlals AND Dilows 


(yer NOUR. 


ADVERTISING 





NEWSPAPER 


—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work for 
direct mail and newspaper ad- 
vertising. 


+ 
2. Vincent Edwards Idea Clipping 
Service 

Actual newspaper tear sheets of 
ads of shoe stores; you select the 
exact stores and cities you want 
to see or leave the selection to 

our advertising staff. 


VINCENT EDWARDS & CO. 
World's largest advertising 
service organization 
342 Madison Ave.. 
New York City 














Buy Savings Bonds 








May 15, 1948 


THE 
INVISIBLE 





For More Attractive Displays 


Made to display the shoe and A 2 nd 
form. Forms open heeled pum 

and easily in less time. No e belainess tt fits 
either shoe and brand not 


spring steel. $3.00 per dozen pairs. 
count on 12 dozen pairs or more. 


F.B.F. DISPLAY CO. 


Route 2, Box 646, Indianapolis 44, Indiana 














MAKE THAT SHOE FIT 


with the 
SHOE DOCTOR SHRINKERS 








Roller type device 


FIT COMES FIRST. Make shoes 
fit around the ankle. Stop gap- 
ping at the sides and slipping 
in the heel (no more heel 
liners necessary). All fullness 
or wrinkles in leather or fabric 
- '™ easily shrunk without harm. 
-_ oo 


Assure foot comfort for hard- 
$20 00 to-fit feet 
Curved type iron 


Special combination offer $42.50 

(fluids included in above prices) 

Send your order or write for detail information 
E. C. SMELTZER CO. 


121 E. Silst Street, Indianapolis, Ind. 





Dial Shoe Company to 


| Open Twelfth Store 


Philadelphia, Pa. — The Dial Shoe 
Company will open its twelfth Dial 
store early in May at 5524 Germantown 
Avenue, this city. 





* ADULT MODEL $15.00 
* JUNIOR MODEL $15.00 


Efficieney 
Of Fit 


YOURS WITH THE NEW 


Span 


Win the Brannock Adult and 
Junior Model Devices, the shoe fitter 
con get immediate “Heel-to-Ball” — 
“Heel-to-Toe” —Width-at-Ball” direct 
measurements. This meons speedy, 
accurate fitting; more sales per fitter; 
more perfect fitting; fewer misfits 
with their subsequent costly ond 


bl. 
tr 9 





*Available ot special cooperative price 
if ordered through certain shoe manu 
facturers—for this list ond full details 
write to 


HE BRANNOCK DEVICE 


OMPANY 
















NEW ADJUSTABLE 


Price ticket 
remains in Pouy Cup 
for Price Tickets 


desired posi- 

tion at all 

times. ; 

This is an ex- 

clusive pat- 

ented feature. 
$5 gross 

$2.75 

half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. Louls, mo. 














The new store, now undergoing ex- 
tensive alterations, is another step in 
Dial’s advanced ideas in design and 
construction including a “showcase” 
front, and an ultra-modern interior 
will be incorporated to add to the beauty 
and comfort of this store. Air-condi- 
tioning and cold cathode lighting are to 
be installed throughout the store. 

The Germantown store, it is an- 
nounced by the firm’s executive offices 
at 731 Arch Street in Philadelphia, will 
carry a full line of harmonizing acces- 
sories for the Dial Shoes. 
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Pincus Appointed In 
United Jewish Appeal Drive 





of the 


J. Pincus, 
Lester Pincus Shoe Corp., New York, has 
accepted the chairmanship of the 1948 


New York—Lester 


United Jewish Appeal of Greater New 
York, Seagate Division, it has been an- 
nounced by Supreme Court Justice Jacob 
H. Livingston. 

Mr. Pincus, long a leader in community 
and philanthropic activities, served as 
honorary chairman of the drive for the 
Seagate Division last year. 


New Shoe i 
Machines Available 


Chicago, Ill—Union Special Machine 
Co., here, is now producing severa] new 
machines for various operations such 
as staying, vamping, foxing, eyelet row 
stitching, tipping, and closing. These 
new machines are replacement models 
of the old styles which have been stan- 
dard throughout the industry for many 
years. The new styles are being built 
in the 50000 series. 



















RITZ SIZE STICK 
for speed and precision 


$1.50 
The Best 2-way Size 
Stick for length 
and width. 
HARD WwOOD 
LARGE SIZE 


1%" x 17” 


Shown on 
Page 28 
of New 
R and L 
“Extra-Profits’’ 
Shoe Findings 
CATALOG 
Get Yours Now 


REICK- 
LANGENDORF 
31 S. Wells, Chicago 6, Ill. 
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Mr. Shoe Admaker.. 


Youve a lot to say to the Trade / 


Get yourself right down there on the 
retail level and give a hand to the 
man on the fitting-stool. He's in a 
tough spot facing a keenly com- 
petitive situation which has many 
perplexing problems. He’s asking 
questions like mad... 


What's gonna happen tomorrow? 
How can I explain these prices? 
Which styles are moving fastest? 
Has your product new features 
worth talking about? Can't you 
give me a lift — with in-stock de- 
partments, promotion helps, mer- 
chandising ideas? Can't vou help 
me sell? 


100 EAST 42nd STREET, 


Monogram Appoints Newell 


As Representative 

St. Louis—Monogram Footwear, Inc., 
here, has announced the appointment of 
H. Pearse Newell to represent the com- 
pany in the territory Denver West. 

Mr. Newell has traveled on the Coast 
for a period of over twelve years. 

The company also announced that a 
new construction has been adopted on 
which a new group of low-heel closed- 
up conventional shoes will be developed. 


Appointed Director 

Quebec City, Que.—J. M. Petersen 
came to the John Ritchie Co. Ltd., 
Quebec, from the United States in the 


You've had to answer questions like 
these before. Study any issue of the 
Recorder, and you'll see why retailers 
are hanging on to it like a life-pre- 
server in these troubled times. But 
they need specific information from 
your products, your policies. 
your plans. Give them what they 
need now — down-to-earth copy in 
your Recorder advertising. 


Evergledy iu shoes wads 


Re and SHOE 
ecoraer 
A Chilton ® Publication 

NEW YORK 17, N. Y. 


vou 


summer of 1945 to assume the duties 
of general superintendent of the fac- 
tory. He directed the production and 
factory management of The John 
Ritchie Company since that time and 
it was with pleasure that the directors 
recently added his name to the board. 

Prior to coming to Canada, Mr. 
Petersen had had extensive experience 
in the shoe industry in the United 
States. He started working at an early 
age with the Florsheim Shoe Co. of 
Chicago and when he was twenty-one, 
had risen to the position of foreman in 
that factory. Since that time his work 
and responsibilities have expanded and 
he later was factory manager of the 
Freeman Shoe Company at their plant 
in Dixon, Illinois. 


Beot and Shoe Recorder 







STYLE NO. 2174 






Here it is !... 
JUNE 1st DELIVERY! 


© Non-Cracking Soles 
© Waterproof Soles 
© Removable Spikes 


@ Leather Lined 
© Combination Last 


8 OTHER MODELS IN STOCK. SEND FOR CATALOG! 


THE ARNOFF SHOE CO. Inc 


© Sturdy Goodyear Flexible Soles 


e Fine Grade Brown Leather Uppers 


© Goodyear Welt Construction 


THE NEWEST IN 


GOLF SHOES 








PRICE 


SIZES: 
6% te 12 


NEVER BEFORE AT THIS 
Low 


D-wIiDTH 


$6 °0 


TERMS: 


Se 06) ae Dh ttobel-mheu-1-) ace \ (kta Gola 
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YOU'RE SURE OF 


fe BUCK 





For the season’s smartest oxfords in 










a, N  *%} NS! suede finished leathers, BUCKO CALF* 
‘NY ——_ again leads the field. A list of shoe manu- 
— Ms . A —— facturers now using this fine leather is a list 
hh; | of the nation’s foremost producers of quality 
; a | > = footwear. 
: = : BUCKO CALF* is made in all the approved 
‘ ( i colors for fall. 


Rey. U. S. Pat. Office No. 295,780 














HUNT-RANKIN LEATHER COMPANY | 


106 BEACH STREET, BOSTON, MASSACHUSETTS 
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CHOICE 


Price resistance is a problem which the 
manufacturer and retailer of quality shoes 
meet every day of their lives. There are, 
of course, times when it is much less of 
a problem than at others. You have just 


gone through such a lush period. The 


peUETUTETTRorseeeeeee 
s 


present is merely a time in which the 
customer must be informed why his best 
interests still call for the quality choice. 
Nobody likes to part with money. But 
we are a// willing to part with it when 
we believe there is justification. The art 
of supplying that justification used to be 
calied salesmanship — remember? The 
retailer who is telling the Nunn-Bush 
story with earnestness and a sincere desire 
to serve, enjoys the MOST customers 


with whom quality rules the final choice! 











NUNN-BUSH SHOE COMPANY * Manufacturers «+ MILWAUKEE 1, WISCONSIN 








HIS FIRST STEP...INTO 


Basy’s confidence in his parents is quickly 


earned ... but his parents’ confidence in you, as 


a Stride-Rite dealer, is something else again! 


Stride-Rite is working constantly to accomplish 
a sound basis for such trust...not only in making 
the finest shoes possible... but in telling parents 
that our dealers are experts in their line... and 
pointing out that they are eager for the respon- 


sibility of protecting young feet! 





If you follow this up — if you keep careful 
records of shoe sizes and dates of each sale — if 
you are faithful in sending reminder cards when 
size-checkups are necessary — you'll have earned 


the confidence of every family you serve. 


GREEN SHOE MFG. CO., BOSTON, MASS. 


lial= 


TRIDE NITE 


SHO 

















Sean 
™~ 





